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Biggest National Auto Show Is On— 


The auto industry's biggest and most expensive show opened to heavy crowds in 
Detroit's Cobo Hall last Friday (Oct. 14) at a special preview. The theme of the 43rd 


National Automobile Show, 


“Wheels of Freedom,” 


is emblazoned on this 100-foot-long 


symbol! of three huge pod-shaped forms suspended across three golden wheels, each 
18 feet in diameter. The symbol rises above large multi-colored pools. In the fore- 
ground is part of the 750-foot-long conveyor on which all of the '61 models will be 
displayed. President Eisenhower is scheduled to tour the show today (Oct. 17). 


Salesmen Busy 


at Show; 


2.200 Hear Ike Tonight 


By John E, Walsh 
Staff Writer 
ETROIT auto salesmen are tak- 
ing orders on the floor of the 
48rd National Automobile Show, 
biggest show ever sponsored by the 
industry. 

The multimillion-dollar exposition 
opened a nine-day run in the city’s 
new Cobo Hall on Saturday (Oct. 
15) after a special preview the pre- 
vious night. 

The car and truck exhibits are 
manned by both factory person- 
nel and salesmen assigned by 
each make’s line group, However, 
only factory men are on the floor 
on Sunday. 

A spokesman for one line group 
said the salesmen are chosen by 
the group, and assigned to one of 
two shifts—11 a.m. to 5 p.m. or 
5 p.m. to 11 p.m. Salesmen will be 
paid $10 per shift, he said. 

“We got a letter from our region- 
al office saying the salesmen should 
bring their sales aids, order blanks 
and personal cards,” said the line 
spokesman. 

ok 

_— ‘traditional industry banquet, 

at which President Eisenhower 

will be principal speaker and guest 

of honor, will be the highlight of 
activities today (Oct. 17). 

About 2,200 automotive and other 
business executives from all 50 


Imported-Car 
Registrations 


New imported-car registrations 
for eight months: 





1960 1959 
Pos. Make Pos, 
1—101,567 Volkswag’n 74,472— 1 
2— 49,896 Renault 56,188— 2 
3— 20,236 Opel 26,781— 4 
4— 19,344 Eng. Ford 29,707— 3 
5— 16,018 Fiat 26,178— 5 
6— 12,971 Triumph 16,017— 8 
I— 12,434 Austin-Healey * 
8— 11,850 Simca 25,725— 6 
9— 10,057 MG * 
10— 9,683 Mercedes-Benz * 
* Hillman 20,137— 17 
* Vauxhall 15,670— 9 
* Volvo 12,751—1 
92,821 AllOthers 101,325 


Total All Makes 


404,951 
*—Not in Top Ten. 





states and several foreign lands, 
government, educational and other 
professional leaders and press, 
radio and television representatives 
will attend the black-tie, stag af- 
fair in Cobo Hall. 

L. L. Colbert, president of 
Chrysler Corp, and of the Auto- 
mobile Manufacturers Assn., 
which sponsors the show for the 
industry, will be toastmaster. 

Also at the head table will be the 
presidents of the other auto and 
truck firms, who also are AMA offi- 
cers or directors. Only Henry Ford 
II will be missing, He is in Europe. 

* * * 


Ase the special guests will 

be Postmaster General Arthur 

E. Summerfield, Commerce Secre- 
(Continued on Page 8, Col. 1) 


Imports’ Volume 
Dips Again, but 
Share Tops 8 Pct. 


By Robert M, Lienert 
Associate Editor 

MPORTED-CAR sales travelled a 

two-way street in August, as the 

imports’ share of total sales in- 
creased while their volume de- 
clined. 

The sales share held by imports 
moved above 8 percent for the 
first time in five months, although 
volume eased off to the second- 
lowest point of 1960. 

Imports’ improvement in market 
penetration came about becauge 
their loss in sales volume was rela- 
tively less than the setback for do- 
mestic cars during the month. 

a a * 


EGISTRATIONS for the month 

numbered 42,577, according to 
R. L. Polk & Co., compared with 
43,537 a month earlier and 56,640 
a year earlier, 

Only January, with 40,420 regis- 
trations, showed a smaller month- 
ly total so far this year than did 
August. 

Aside from last January, the 
August total is the smallest on rec- 
ord for imports since February, 
1959. That month, incidentally, 


marked the first time in history|’ oe Ce i A gan 
‘61 Thunderbird Has New Body— 


that imported-car sales topped 40,- 
000 units in a single month. 
* mn ” 


B* MAKES, August was a month 
of strength for the “second 


(Continued on Page 6, Col. 1) 
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To Clear Up Oversupplies 


By Maynard M. Gordon 
News Editor x 

'H the largest stock of new 

cars ever recorded atthe start 

of a model year, franchiseq dealers 

pushed efforts last week to take ad- 

vantage of the traditional: autumn 
upturn in sales. 

The estimated 853,280-unit in- 
ventory ag of Oct. 1, divided 
about equally between ’6l:and ’60 
models, had as yet failed to 
dampen either dealer spirits or 
factory schedules to -_ — 
cant extent. 

To most dealers conbapted by 
Automotive News, October sales 
prospects remained encouraging. 
All ’61 volume models were on dis- 
play last week, save for Phunder- 
bird and Tempest, and dealers were 
counting on the availabil of the 
lion’s share of entries and National 
Auto Show fanfare to turn pros- 
pects into buyers at increased rates. 

* * ~~ 

PESSIMISM emanating from 

some quarters about the fourth- 
quarter outlook was found missing 
among the majority of dealers in 
the field, although on balance there 
were more clouds in the October 
picture than bright spots. 


“Sure we hear recession talk and 


U. C. Stocks Sink 
To Year’s Bottom 


Groces of used cars held by 
new-car dealers on Oct,.1 stood 
at the lowest level of the year, 
according to AUTOMOTIVE News esti- 
mates, 

The average inventory was 
good for 26.6 days of selling, ac- 
cording to estimates based on 
field reports. 

This compared with a 29.3-day 
supply a month earlier (which had 
been the first time this year that 
used-car stocks had slipped below 
the theoretical 30-day limit) and 
was the best used-car inventory sit- 
uation recorded since Oct. 1 a year 
ago, when days’ supply wag esti- 


mated at 25.9, 

D EALERS in September were 
acutely aware of impending 

new-model introductions, and as a 

result kept their used-car inven- 

tories carefully in hand, 

This largely was the reason for 
the scanty supply on the Oct. 1 
inventory date. 

Dealers are still uncertain as to 
how the new models—including ad- 
(Continued on Page 4, Col, 4) 





folks have pre-election jitters,” said 
a three-make General Motors deal- 


Oct. 1, however, to last dealers until 
Thanksgiving at the September's 


er in Minnesota, “but never before| slow cleanup clip. 


have I had so ‘many new models 
and body styles at harvest time. 
And I have all manner of unused 
’60s and used stuff to throw at ’em 
if they don’t fancy the ’61s.” 

As for the record load of ’60 
models, exceeding 40,000 units, a 
Chicago Chrysler-Plymouth-V a |I- 
iant dealer summed up the con- 
sensus this way: 

“Hell, I wish I had carloads of 
60s. If a customer doesn’t like the 

61s, he'll take a ’60 model every 
time. ~ 

The combined October inventory 
of ’61 and ’60 cars amounted to a 

50-day supply at the September sell- 
ing rate. Enough ’60s were on hand 
or in transit from factory yards 

* * * 


New-Car Stocks 


In Field and in Transit, 
Domestic Makes 
881,481 


” ioe” Pelee the 
Month 


519,538 


1959 


Stonth Month 


Current Records 
High (1,038,967) - - July 1, 1960 
Low (157,607) - - - Nov. 1, 1954 

© 1960, by Automotive News 


* * * 


Me™ dealers wound up the old- 
model year with fewer than a 
thousand ’60s, considered a week’s 
supply normally but really the 
equivalent of more than that in 
view of the arrival of ’61s on the 
market. 

October stockpiles fell nearly 
30,0000 units off the revised Sept. 1 
total of 881,481 new cars, which in- 
cluded about 150,000 unsaleable ’61 
models. A year ago, the October in- 
ventory stood at 519,538 units, Pre- 
vious peak for October inventories 
was reached at the end of the 1955 
boom, when the total was 538,375. 

The slowdown in September 
car retails was more or less ex- 


of the whetting of buyer appe- 
tites for a look-see at the new 
61 compacts and standards, 

“The papers were full of ’61 pub- 
licity the whole month,” a Ford 
dealer commented in Ohio, “It took 
a dedicated value-shopper to walk 
out with a ’60 in September.” 

* * Oo 

ANotsee deterrent to cleanout 

of ’60 models up to introduction 
days was the fact that closeout 
incentive payments by the factories 
were substantially less than the 5 
percent carryover rebates which 
took effect the first day the new 
models went on sale. 

“Why push a man into a ’60 Im- 
pala for a $60 factory kickback on 
Oct. 5,” asked a Michigan Chevro- 
let dealer, “when on Oct. 7 (intro 

(Continued on Page 4, Col. 1) 





Compact-Car Output Spurts 
To Another New Peak 


By Martin L. Whitmyer 
Staff Writer 


ONTINUED record-breaking 

schedules by the compacts help- 

ed push car output in the United 

States to an estimated 149,322 units 

—a 5.9 percent boost from the pre- 
vious week’s 140,984 assemblies. 

The nearly 150,000 cars built by 
American manufacturers last 
week were 11.8 percent above the 
133,611 units rolled from the as- 
sembly lines during the week 
ended Oct, 17 last year. 


An output of 19,146 trucks last 





A massive front end and the elimination of the windshield dogleg are features of 
Thunderbird’s new body. The car is powered by a 300-horsepower engine which dis- 
places 390 cubic inches. A two-door hardtop and a convertible will be offered when 
the cars appear in dealer shewrooms next month. (Story on Page 45.) 








week brought commercial-car cal- 
endar year output to within 13,656 
units of the one million mark, a 
milestone that should be reached 
Wednesday (Oct, 19). The millionth 
truck of 1959 wasn’t built until 
Nov. 1, 
* * * 

Cae output hit a rec- 

ord 45,0385 units last week to 
surpass the former high of 43,894 
compacts built a week earlier. The 
group’s percent-of-industry take, 
however, dropped from 31.1 percent 
to 30.2 percent. 

Rambler was the top compact- 
car producer last week as it 
worked three shifts six days to 
turn out an estimated 10,415 
units. A week earlier AMC pro- 
duced 10,721 Ramblers, 

The Ford Motor Co. compacts— 
Comet and Falcon—accounted for 
17,480 assemblies, Comet getting 
7,250 and Falcon, 10,180 units. The 
previous week Comet turned out 

7,185 and Falcon, 10,455 cars. 

General Motors’ four compacts 
turned out a combined total of 
11,490 cars last week—Corvair lead- 
ing the list with 5,400 assemblies. 

(Continued on Page 55, Col. 3) 


Cars 
No September new-car registra- 
tions were available from R. L. 
Polk & Co. last week..Top Cars 
will resume next 
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Bat Ahead of Last Year... 


Sept. Service Business 


Off a Bit from August 


sf bpsony typical auto dealer’s parts; was 11.4 percent under the Aug- 

and service business slipped or ust figure and 2.9 percent below the 

low the August level during Sep-| total for September, 1959. 

tember but the September showing; Customer labor sales in Septem- 

was a little better than that in the} ber were 11.2 percent below the 

like month of 1959. August showing but 3.5 percent 
Those are the findings of the| above the total for September of 

monthly Automotive News survey | last year. 

of a cross-section of dealers on re- 

sults in the shop. 
In the typical 





















































96 Models Jam 
‘Low-Price’ Field 


Average Sticker Cut 
Over $500 Since ’59 


By John K, Teahen dr. 
Associate Editor 
eo by a nationwide clam- 
or for less-expensive transpor- 
tation, the compact and smaller-car 
boom has brought sweeping 
changes in automotive production 
and marketing programs. The ef- 
fect on the industry’s price struc- 
ture has been no less dramatic. 

Two years ago, United States 
manufacturers offered only 49 
models priced below $2,600 (in- 
, ame cluding federal og | and dealer 
prep). Today, that field has dou- 

GM Joint Was Jumping— bled with 96 domestic models 

More excitement than the staid General Motors Building has experienced in many a| listing for less than $2,600. 

year occurred when Chevrolet unveiled its 1961 models. Chevrolet gave the display During the 1959 selling season, 
the “big show’ treatment and literally thousands jammed lobbies and exhibit rooms | the average sticker price of the 242 
to see the cars and pick up souvenirs. domestic models on the market was 
$3,569. Today, the average (240 

models) is $3,059, a decline of more 


FTC Extra Vigilant on Ads | t= so: °** 


F. 1 = I 2 Wa t e — Sar ae yd aes for 
= much of that decrease 1959, 

or arran tes only American Motors and Stude- 
baker were building the short- 

vestigating the industry for inade-| wheelbase cars, Since then, General 
quate disclosure of the terms of| Motors, Ford and Chrysler have 
their warranties in advertising|®44ed eight nameplates to this 


field 
matter. FTC is not interested in : 
the guarantee as such—nor in its Marketing realignments and 


eat) the discontinuance of many high- 
extension— but ever sin ce last priced units also have contributed 
spring when it issued its “Guides| ¢) the $500 dip in the average. : 
Against Deceptive Advertising of| Dodge and Mercury have moved 
Guarantees,” it has been talking to| into the lower-priced class with 
auto-makers and inspecting ads. Dart and Meteor and have scuttled 
William Dixon, legal advisor on |™ost of their larger, more expen- 
guides to the Bureau of Consul- | 5'V© Cars. 
tation told Automotive News that soar tue eeaets: Caavaer * me - 
— auto industry is “one of the |}, wer bracket with its Newport 
gest problems under guaran- | series, and Cadillac has ditched its 
tee guides.” He noted that only | $13,075 Eldorado Brougham and its 
two industries have been singled | $7,401 Eldorado Seville. 
out for special treatment. * ¢ *& 
If the car industry is careful in 















* * 
UTO dealers have found incen- 


tives a useful tool in managing 
the parts and service departments, 

























il THE compact field, the new- 
its advertising, then FTC is not model pricing cycle was complet- 
likely to make an example of it;|ed last week as American Motors 
however, Dixon “rates it at the | announced its ’61 Rambler figures. 
top” as far as monitoring is con-| For the second successive year, 
cerned. AMC was the only manufacturer to 
mention prices including federal 
tax and dealer preparation charges. 
aE FTC spokesman also made| This ig the figure that appears on 
it clear that an announcement the price sticker of each car. 

to the effect that even a 60-second Other makers camouflage their 
spot advertisement cannot use the! announcements by omitting ex- 
words “guaranteed” or “warrantied”! cise and prep, a procedure that 
without spelling out details was| pives the customer quite a jolt 
meant for automobile advertising. | when he reads the sticker in the 
. Even with competition on mod- showroom. 

els rough and even with the haste Rambler boosted prices $50 and 
of companies eager to follow the | $60 on American models and $10 to 
lead of Ford and make their po- | $40 on most Classic units. Ambassa- 
sition competitive, ads must give (Continued on Page 53, Col, 1) 
details of length of guarantee 


and conditions. Even a simple an- 2 Good-Faith | Suits 


nouncement of extension of time 


or mileage is not enough. 
Fen is it enough to say in the F ace F ord Today; 
advertisement, “Ask your dealer.” ° 
Dino contends that the prospec- Leach Tr ial Opens 
tive buyer should be informed of 

DEARBORN.—Ford Motor Co. 
the conditions of the Warranty! i be defendant today (Oct. 17) 


before he goes to t - 
ral to . oa = ar Uhemenie in two proceedings under the dealer 
good-faith law. 


disclosure,” 

In San Francisco Federal] District 
Court, the first jury trial under the 
law will get under way. Plaintiff is 
Raleigh R. Leach, Inc., which for 
21 years was a Ford dealer across 
the bay in Oakland until its ter- 
mination in December, 1958. 


The second case is scheduled for 


ON THE question of how many 
dealers offer their parts man- 
agers some form of incentive pro- 
gram, the answer is about the same. 
Those who do amount to 73 percent 
of the total while 27 percent do not. 
On the question of how many 
dealers have an incentive pro- 
(Continued on Page 52, Col, 3) 








but the use of incentives has its 
percent below similar sales in | pitfalls and problems. 
August, The September figure Those are the conclusions to be 
was 2.5 percent ahead of the to- | grawn from an Automotive News 
gv we eee . as year. a|Survey of dealers on incentives 
ere Barve he oe _ pm q| questions which was conducted 
Sian auaciinods oe a cay Saleee along with the September survey 
retail 10.2 percent below the August of _— in the parts and service de- 
figure but there was a gain of 0.2 ine the pitfalls and prob- 
percent from the showing for the lems, the survey showed that in- 
like month of 1959. tives are considered more to 
The number of customers enter- = ueee than the bad and are 
ing the typical dealer's show shop, robably here to sta: 
as measured by the number of re- Th rl t sti : discussi 
pair orders written, dropped in Sep- ce ee an ee ae 
tember. The total for the month incentives is: Just what is an in- 
— ne Soren or the mon | centive? For the purposes of the By William Ullman 
6 a survey, an incentive was considered Washington Bureau Chief 
Licensin Law any program that offers an employe ASHINGTON.—The advertising 
£ a chance to earn extra income by of extension of new-car war- 
‘ . ‘i producing above-average results. | ranties to 12 months or 12,000 miles 
P d ¢ ] f a eg is being watched closely by the 
r. alse In a ] « F COURSE, some incentives do| Federal Trade Commission. 
ro not fit nicely into the definition.| The federal agency has been in- 
Auto Retailing Rid There are oo me other ee alacant papper apogee ntoets 
which the definition excludes from 
Of Cheats, Group Told the incentive class. New-Car Market 
SAN DIEGO.—A law requiring Sales contests and commissions 
licenses for dealers and salesmen | for Selling special items are a little Drops Sharply 
has eliminated the unscrupulous|t0® Much on an on-and-off basis 
salesman and the undesirable deal-|t® be considered incentive pro- In D etr oit Area 
er, according to A. J. Veglia, reg-| 8™@™5- 
istrar of vehicles, Motor Vehicles wha 2 oe a not | DETROIT.—New-car registra- 
eae ie ie . mat wet oan hoe nadie ae tions in the bellwether market of 
Ginn the Bote Geel octets den e contrary position. Generally, Detroit and Wayne County plunged 
of San Diego, its constitutionality | though, fringe benefits are con- to a 19-month low in September, 
has been challenged by a Los sidered an extension of salary or | according to figures compiled by the 
Angeles judge and a Los Angeles | W28¢S, a form of regular income. | Detroit Auto Dealers Assn. 
auto discount house. The survey found that incentive! The total of 8,078 was 23.8 percent 
‘aca ol ae ye ae down Sy teaainiogs pe ord a B..4 loans below the previous month’s 10,598 
ent’ ministration or . 
anteaeuinans of the ‘aw Veglia but are used rather infrequently ral oe ae — ee 
added. “We continue to cite any | for mechanics. er See eee 
person dealing in automobiles who| Of the dealers surveyed, 72 per-| Not since February, 1959, when 
does not work within the frame-| cent offered some form of incentive|the count was 8,071, had Wayne 
work of the new law.” for their service managers while 28| County new-car registrations fallen 
He said a dealer association is| Percent offer the service manager!so low. It was also the first time 
planning to suggest an amendment | no incentives. A small number of| since February, 1959, that they 
to the law at the next session of the | those who do not offer the service! sig to exceed 10,000 
Legislature to remove the section} manager incentives are dealers Pat 
questioned by the judge. whose operations are so small that| Mercury was the only make to 
Veglia also reported that an As-| they do not have a service manager.| Sell more units in September than 
sembly interim committee on fi- Pon eos in August. (Lancer wasn’t on the 
nance and insurance is holding board in August.) All others showed 
hearings to determine whether losses, with Chevrolet taking the 
dealers are overcharging buyers on biggest numerical setback and De- 
— por: i Inmiicthaniitete Soto suffering most on a percentage 
reports that dealers have added basis. 
amendments to sales contracts By makes, registrations were 
after they have nen, sanen by the (percent of penetration in paren- 
customer, Veglia said theses): Chevrolet, 1,638 (20.28 per- 
cent); Ford, 1,286 (15.92); Falcon, 
e 801 (9.92); Comet, 650 (8.05); Pon- 
Business Barometer [10.27 62,2380 
Mercury, 434 (5.37); Oldsmobile, 342 
en Economic | 255 (3.16); Buick, 243 (3.01); Cor- 
98.8 Percent of Last Week vair, 213 (2.64); Plymouth, 178 
120.7 Percent of Like Week Last Year (2.20); Cadillac, 168 (2.08); Chrysler, 
Percent of Line'Week || 76 (0.95); Lincoln, 56 (0.69); Stude- 
Last Week Last Year || baker, 23 (0.28); Lancer, 14 (0.17); 
DeSoto, 6 (0.07); Imperial, 6 (0.07); 






















gue Production ............... 140,984 105.0 118.5 Willys, 4 (0.05), and i ae, enh 
ruck Production ........... ‘ 17,718 82.1 75.8 , .05), and imports, ; 
Registrations—Year to date.. 4,483,104 nan 107.0 || (6.02). a hearing in South Bend Federal 
Truck istrations—Year to dat 652,563 t 100.7 ied elaine I a ae ae District Court, It involves the 1958 
Steel ee je. ‘ Soens ‘ 5 ana 9 ‘ . en of Blenke Brothers Co., 
Lumber Production—Boord feet... 229,129,000 95.3 88.4 6lsa Big Hit Inc. (Mercury). 
Production—Tons.... 314,365 96.8 94.5 Dealership President Stanley J. 
Sa Gao #240000 wiz 1083 ||At Texas Show Blenke, a former DeSoto-Plymouth 
Oll Refinery Output—Borrels ..... 50,432,000 101.3 102.7 DALLAS.—Th blic likes th ealer, has sued Ford for $495, 
Electric O ilewatt hours....  13,725,000,000 99.6 104.9 ae Rae Hees wee on the grounds that his Mercury 
Barometer ht Cer Leadings 360,332 102.8 101.7 models for 1961 better than any in termination was in bad faith. His 
Department Stere Sales Index .. 149 100.7 104.2 the past four years, all surveys termination followed admittedly 
Stock Market Price Index....... 384.6 101.0 92.5 made at the Texas State Fair Auto poor sales of ’58 Mercurys. 
U.S. Government Spending Show here indicate. The Leach organization has asked 
—Fiscal year to date .........++. $25,756,558,000 tase 100.1 Result of several checks made for $1.8 million damages, alleging 
Commercial and Industrial Loans $31,541,000,000 99.9 107.0 during the first i at th re violations of the Dealer Franchise 
s MS tek. Lag hieX ee $32,186,000,000 100.2 104.7 . gE .- ye S ene Act in the termination of its opera- 
Used-Car rices-—Average........ $868 100.3 91.2 tion’s first show is quite definite tion as a Ford dealer in an old 
Business Failures ................ 343 112.8 125.2 that enthusiasm, buying interest Veteran Dealer Signs— Oakland neighborhood. 
hinen n and popularity of the new styling| Nearing his 100th birthday but still the) Both Leach and Blenke were ter- 
Stocks Oct. 12 Oct.5 1960 Range Stocks Oct. 12 Oct.5 1960 Range || and design trends is better than last | active head of a dealership bearing his} minated as dealers after hearings 
AMC....... 20% 20% 29%2-19% A 6.56 Gan 40% 40% 50%-38% || year—and best since 1957. a : oe Minn., oo G. a aste r . Aer wane a a 
Chrysler... 1 1%-40 | Mack...... 207 Show Mana J. N. Whitehurst | i9ht. has signed a new five-year selling rd. enke’s brother, John - 
Ford “es ~ 2 a ae — os —— ” said he wallevee. the aden is| 29reement with Chevrolet. Held, shown| Blenke, is plaintiff against Chrysler 
pr ene ‘ seresere 10% Ye 24%y- BY with T. H, Odenbach, Minneapolis zone| Corp. in a Chicago good-faith suit 





more like 1960 wag expected to 
have been. 









manager, has been selling Chevrolets con-| growing out of termination in 1959 
tinuously since 1914. He was born on|of Blenke Bros. Motors, Inc. 
May 8, 1861. (Dodge-Plymouth), Valparaiso, Ind. 


GM........ 43% 42 55%-41% White...... 41%, 40% 67%-39% 
(Oct. 17, 1960) 






—CHARLES CATES 
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Dealer Forum 


by Robert M. Finlay 


ET’S turn on the light in the 

closet. 

What's the matter with the auto 
business today? 

You tell people the truth and they 
think you want to build a fence 
around the business, 

You tell them that the only way 
you are going to 
be able to attract 
promising young 
people to the auto 
business is to get 
enough gross on 
the new car so 
that you can give 
them attractive 
compensation, and they think you 
are a reactionary. 

How do they think you are going 
to attract top people to automobile 
sales? With little pins to put in the 
lapel? With merit badges? 

+. * * 

S° THE pressure is on, and we 

give the salesman $18 for selling 
a $3,000 piece of merchandise, How 
long do you think it is going to be 
before he joins a union and the 
union boss tells you how much you 
are going to pay the salesman? 

And pretty soon, who’s managing 
your business? 

Look, I got nothing against the 
factory. So they’ve been good to 
me. I can’t kick. But they can’t 
help me now. They have this big 
fear of dealers growing old and 
less aggressive. So they see the 
cost squeeze the dealer is in and 
they tell him there is only one 
answer—more volume. What busi- 
ness are they in? The business 
of building and selling cars to 
dealers as fast as they can, So 
they say “more volume.” 

Even if they could help you, they 
are afraid of the antitrust laws. 

They can’t get too interested in the 
details of the dealers getting a big- 
ger gross or they get rapped by 
Uncle Sam and his antitrust club. 

The same goes for NADA. The 
association hammers away on this 
profit-and-loss thing, So why don’t 
dealers pay attention? Look, you 
can’t do this thing with anybody 
else. Each dealer has to go into the 
closet alone and turn on the light. 
How? 





* * * 


The Shocker 


WE. take out your financial 
statements for 10 years ago. 
See what has happened to auto re- 
tailing in just 10 years. Now 1950 
wasn’t a bad year for dealers, nor 
was it the greatest. 

So go down the list of expenses 
and compare them with those on 
your latest financial statement. The 
factories and the association keep 
hammering away at the need to 
control costs. 

Tell me, what are you going to do 
about labor costs? You got to 
match the going rate, or exceed it 
a bit if you want to get better em- 
ployes. And so you want them to 
stay with you, and understand your 
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problems and your way of doing 
business, So you give them raises. 

What about floor-planning ex- 
pense? You think you can hold 
that down when the price of cars 
has gone up and you’ve got more 
money involved? 

Who can hold down social secur- 
ity benefits? 

How about insurance? A dealer 
may have 20 cars on the road for 
which he is liable. Let an employe 


N. Y. Dealers Also Urge Warehouse Stocking... 





Compact Discount Hit 


the tremendous amount of ex- 
penses to a dealer of stocking 
these vehicles, in view of the 
minimum profit picture .. .” 


ALBANY.— Warehouse stocking 
and 30-day billing, greater discounts 
for compact cars, closer factory 
contact and ethical advertising 


were urged in resolutions approved 
by the New York State Automobile 
Dealers, Inc., at its convention. 

In urging warehouse stocking 
and 30-day billing, the dealer 
group charged that the inven- 
tory situation is creating a hard- 
ship on all dealers “particularly 
with reference to the number of 
new vehicles that are presently 
in dealers’ hands and unsold, with 


have one bad accident and see what | | 


happens to the insurance costs, 
Take the expenses item by item. 
Any dealer who does this will get 
the shock of his life. In 10 years, 
some items have trebled. Many 
have doubled, 
* * o 


—— let him compare his aver- 


age gross per new car. Ten| 


years ago, I was getting $347. Con- 
sidering what happened to my ex- 
penses, just to stay even, I'd have 
to be getting about $500 today. 
Suggest this to your regional fac- 
tory man if you want to see him 
bleed. What am I actually grossing 
today? $177. And I’m high in my 
area. So you ask me what’s the 
matter with this business. 

Sure the factory can show you 
a dealer or two who is doing OK 
in spite of conditions. But these 
are the rare exceptions, and usu- 
ally you'll find them doing better 
because of some unusually good 
location. 

So you tell me, don’t sell price, 
sell service. Sell service I do for all 
I am worth. Maybe you can get $10 
extra per new car because of your 
exceptional service, And I do. But 
for $100 a car my cousin will take 
his business down the street. And 
we need $100 to $125 on top of pres- 
ent grosses to make this a good 
business. 

Only so many buyers shop? 

Look, my high-school buddy 
comes in and I give him a good 
price. Well, he says, my wife was 
over to the other day, and 
they gave her a price of $150 less. 
His uncle, too, has prices from an- 
other dealer. 

* + + 
Everyone Looking 
OMEHOW or other, everybody is 
interested in the auto business. 
The details of it. The so-called 
trade secrets, Look, the factory 
gives us $50 extra at cleanup time 
and everybody who comes in knows 
it the next day. No other business 
is so open to the public, The pub- 
lic doesn’t seem to care about what 
the markup is on shoes or socks, 
but they sure know it on cars. 

So I don’t want to be greedy. Ill 
give away half the discount. But I 
honestly need the other half to do 
business. To pay my salesmen an 
honest wage. To keep good peopie 
with me. To maintain the terrific 
investment a dealer needs to have. 

And when I think of the tre- 
mendous liabilities I face, I could 
cut my throat. 

You know, when I was going 
down the list of expenses, I found 
only one item that was down — 
travel and promotion expense. I 
can’t afford to travel so much now. 

And next year it could be worse. 
There are more contenders in our 
price class. Don’t believe that stuff 
that these new babies are going to 
create new business. The business 
is going to come out of somebody’s 
hide. Bi 


+ 

[= AN incurable optimist. A deal- 

er hag to be. But I’m not kid- 
ding about how dangerous this 
dealer situation is. A lot of us 
aren’t going to be here next year 
unless all of us learn how much it 
costs to sell a car. 

Get a perspective on the business. 
Get out those ten-year-old financial 
statements. Don’t just look at net. 

Look at the figures that made 
the net. Compare each item of 
expense. Compare the gross per 
car. 

We'll sell just as many cars next 
year if we get the $100 more per 
car we need to make the auto busi- 
ness a good one. 

Turn on the light in the closet. 


At PAA Safety Conference— 


Speakers at the Pennsylvania Automotive Assn. Safety Committee meeting included, 


Cost of inventories, the resolu- 


Smith Gets Nod 


_CINCINNATI.—Ray L. Smith, 
president of Hyde Park Sales and 
Service, Inc.. has been elected 
president of the Greater Cincinnati 
Rambler Dealers Assn, for 1961. 
Len Bove wag elected vice-presi- 
dent and Roger Ayer, secretary. 















from left, Col. Frank G. McCartney, commissioner, Pennsylvania State Police; Edwin 
W. Parkinson, PAA assistant general manager; Harold G. Reslink, committee chairman, 
and Senator George N. Wade, chairman, Senate Highways Committee of the Pennsyl- 


vania General Assembly. 
7 ae ae 


Pa. Safety Group Reviews 
Vehicle Inspection Plans 


HARRISBURG, Pa.—The Penn- 
sylvania Motor Vehicle Inspection 
Program was reviewed in detail by 
the Pennsylvania Automotive Assn. 
Safety Committee at its semiannual 
meeting here. 

Edwin W. Parkinson, PAA as- 
sistant general manager, said the 
committee completed plans for 
over 150 local meetings of the 
state’s 50,000 inspecting mechan- 
ics to be held later this month. 
Parkinson also reviewed plans 

for the Pennsylvania State Police 
Inspection Station Supervisors’ an- 
nual conference here for the 55 
state policemen who supervise the 
12,000 officially appointed inspection 
stations. 

Harold G. Reslink (GMC), Erie, 
committee chairman, led a discus- 
sion on driver education and other 
matters of interest to the commit- 
tee pertaining to traffic safety and 
means of bringing about improve- 
ments in that field, 

Highlights of the meeting includ- 
ed a discussion of the governor’s 
13-point highway safety program 
and the Traffic Safety Council's 20- 
point legislative program. 

The 13-point highway pro- 
gram was outlined by O. D, Ship- 
ley, Harrisburg, Pennsylvania 
traffic safety commissioner, and 
Maj. John D, Kime, Harrisburg, 
Pennsylvania State Police. 

The 20-point legislative program, 
approved recently by the Gover- 
nor’s Traffic Safety Council, was re- 
viewed by Parkinson. 

George C. Lowe, Philadelphia, as- 
sistant public relations director, At- 
lantic Refining Co., was the princi- 
pal speaker at the luncheon, Other 
speakers were George N. Wade, 
Harrisburg, chairman, Senate High- 
ways Committee of the Pennsyl- 
vania General Assembly, and Col. 
Frank G, McCartney, Harrisburg, 
commissioner, Pennsylvania State 
Police. 

Others attending the meeting 





* * * 


as guests of PAA included: 

Joseph Andrews, executive dep-| 
uty, Pennsylvania Secretary of 
Revenue; John J. Simonetta, direc- 
tor, Bureau of Traffic Safety, Penn- 
sylvania Department of Revenue; 
Harold P. Pierce, inspection unit 
chief, Pennsylvania Department of 
Revenue; Asa G. Wiley, president, 
Pennsylvania Assn. for Safety Ed- 
ucation; Clark McClelland, safety 
director, Pennsylvania Motor Fed- 
eration; Russell Hironimus, safety 
director, Pennsylvania Motor Truck 
Assn.; Mark H. Bauer, Detroit, Au- 
tomobile Manufacturers Assn., and 
Frank P. Lowrey, Washington, 
Auto Industries Highway Safety 
Committee, 








buying gas, oil, 





Wemhoff 


highway manners” .. . 








On the House... 


In response to an item here recently, several 
dealers point out the opportunity to build goodwill 
through lending of driver-training cars to schools, 
while at the same time increasing a dealer’s profit 
potential. One dealer notes that the factories par- 
ticipate to the tune of $125 per car; that the dealer 
can get the federal excise tax refund; that many 
school boards pay as much as $35 per month for 
maintenance service on each car, 


Louisiana association points out that many young- 
sters do not have any car available to them for 
driver training, and “we know of no better means 
to make the next generation receptive to car ownership and good 


Some dealers say they can’t stop discounting parts and glass to 
insurance companies “because we’ve always done it,” but Dealer 
Harold Draper reports that he knows of no Michigan dealers, out- 
side Detroit, who give discounts to insurance firms .. . Jim Quilligan 
has resigned as Canton (O.) police chief to become executive secre- 
tary of Stark County (O.) dealer group... 

Oklahoma association is urging its members to notify it if they sus- 
pect union activity in their dealerships . . 
as Milwaukee Ford dealer after 28 years .. . Davidson Motor (Chevro- 
let), Lexington, N. C., is celebrating its 40th birthday. 


tion said, often “can mean the dif- 
ference between profit and loss on 
dealer operations for the year.” 

Concluded the resolution: “There- 
fore, be it resolved that manufac- 
turers take cognizance of this fact 
and provide substantial warehouse 
stock that dealers could draw from, 
resulting in a lesser load for deal- 
ers to carry, and include 30-day bill- 
ing.” 

After recalling that there has 
been “a definite trend on the part 
of automobile manufacturers to re- 
quire the dealer to accept a lesser 
discount on such compacts as com- 
pared with their established lines,” 
the New York dealers resolved: 

“That the board of directors of 
the New York State Automobile 
Dealers, Inc., unanimously peti- 
tion all automobile manufacturers 
to grant their respective dealers 
this same historic discount on 
such compact cars.” 

On closer factory contact, the 
New York dealers’ resolution read: 

Whereas it has been the experi- 
ence of certain divisional dealer 
councils that certain important 
matters that are brought up at the 
divisional level are referred to as 
“corporate matters,” 

And whereas there is no provis- 
ion for democratically elected deal- 
er representatives to discuss such 
matters with top policy-making 
corporation executives, 

Now therefore be it resolved 
that a deputation from the divi- 
sional councils of the various di- 
visions of the respective corpora- 
tions shall be designated ag that 
division’s representative, to con- 
tact and discuss such matters 
with the policy-making top offi- 
cials of the respective corpora- 
tions. 

The dealer resolution on unethi- 
cal advertising noted that “unethi- 
cal, unreasonable and deceptive ad- 
vertising . . . on the part of the 
few reflects to the detriment of the 
many” and that “such advertising 
only serves to confuse the public 
and undermine their confidence in 
the legitimate dealer.” 

It urged manufacturers to take 
“the necessary steps to discontinue 
this detrimental practice.” 


Maine Dealer Unit 
Is Headed by Lee 


LEWISTON, Me.— Shepard Lee, 
Lewiston, has been elected presi- 
dent of the Lewiston-Auburn Auto 
Dealers Assn. 

Lee is general manager of Ad- 
vance Auto Sales, Inc, (DeSoto- 
Plymouth), Auburn, He has been 
in the automobile business 14 years. 

Lee also is serving as campaign 
chairman for Rep, Frank M, Coffin, 
Democratic candidate for the gov- 
ernorship of Maine. 












in addition to 
lubrication, antifreeze, etc. The 














. Al Schallock is quitting 







—Petre Wemuorr, Editor, 
Automotive News 












4 


Dealers Si 


AUTOMOTIVE NEWS, OCTOBER 17, 1960 


t Upturn in ‘Buyers Choice’ Market... 


61s Eyed as Stockpile Cutter 


take 40 percent of the 1961 market,; Commercial Credit field manager. 


(Continued from Page 1) 
day) the factory boosts the rebate 
to over $1007” 
Recession-mongering was 

blamed by some rural dealers for 
a lag in September sales, while 
metropolitan merchants were 
putting their finger on election 
caution. A number of dealers 
commented that hold-the-line pol- 
icy which prevailed on pricing 
of ’61 models reflected a wise fac- 
tory approach to the state of the 
car market and to the hints of a 
general business downturn in the 
foreseeable future. 

Few dealers voiced fear of dam- 
aging inroads from the growth of 
competition in the popular price 
classes. An Oldsmobile-Cadillac 
dealer in Colorado reported that or- 
ders for big series were exceeding 
those for the F-85. He forecast that 
sales of standard-size cars would 
continue to outstrip compacts. 

“Compacts will sell satisfactorily, 
but they won’t overpower standard- 
size cars,” said a Philadelphia 
Buick dealer. 


* . 
PONTIAC dealer in Montana 
guessed that compacts would 


NADA Committee 
To Urge 4-Way 
Sales Training 


DETROIT.—Four areas of action 
in the program to elevate the sta- 
ture of auto salesmen will be rec- 
ommended to the National Auto- 
mobile Dealers Assn. directors, 
Automotive News learned last week. 

The four areas are: 

1. Selection and employment. 

2. Education and sales training. 

3. Compensation. 

4. Leadership. 

Recommendations will be made 
to the NADA board, which meets 
here today and tomorrow (Oct. 
17-18) by the Special Study Com- 
mittee ordered by NADA President 
Birkett Williams. 

J. Saxton Lloyd, Daytona Beach, 
Fla., who spurred NADA action on 
the sales-training program and who 
is a member of the committee, told 
Automotive News that the commit- 
tee would recommend a program 
“which will definitely result in ele- 
vating the standards of automobile 
salesmen by dealing with the prob- 
lems effectively” in the four areas 
listed. 

Said Lloyd: “One inherent weak- 
ness we have found in all sales- 
training programs previously em- 
ployed by the industry has been the 
inability to provide necessary train- 
ing in the home community area, 
the infrequency of training courses 
offered and the length of time de- 
voted to them. 

“All of these problems will be 
overcome if the board will adopt 
the program which we will recom- 
mend.” 

Lloyd said the recommendations 
are the product of a committee 
meeting held Aug. 10-11 in Wash- 
ington and of subsequent work. 


Auto Folks Meet in Italy— 


with his Tempest trailing only Fal- 
con and Comet in the sales race. 

A report that financing sources 
were beginning to cut off floor- 
planning on some metropolitan 
dealers was denied by lenders, who 
could plug up the pipeline at any 
time should they lose confidence in 
the marketability of new cars. 


“We're testing this situation 
along with everyone else,” said a 


New Directors 
Of Florida Assn. 


To Meet on Cruise 


ORLANDO, Fla. — The Florida 
Automobile Dealers Assn. has 
elected new directors to serve until 
October, 1961. They will meet for 
the first time Oct. 29 on the S. S. 
Hanseatic en route to the Carib- 
bean during the FADA’s annual 
convention. 

New directors are: 

R. L. Dempsey, Dempsey Chevro- 
let Co., Tampa; R. J. O’Brien, R. J. 
O’Brien Co., St. Petersburg; T. 
Glenn Booth, Gustafson Motor Co., 
Green Cove Springs; Donald E. 
Davidson, Lynch-Davidson Motors, 
Inc., Jacksonville; John C. Deihl, 
Burwell Motor Co., Jacksonville. 

Gordon Thompson, Gordon 
Thompson Chevrolet, Inc., Jackson- 
ville; Fred O. Drake jr., Capital 
Plymouth, Inc., Tallahassee; C. C. 
Harrison jr., Harrison Chevrolet Co., 
Marianna; Marion G. Nelson, Nel- 
son Buick Co., Panama City; Frank 
8S. Edelen, Frank Edelen Buick Co., 
Miami. 

P. J. Schaefer, Gables Lincoln- 
Mercury, Inc., Coral Gables; Charles 
B. Tutan, Tutan Motors, Inc., Mi- 
ami; Herbert L. Butler, Butler 
Chevrolet Co., Inc., Leesburg; Dean 
Martin, Volusia County Motors, 
Daytona Beach; Wilson P. Turnip- 
seed, Turnipseed Motor Co., Ocala; 
Sam O. Smith, Blank & Smith, West 
Palm Beach; F. Earl Wallace jr., 
Earl Wallace Ford, Inc., Delray 
Beach; George B. Childs, Childs- 
Daniels Co., Winter Haven; Edward 
G. Cooke, Cooke Motor Co., Sara- 
sota; M. P. Tomlinson, M. P. Tom- 
linson Co., Lakeland. 

J. T. Brasington, B & G Motor 
Co., Inc., Gainesville; Waid Philips, 
Philips Bros., Inc., Palatka; C. H. 
Ratliff, Ratliff Motor Co., Live Oak. 

Honorary directors are W. Theo 
Proctor, Proctor & Proctor, Inc., 
Tallahassee; J. Saxton Lloyd, Day- 
tona Motor Co., Daytona Beach; 
William Catlin, Jacksonville, and 
Newman C. Brackin, Crestview. 

Director at large is William H. 
Terry sr., Bill Terry’s, Inc., Jack- 
sonville, NADA director. 


Give This Grave Thought 


LEWISTON, Me.—A local news- 
paper’s classified advertising col- 
umn offered this bargain: “The car 
you've been dying to buy—1947 
Pontiac hearse, owned by little old 
lady, Has good body.” 





At a restaurant in Florence, italy, are (left to right) Mrs. George Slocum, chairman 
of the board of Automotive News; Brouwer D. Mcintyre, president, Monroe Auto Equip- 
ment, and Mrs. Charles Winningham, widow of the late auto advertising executive. | eee 


“Just because there are 400,000 
unused ’60s to sell against 400,000 
new ’6ls is no reason to run for 
cover. We’ve never had this over- 
supply of new cars at introduc- 
tion time before, and maybe the 
market has suffered as a result.” 

The factories, too, were playing 
the market by ear, ready to switch 
their mixes or de-schedule cold 
models at the drop of a 10-day 
report. 

Chevrolet already has joined com- 
petition, it was learned, in shaving 
its fourth-quarter schedule for 
standard models. Chrysler Corp., 
Ford Division and Rambler earlier 
had retrenched slightly on larger- 
series planning because of high 
carryovers and rising hopes for 
sales of ‘61 compacts (in American 
Motors’ case, its new American 
series). 


* * + 
HRYSLER CORP. trimmed 
schedules after going allout to 
give its dealers near-record inven- 
tories of '61 models, The company 
has suffered the past several years 
because production snags crippled 
dealers inventory-wise when debut 
momentum was at its peak. 
New-car exports from the 
United States, meantime, plum- 
meted to normal end-of-model 
levels in August, according to the 
Automobile Manufacturers Assn. 
Only 3,339 new cars went abroad, 
including 557 to Canada. This was 
64 units more than exports claimed 
in August, 1959, but nearly half of 
the 6,568 new cars sent to foreign 
markets in July. 
* a 





New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 


Dealers 
Cars Cars In Total 
In Transit Potential 
Period Field to Inventory 
Ending Dealers Stocks 
dan, 1, '50.... 261,754 188,500 440,254 
July 1, ’50.... 311,084 167,500 478,584 
Oct, 1, ’50.... 208,367 157,800 366,167 
dan, 1, ’51... 888 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 545,041 
duly 1, ’51.... 357,606 90,700 448,306 
Oct, 1, ’51.... 250,762 500 330,262 
dan, 1, ’52.. 968 31,000 i. 
April 1, ’52.... 213,391 83,000 296,391 
duly 1, ’62.... 193,462 »500 277,962 
Oct. 1, ’52.. 556 89,000 322,556 
Jan. 1, ’53.... 201,671 83,300 374,971 
April 1, ’53.... 445,882 »300 oll 
duly 1, °53.... 479,698 82,800 562,498 
Oct. 1, °53.... 519,037 60,900 579,937 
dan. 1, '64.... 428,125 36,600 464,725 
April 1, ’54.... 541,911 64,000 605,911 
duly 1, '64.... 445,665 62,500 508,165 
Oct, 1, ’54.... 267,469 29,000 296,469 
Jan, 1, ’565... 881 68,500 362,381 
April 1, ’55.... 544,038 +500 643,538 
duly 1, '55.... 736,591 77,000 813,591 
Oct, 1, ’55.... 489,475 48,900 538,375 
Nov. 1, °65.... 481,735 87,600 569,335 
Dec, 1, ’55.... 645,707 77,400 723,107 
dan, 1, '56.... 755,177 53,300 477 
Feb. 1, '56.... 801,499 68,900 870,399 
. 1,°56.... 840,089 63,700 903,789 
April 1, '56.... 827,977 68,100 398,669 
May 1, ’56.... 846,285 300 902,585 
June 1, ’56.... 746,012 52,890 798,902 
duly 1, '56.... 613,451 568 679,596 
Aug. 1, ’56.... 551, 53,026 588,172 
Sept. 1, °56.... 456,013 48,382 504,395 
Oct, 1, '56.... 288,103 25,900 314,003 
Nov, 1, °56.... 212,967 65,008 277,975 
Deo, 1, 56.... 318,587 79,656 398,243 
dan, 1, ’57.. 1,850 50,168 512,018 
Feb, 1, '57.... 561,934 68,100 630,034 
1, *57.. 4,608 733,008 
April 1, °57.... 682,790 63,125 745,915 
se J 
63,420 
63,090 
59,300 
45,052 
25,085 
300 
71,800 
55,000 
54,100 
44,000 
45,900 
500 
36,500 
45,000 
000 
7,700 
21,500 
45,100 
73,200 
67,000 
58,200 
63,600 
66,620 
000 
63,300 
64,000 
48,000 
15,000 
52,500 
51,000 
20,000 , 
56,000 566,467 
85,200 772,353 
77,000 939,334 
72,000 1,006,427 
7800 1,009,694 
71,000 1,024,000 
44,000 1,038,967 
38,200 1,018,334 
Sept. heed 28,500 *881,481 
Oct. 1, 60... 782,280 71,000 853,280 


dealerships, those dealers 


t Field stocks include cars actually at 
warehoused by 
and factories, and demonstrators. 
* Revised. 





Tauaus Unveils '61 Models— 


At a three-day festival in Cologne last week, Ford of Germany's 1961 Taunus line 
was unveiled. It includes two- and four-door sedans and the ‘Turnier"’ station wagon. 
New models feature clean flowing lines and are lower than the ‘60s. Ford is going 
all-out to capture a larger share of the market. However, at the Lincoln-Mercury 
preview, Ben D. Mills, general manager, said L-M does “not now have plans to 
import the ‘61 Taunus." The division had imported the cars since 1958. 


Dealers Cautious in Cleanup... 


Used-Car Stocks at Low 





(Continued from Page 1) 


ditional lines of compact cars—will 
affect the used-car market. 

Most are playing it safe to see 
what develops, although they are 
pretty sure that it won’t be any- 
thing beneficial. 

+ - * 

7. ova prices on used cars are 

almost bound to develop, they 
say, because of the price of the 
new compacts themselves and be- 
cause the lower dealer-discount 
structure on the compacts tend to 
cut down overallowances on trade; 
ins. 
Some dealers believe that new 
compact cars will depress used- 
car volume, too, 

As they grope their way into the 
’61 market, dealers have been ac- 
cepting tradeing mostly at book 
value, less reconditioning. 

One dealer said he wouldn’t go 
more than $100 above book on the 
cleanest creampuff in the world 
until he’d had a chance to get the 
“feel” of the ’61 market. 

ca 


T= reduction in average stocks 
on Oct. 1 came about despite the 
fact that fewer dealers had their 
stocks pared down to a 15-day sup- 
ply. Depressing the average was an 


968 | extraordinarily small number of 


dealers whose stocks still ranged 
above 30 days. 

The great majority of dealers— 
reported stocks in the workable 
range of 16 to 30 days. Of re- 


Import Show Set 


In San Francisco 


SAN FRANCISCO. — More than 
100 models will be displayed at the 
third annual Northern California 
Imported Car Show here Nov. 22-27. 

Highlights of the show will in- 
clude a concours d’elegance, a dis- 
play of big-name racing Cars, 
nightly rallies, special motion pic- 
tures, fashion shows, photo contests, 
24-hour economy run and driving 
tests. 

A new car will be given away 
during the show. 





Plastics at Auto Show— 
This “plastic car" is the Society of the 


porting dealers, 81.8 percent put 
themselves in this category, Not 
since December, 1958, had tlie 
percentage been so large. 

The Oct. 1 ratio compared with 
58.8 percent a month earlier and 
78.5 percent a year earlier, 


Only 9.1 percent said their in- 
ventories were good for 15 days or 
less, compared with 23.5 percent a 
month earlier and 7.1 percent a 
year earlier. 

Dealers with stocks over the 
30-day level amounted to 18.2 per- 
cent, compared with 41.2 percent a 
month earlier and 21.5 percent on 
Oct. 1 a year ago. 

Range of stocks reported wag 15 
to 45 days. It had been eight to 60 
days on Sept. 1 and 10 to 60 days on 
Oct. 1, 1959. 


New Safety Net 
Drops to Protect 
Front-Seat Riders 


LONDON, England. — After ex- 
plosive ejector seats for air pilots 
comes an explosive safety net for 
auto drivers. The device, intended 
to save them from serious injury 
in highway accidents, is the inven- 
tion of an Austrian, Anton Praha, 
of Linz, 


It consists of a protective screen 
thrown automatically in front of 
the driving and front passenger 
seats if a collision occurs or if the 
auto is braked violently while trav- 
elling at high speed. 


Made of resilient plastic straps 
arranged in a criss-cross fashion, 
with flexible metal cross-pieces at 
top and bottom, it is installed in- 
side the driving compartment of the 
auto. It is mounted in the roof lin- 
ing, where it is retracted when not 
in use. The bottom cross-piece has 
rollers that engage in grooved 
guide rails close to the front door 
pillars. 


When needed, the screen shoots 
down so that driver and front seat 
passengers, if hurled forward, hit 
the resilient straps and not the 
windshield. The screen does not im- 
pair the visibility nor reduce the 
freedom of movement of the occu- 
pants. 

Cartridges at the top of the guide 
detonate automatically by means of 
a small unit under the hood con- 
sisting of a flexible arm fitted in- 
side a tubular container. When the 
auto is arrested through a collision 
or sharp braking, the arm is thrown 
to one side so that it closes the elec- 
trical circuit that fires the car- 
tridges. It can be adjusted to secure 
the correct actuation; ordinary 
shocks on bumpy highways during 
normal travel cannot affect it. 

Experiments made with this de- 
vice have shown that the protective 
screen can be shot down in 20 milli- 
seconds—which is quick enough to 
save the driver and passenger from 
being thrown against the wind- 


Plastics Industry, Inc.'s entry in the “Auto shield in a crash. 


Wonderland" display at the National 
Auto Show in Detroit. The exhibit features 
most of the more than 300 components 
made of plastic materials that appear in 
the 1961 vehicles. Aside from a welded 
wire skeleton, the display piece utilizes 
only plastic parts to achieve the nearly 
complete look of an automobile. 


The inventor has elaborated his 
device by incorporating an auto- 
matic means of locking the doors 
simultaneously with the extension 
of the plastic screen to guard 
against the auto’s occupants being 
thrown out should the doors be 
wrenched open. 
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The October 19 U. S. Steel Hour is all about cars. 
Entitled ‘‘Step on the Gas,’’ this show will star Jackie 
Cooper, with Hans Conreid, Pat Carroll, Shari Lewis 
and special guest star Shirley Jones. This special pro- 
gram tells, in a series of bright comedy sketches and 
tuneful production numbers, the trials and triumphs 
of the American motorist. A popular cast and lavish 
production should make ‘‘Step on the Gas’’ one of the 
season’s TV highlights. 
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SEE TWO COMMERCIALS 
DESIGNED TO HELP YOU 
SELL MORE CARS 


And the commercials will be all about cars—and how steel makes them 
better. One commercial will preview the 1961 models—and show that 
“all the new cars are strong on steel... . and driving is even better than 
just looking.’’ This commercial will be seen by a huge audience at the best 
possible time—right in the middle of all the interest in new cars gener- 
ated by the publicity surrounding the National Automobile Show. 


The second commercial uses animated cartoons to tell your prospects how 
steel makes the new cars a better buy than ever before. These two commer- 
cials, on a top-rated show in primetime, will reach an audience of 30 million 
people. Many of them will be your customers. Be sure to see the show and 
the commercials because they are being presented for just one purpose— 
to help you sell more cars. The date again—October 19, on the U. S. Steel 
Hour. Check your newspaper for channel and time. 


(iss) United States Steel 


TRADEMARK 
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Volvo Back in Top Ten... 
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Import Volume Dips, 
But Share Rises 


(Continued from Page 1) 


flight.” The three best sellers de- 
clined from the previous month, but 
Simca, Triumph and Fiat—Nos. 4, 
5 and 6, respectively—hiked sales 
volume. 

Only other make in the Top 
Ten to improve volume during 
the month wag Volvo, which did 
well enough to move back into 
the select circle, ousting Mer- 


Smaller Hillman 
Two Years Away 
From U. S. Market 


By Ed Brown 
Staff Correspondent 


NEW YORK.—The new smaller 
Hillman, recently announced, is still 
about two years away, according to 
Brian Rootes, director of Rootes 
Worldwide Sales & Service. 

“We have prototypes of the 
new model testing on the roads 
right now,” Rootes said, “and we 
know that it will have a definite 
place in the American market.” 

Beyond saying that the new car 
is smaller, but not as smal] as the 
British Motor Corp. 850 sedan, 
Rootes declined to comment on ex- 
actly where it will fit into the im- 
port market. 

The impression was gained, how- 
ever, that the new vehicle will fall 
into a price class somewhere be- 
tween the Renault 4-CV and the 
Volkswagen and Dauphine. 

In spite of the decline of the 
American market for imports in 
recent months, Rootes also said that 
his company in the next two years 
would underwrite a total investment 
in new plant and facilities of over 
$100 million. 

Confidence in the future of the 
automotive market as a whole is 
the underlying reason, he said. 

e are in a declining market 
in this country right now,” Rootes 
explained. “We are actually going 
through a period of readjustment 
which could no longer be avoided. 
But you know, the automobile 
business always has had its ups 
and downs and always will. This 
is one of the downs.” 2 

Rootes went on to forecast that 
the larger manufacturers overseas 
who maintain their dealers in this 
eountry with full service facilities 
would be the survivors as the shake- 
out ends. 

Faced with a sharp drop in Hill- 
man registrations during 1960, 
Rootes upped production of Sun- 
beam and automatic-transmission 
Hillmans. 

Both Rootes and John Panks, 
managing director of Rootes Mo- 
tors, Inc., here in the United States, 
predicted that this increase, which 
began to be felt in shipments here 
in September, would more than 
likely overcome this sales decline 
by the end of the year. 

Panks said American dealers have 
been ordering about 60 percent auto- 
matics, and it has been impossible 
up to this time to satisfy that de- 
mand. Now, with increased produc- 
tion, it is hoped to fill part of the 
demand. 

Rootes explained that the world 

(Continued on Page 55, Col. 3) 


cedes-Benz from the Top Ten in 
the process. 

Biggest gain in volume during 
the month was scored by Simca, al- 
though much of its increase was 
attributed to a special cut-price 
sale for employes which netted 444 
sales in the Detroit area alone. 

August was the best month 
chalked up by Simca since last 
December. 

Biggest setback during the month 
was taken by Renault, which saw 
its volume cut 16.5 percent from the 
previous month to pull its total 
down to a 19-month low of 5,016. 

* a * 


7 Top Ten makes saw their 
domination of the import mar- 
ket reduced slightly during the 
month, as they accounted for 73.2 
percent of all import sales. This 
compares with their 74.2-percent 
share the previous month and was 
the lowest penetration recorded 
since May. 

Losses in volume for the top 
three sellers were considered re- 
sponsible for the improved show- 
ing of the also-rans, rather than 
any demonstrable sales strength 
on the part of the latter. 

Volkswagen, Renault and Opel, in 
that order, continued to fill the top 
three spots during the month, Sim- 
ca’s sharp gain enabled it to leap- 
frog to the No, 4 spot from the 10th 
place it held a month earlier. Simca 
has not ranked so highly in import 
sales since March, 1959. 

Triumph continued fifth and Fiat 
moved up to sixth from seventh. 

oa cl * 

NGLISH FORD, which had been 

a strong No, 4 a month earlier, 
plummeted to No. 7 spot, and 
Austin-Healey fell from sixth to 
eighth. Not since January, 1957, had 
English Ford been ranked so far 
down on the list of imports. 

As noted above, Volvo returned 
to the Top Ten during the month 
to snare ninth place, pushing out 
Mercedes, and MG dropped from 
eighth to tenth. 

With 356,827 imports registered 
in the first eight months, the total 
for the full year should fall in the 
neighborhood of 515,000 units. In 
oa” the full-year total topped 609,- 

00. 


* * * 





August Score 
For Imports 


New imported-car registrations 








Sales Records for Imported Cars 


13 Months 

Pet. Gain 

in Pene- 

tration 
Pet.of Over Pre- 

Units ustry vious Month 

Aug. ’59.. 56,640 10.61 6.31 
Sept. 53,787 11.76 11.36 
Oct. ....... 51,923 9.73 —17.26 
Noy, ....... 47,430 11.11 14.18 
Dee, ...... 54,609 2.71 14.40 
dan. ’60.. 40,420 9.40 — 26.04 
Feb. ...... 42,704 8.64 —8.09 
March .. 50,310 8.43 —2.43 
April .... 48,283 146 —I1151 
May ....... 45,623 7.05 —5.50 
June 1.27 3.12 
duly ...... 43,537 1.97 9.63 
Aug. ...... 42,577 8.10 1.63 


for August: 

1960 1959 
Pos. Make Pos. 
1—12,022 Volkswagen 9,520— 1 
2—— 5,016 Renault 9,011— 2 
3— 2,239 Opel 3,712— 4 
4— 2,033 Simca 3,577— 6 
5— 1,961 Triumph 2,326— 8 
6— 1,889 Fiat 3,822— 3 
7— 1,836 English Ford 3,608— 5 
8— 1,602 Austin Healey ° 
9— 1,347 Volvo s 
10— 1,198 MG 1,826—10 
* Hillman 2,111i— 7 
* Vauxhall 2,247— 9 
11,434 All Others 14,274 
Total All Makes 
42,577 56,640 

*—Not in Top Ten. 

13 Years 
Pet. Gain 
in Pene- 
tration 
Pct. of Over Pre- 
Units Industry vious Year 
BOGS cies 16,133 46 1433.33 
1949 ....... 12,251 25 — 45.65 
1950 ...... 16,336 26 4.00 
1951 ....... 20,828 Al 57.69 
Se susie 29,299 -70 70.73 
19653 ...... 28,961 50 —28.57 
1954 ...... 32,403 59 18.00 
1955 ...... 58,465 82 38.98 
1956 ...... 98,187 1.65 101.22 
BE sense 206,827 3.46 109.70 
1958 ...... 378,517 8.13 134.97 
1959 ...... 609,539 10.11 24.35 
1960 to 

Date ...... 356,827 7.96 —21.27 


© 1960, Automotive News 








Saab Unveils Newcomers— 
The 1961 Saab line features its new five-passenger sports sedan and marks its 


entry into the station-wagon field with a seven-passenger unit which can 


sleep two 


persons. The vehicles have been introduced in United States showrooms. 


Standard-Triumph Buys 
Two Distributorships 


By William Carroll 
West Coast Editor 

LOS ANGELES.—Announcement 
of Triumph’s purchase of Cal Sales, 
Inc. was made by Alan F. Bethell, 
president of Standard-Triumph 
Motor Co., Inc., New York, to 
Automotive News in an exclusive 
interview. 

“We have purchased cars, parts 
and certain assets of Cal Sales, 
Inc., as of the close of business 
Oct. 3. This distributorship is now 
the Standard Triumph Motor Co., 
Inc., Western zone.” 

Standard-Triumph earlier 
bought out Southeast Triumph 
Sales, 

The Western operation, which 
services some 150 dealers in Ari- 
zona, California, Colorado, Idaho, 
Montana, Nevada, Oregon, Utah, 
Washington and Wyoming, will be 
managed by Cornelius (Connie) 
Yeras, former Western regional 
manager for Standard-Triumph. 
Zone service manager is Joe Smith. 
A zone sales manager is to be ap- 
pointed in the near future, 

For approximately $3 million, 
Standard-Triumph bought five 
corporations operated by Dorothy 
Deen, They were Cal Sales, Inc. 

(car distribution in the South- 
western United States); Cal Spe- 
cialties, Inc. (spare parts); Cal 
Service, Inc. (service operation of 
Cal Sales); Cal Sales Oregon, 
Inc, (Oregon distribution), and 
Cal Sales Washington, Inc. 
(Washington distribution). 

It is reported that transfer of 
the property came about when 
Standard-Triumph learned that 
major stockholders of the Cal Sales 
group desired more time for other 
business interests, Negotiations 
began in late August. 

Standard-Triumph took over Cal 
Sales leases and some 45 operating 
personnel, Portland offices with 
Norman Carkeek ag regional man- 
ager will be responsible for Oregon, 
Washington and Montana and 
Idaho, An expansion of physical 
facilities is planned. The 100,000- 
square-foot Los Angeles facility, as 
Western zone headquarters, will 
handle balance of the former Cal 
Sales territory. Initial action will be 
offering new Standard-Triumph 
franchises to all Cal Sales dealers. 

“The best thing about operating 
our distributorship is that we'll be 
closer to the dealer,” says Alan 
Bethell. “Every penny we save by 
Operating our own distributorship 
will go into servicing the dealer 
and customer.” 

Bethell also said that addition- 
al road men will be employed. 
Every dealer is to be contacted 
twice monthly by a factory man. 
Service and parts reps will call 
once every six weeks, 

Standard-Triumph plans to pre- 
pare all cars to “retail standards” 
prior to delivery to the dealer. A 
small preparation fee will be charg- 
ed. “All our dealers will have to do 
is knock the dust off,” says Bethell. 

“We are aware,” said Bethell, 
“that one of our main problems is 
dealer money, A survey is under 
way right now to determine how 
we can best help our dealers with 
financing and improvement of 
floor-planning, One automatic ben- 
efit from establishment of this 
Western zone office will be im- 
provement in our relationship with 
banks and finance companies, Rob- 
ert Law, our new national sales 


manager, and Dave Allen, of our 
public relations staff, are cooperat- 
ing to acquaint financial groups 
with our plans and policies.” 

In discussing Standar d-Tri- 
umph’s Sept, 23 purchase of cars, 
parts and fixed assets of South- 
east Triumph Sales, Inc., Pensa- 
cola, Fla., Bethell said, “We pur- 

(Continued on Page 55, Col, 5) 


Renault Opens 
Kansas City HQ, 
Buys Out Jarrard 


KANSAS CITY, Kans.—Renault 
opened its new mid-America head- 
quarters here last week and dis- 
closed at the same time the acquisi- 
tion of another privately owned 
distributorship—J arrard Motors, 
Inc., Pensacola, Fla. 

Jarrard’s territory is being di- 
vided into three segments, North- 
west Florida, Alabama, Mississippi 
and Georgia will be covered from 
the Renault of America office here, 
which will serve 15 states. 

Two of Renault’s six remaining 
United States distributorships still 
in private hands will take over 
remaining Jarrard territory. Im- 
ported Motors of Florida, Fort 
Lauderdale, adds northeast Flori- 
da to the peninsula territory. Ken- 
tucky and Tennessee go to East- 
ern Auto Distributors, Norfolk, 
Va. 

No sale price was announced by 
Renault or Wendell Jarrard, owner 
of Jarrard Motors. A former presi- 
dent of the National Independent 
Automobile Dealers Assn., Jarrard 
previously sold a southeastern Tri- 
umph distributorship to the U. S. 
importer for that make. He also 
recently purchased a Plymouth- 
DeSoto-Valiant dealership in Pensa- 
cola. 

Other mainland distributorships 
still privately controlled, in addition 
to those in Fort Lauderdale and 
Norfolk, include two in Long Island 
City, N. Y., and single operations 
in Chicago and Dallas. Hawaii and 
Puerto Rico also are served by pri- 
vate distributors. 

Renault of America here amalga- 
mates territories from four former 
distributorships into a new mid- 
America office directly operated by 
Renault, Inc. The states within 
ROA’s bailiwick, in addition to 
Northwest Florida, are: Arkansas, 
Alabama, Mississippi, Georgia, 
Louisiana, Colorado, Kansas, Mis- 
souri, North Dakota, South Dakota, 
Minnesota, Iowa, Wisconsin, Ne- 
braska and Wyoming. 


Late Report... 








"61 Wagon, Sedan 


Unveiled by Saab 


‘7-Passenger Model 
Offers More Power 


NEW YORK.—tThe 1961 Saab 
station wagon and the five-passen- 
ger sports sedan have made their 
debuts in American showrooms. 

The wagon, which marks the 
Swedish firm’s éntry in that field, 
seats seven passengers and can 
be converted to a “bedroom for 
two,” according to Ralph Millet, 

president, Saab Motors, Inc., a 
Saab subsidiary. 

The wagon is 162 inches long, has 
two individual lounge seats in 
front with seven adjustments, 4 
bench seat for three in the center 
and a bench seat for two that faces 
the rear, Millet said. 

The wagon has a bigger and 
more powerful three-cylinder en- 
gine than that of the Saab 93F 
LL 


(Other Photos on Page 53) 


family sports sedan, from which 
the wagon was developed. 

“The horsepower was boosted 
from 38 to 42 and was achieved 
by increasing the cylinder dis- 
placement from 748 to 841 cubic 
centimeters,” he said. “But gas 
consumption has not been reduc- 
ed; it still will deliver from 30 
to 40 miles per gallon at highway 

” 


s 

The interior, which is 31% inches 
high, can accommodate 950 pounds 
of cargo or used as a sleeping area 
for two adults, Millet added. The 
steel cargo floor is 63 inches long 
and 37% inches wide between the 
wheel housings, 

It has a counter-balanced rear 
door that opens outward and up- 
ward, large windows, slender pillar 
posts, directional signals and out- 
side mirror, 

Millet said the wagon’s East 
Coast port-of-entry price is $2,265 
for the model with three forward 
speeds, and $2,395 for the four- 
speed model. 

The engine in the sports sedan 
is the same as that in the wagon, 
he continued, “and since the 
weight of the car has been upped 
only one percent, acceleration 
and hill-climbing characteristics 
are considerably bettered.” 

The East Coast p.o.e. price of the 
sports sedan is $1,895, he added, the 
same price charged since the intro- 
duction of the Saab in the United 
States in 1956, 





Paris Comes to Kansas— 


Standing on French soil flown in from 
Paris for opening of Renault of America, 
Inc., Maurice Bosquet, president of the 
firm and of the parent company, Renault, 
Inc., wields big scissors during ribbon- 
cutting ceremonies at Kansas City, Kans. 
Holding gold ribbon are B. W. Unge, left, 
who is French consul and a banking official 
in Kansas City, and Donald V. Steele, an 
executive of the chamber of commerce of 
Kansas City, Mo. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 


last week rose $3 to total $868, 


according to Automotive News’ 


index. It was the first time in a month that the index had turned 
upward. 


Increases among individual models amounted to $1 on ’57s, $15 
on ’54s, $19 on ’55s, $21 on ’59s and $22 on ’60s, 

Losses were recorded at $7 on ’58s, $18 on ’56s and $26 on ’53s. In 
each case, the adjusted figure represented a new low for that 
model. 


At a group of representative auctions last week, the sales ratio 
was 64.8 percent, compared with 64.0 percent the previous week. 
It was the highest ratio recorded in three weeks, 

Auction reports begin on Page 39. 
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One of a series of statements to U. S. 











IMPORTED CAR DEALERS by members of the British Automobile Manufacturers Association 


R.A.B. Learoyd, 


President of B.A.M.A. and Senior U.S. Executive 
for The British Motor Corporation Ltd., makers 
of Austin, Austin Healey, MG and Morris says: 


“British auto makers have the largest 


foreign investment in the U.S. market 
and intend to keep it that way...” 


American dealers selling imported cars—or planning to do 
so—may rest assured that the manufacturers of British 
cars intend to maintain and increase their multimillion 
dollar capital investment in the United States. This will 
be done through constant product improvement, continued 
strengthening of sales, service and parts facilities, and 
through aggressive sales promotion. 


This assurance is jointly made by the British automobile 


1. Capital Investment —British auto makers have the largest 
investment in plant, research and distribution facilities in the U.K. 
and in America and will continue to maintain this leadership. 


2. Quality Products — Built to a standard, not to a price, 
British cars offer dealers and their customers true dollar value. 
Their quality craftsmanship and technical advancements have 
made them market leaders. 


3. Market Stability—tne steady, healthy growth of British 
car sales in America has been based on the soundest foundations 
... solid financing of superior products. 


4, Service Facilities—sritish manufacturers consistently 
conduct training courses, supervised by factory experts from 
England, for distributor and dealer mechanics. 


5. P r oduct Diver sification—a vehicle for every need... 
every taste . . . every budget. British makers provide the widest 


Why U.S. dealers can rely on the stability and growth of the British imported car business 





manufacturers who market in this country and is dedi- 
cated to stimulating the steady growth and prosperity of 
our United States distributors and dealers. 

In short, the makers of British imports intend to hold 
the leadership they were first to establish and which they 
have maintained since British cars opened the import 
market in the United States. All our plans are geared for 
forward speeds. 





range of dependable economy, sports, compacts and luxury cars 
and commercial vehicles, 


6. Advertising Support—he British automotive industry 
invests more than any foreign group in advertising and sales pro- 
motion in support of U.S. dealers. 


7. Profit Factors—sritish cars are realistically priced, qual- 
ity produced and solidly backed to assure our dealers a strong 
position in a highly competitive season. 


8. Parts Availability—sritish makers and their distributors 
have parts warehouses strategically located from coast to coast. 
Additional warehouses are under construction. 


9. Design Continuity — British makers have traditionally 
been advocates of models in series, improving on tested basic 
designs rather than creating planned obsolescence. 






British imports give you business you can bank on 
B BRITISH AUTOMOBILE MANUFACTURERS ASSOCIATION, INC. 


680 Fifth Avenue, New York 19, N. Y. 
fo Austin + Austin Healey + Bentley + Daimler » Dunlop Tires « English Ford + Hillman « Humber + Jaguar + Lucas Electrical » M G + Morris + Rolls Royce + Rover + Singer * Smiths Accessories « Sunbeam + Triumph + Vauxhall 
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2,200 to Hear Eisenhower Tonight... 
Salesmen Busy at National Show 


(Continued from Page 1) 
tary Frederick H, Mueller, Michi- 
gan Gov. G. Mennen Williams and 
Detroit Mayor Louis C, Miriani, Al- 
fred P. Sloan jr., honorary General 
Motors chairman, accepted an in- 
vitation to attend. 

The UAW will have five repre- 
sentatives at the banquet—Walter 
P. Reuther, president; Emil Mazey, 
secretary-treasurer; Leonard Wood- 
cock and Norman Matthews, vice- 
presidents, and Ken Bannon, direc- 
tor of UAW’s Ford Department. 

AFL President George Meany 
and James R. Hoffa, Teamsters 
president, also were invited but 
said they had previous commit- 
ments. 

Organizations whose directors 
will attend include the National 
Automobile Dealers Assn., the Au- 
tomotive Safety Foundation and the 
Chicago District Federal Reserve 
Board. 

Another highlight this week 


Ford Dealers Get 
U.C. Price Tags 


Labels Will Also List 
Data for Each Unit 


DEARBORN.—A program de- 
signed to aid used-car buyers in 
the selection of an automobile was 
announced last week by Ford Divi- 
sion. 

The new program, developed 
for use by Ford dealers, utilizes a 
“fair price label” that provides 
prospective buyers with complete 
information on each used car. 

Walter J. Oben, Ford Division’s 
used-car manager, revealed details 
of the program during a session of 
the Division's National Teen-Age 
Press Conference here. 

Oben said the “fair price label” 
was developed as a part of the di- 
vision’s A-1 used-car program and 
he termed the label “another Ford 
‘first’ in the automobile industry.” 

The following information will be 
shown on the label: 

1. Year, make and body type. 

2. Model, motor and stock num- 
bers. 

3. Equipment and features, 

4. Reconditioning facts. 

5. Type of warranty and service 
department manager’s certification 
that car has passed rigid inspec- 
tion. 

6. Advertised delivered price 
when new, current guide book 
value and Ford dealer’s special 
price. 

Attending the teen-age press 
conference were 150 teen repre- 
sentatives of major newspapers 
and state press associations. 

The teen-agers also previewed a 
program in which Ford dealers 
throughout the United States will 
participate in a highway safety 
campaign directed at high school 
students. 

The program will be presented 
jointly by the Ford dealers organ- 
ization and Champion Spark Plug 
Co. It consists of safety talks be- 
fore high school audiences by vet- 
eran Indianapolis Speedway drivers 
and a color film that illustrates 
safety principles applied by the 
drivers before and during an ex- 
citing 500-mile race. 

Applicability of the Speedway 
safe-driving practices to the na- 
tion’s highways is stressed in the 
program. 

Working newsmen at the Ford 
preview were told that by 1975 
new truck registrations will reach 
an annual rate of two million 
trucks and the total U. S. truck 
population will approach 20 mil- 
lion vehicles—almost double its 
present size. 

Wilbur Chase, truck marketing 
manager for Ford Division, said 
that “by the end of this decade, 
trucks will be hauling more goods 
farther than all of the railroads in 
the nation combined.” 

Chase displayed a new line of 
diesel-powered Ford trucks for 
over-the-road hauling—the first 
diesel trucks to be offered in Ford 
Motor Co.'s 58-year history. 

The addition of the diesel pow- 
ered trucks and a line of compact 
Ford trucks announced last month, 
brings Ford’s truck line up to more 
than 619 models, he said. 


will be a joint luncheon Thurs- 

day (Oct. 20) for the Automotive 

Old Timers and a new automotive 

veterans’ group — the National 

Automobile Show Pioneers. It will 

be held at Cobo Hall. 

The new group is made up of 
showmen who participated in na- 
tional shows prior to 1926, Walter 
J. Bemb is president, and Charles 
L. Jacobson, Chrysler Corp. dealer- 
relations vice-president, is vice- 
president. Bemb has been attending 
national shows since 1904, when he 
was sent to New York’s Madison 
Square Garden to demonstrate the 
Cadillac car, Jacobson hag been a 
show regular since before World 
War L 

Harvey Campbell, executive vice- 
president of the Greater Detroit 
Board of Commerce, will be the 
luncheon speaker. 

* . 
| peony directors are meeting today 
and tomorrow (Oct, 18) at the 
Whittier Hotel, and the Engineer- 
ing Society of Detroit will have a 
dinner Wednesday (Oct. 19) at 
Cobo Hall. 

The 23rd annual meeting of the 
trustees of the Automotive Safety 
Foundation will take place at the 
Sheraton-Cadillac Hotel Tuesday 
(Oct. 18). 

National Defense Day will be ob- 
served Thursday at the show. 
Throughout the affair, there will 
be a number of exhibits of military 
vehicles and other products turned 
out by the auto industry and sup- 
pliers for the armed forces. 

More than 200,000 Detroit area 
students and teachers will be 
guests of the industry at the show, 
with the principal attraction being 
the educational Auto Wonderland 
exhibit, which tells what it takes 
to produce a car. 

The 32 winners in Ford Motor 
Co.’s 1960 Industrial Arts Award 
competition were guests of the com- 
pany at the show preview. They 
also joined more than 150 high 
school students attending the Ford 
Division National Teen-age Press 
Conference for a “Salute to Cham- 
pions” banquet. 

+ os ca 

TAGING the show in Detroit has 

been described as “an experi- 

ment” by Harry A. Williams, AMA 


Reynolds Airs 


Aluminum’s Role 


DETROIT. — When Reynolds 
Metals Co. brought the National 
Auto Show into the homes of many 
more millions of television view- 
ers, it also revealed an aluminum 
penetration of the auto industry un- 
equalled by any material in the last 
decade. 

Reynolds gave this view of alu- 
minum’s place in auto engines: 

Heading the list of advances in 
the '61 model season are the six 
aluminum engines of Buick, Olds- 
mobile, Pontiac, Rambler, Corvair 
and Chrysler. 

These engines call for an imme- 
diate minimum increase of at least 
50 million pounds of aluminum 
used by the auto industry, Reyn- 
olds said. This is a conservative fig- 
ure and recognizes the limited pro- 
duction of the Chrysler engine in 
its informal debut year. 





Clay Mockup— 


This is a full-scale clay model of a 
composite '61 model on which stylists are 
working daily in the Auto Wonderland ex- 
hibit at the National Automobile Show. 
Rising above the model is a “bridge,” a 
measuring device. 





managing director and show man- 


ager. All previous shows were held 
in New York City. 

He told Detroit’s Adcraft Club 
that people had told him that AMA 


finally had located the show in the 


proper city—Detroit. 

“We’re not sure about that,” 
he said, “It’s an experiment—and 
a costly experiment. 

“We who have been involved in 
the planning believe the show will 
be a success,” he added. “And I be- 
lieve that upon its success depends 
Detroit’s future as a trade show 
city.” 

* * + 

E AMA has taken an “inform- 

al option” on Cobo Hall for an- 

other show in October, 1961, but no 

decision will be made until results 

from the current show are in, ac- 

cording to Stephen Kish, Cobo Hall 
manager. 

“No specific dates have been 
named in thig general option, but 
if there is to be a 1961 show it like- 
ly will be held in the early part of 
October,” he said, 

* + * 


Chrysler to Play Host 


To Workers at Show 


DETROIT. —A total of 75,000 
Chrysler Corp. employes and their 
families will be guests of the com- 
pany at the 43rd National Automo- 
bile Show. Special family admission 
tickets have been distributed to all 
Detroit-area employes. 

Employes may attend any day 
during the show, but are encour- 
aged to visit on special group and 
division days scheduled by the com- 
pany, a spokesman said. Special 
arrangements also have been made 
to provide free admission tickets 
to employes visiting Detroit from 
out-of-town Chrysler plants, 

* * +. 


2 New England Shows 


Will Open Wednesday 


DETROIT.—Two New England 
auto shows will open five-day runs 
Wednesday (Oct. 19). The third 
annual Springfield Autorama will 
be held in Exposition Park, West 
Springfield, Mass., and Boston’s big- 
gest International Foreign and 
Sports Car Show will be staged in 
Commonwealth Armory. 

Cars from auto-producing coun- 
tries throughout the world will be 
exhibited in Boston. Films of the 
most famous auto races also will be 
shown, Officials expect an attend- 
ance of 100,000. 

The first auto show held in Troy, 
O., since 1955 was staged over the 
weekend in the parking lot of a 
downtown bank. 


Chrysler Probers 
Check Executives 
On Second Level 


The examination of Chrysler Corp. 
officials for possible conflicts of 
interest is continuing, according to 
Frank Bensel, the senior partner of 
the Chrysler law firm of Kelley, 
Drye, Newhall & Maginnes who is 
directing the probe. 

The investigators are checking 
second-line executives after the 
first phase of the probe cleared 36 
executives headed by L. L. Colbert, 
chairman and president. 


Bense] said no specific individual 
is now under suspicion. He would 
not say how far down the investi- 
gation would go. 

He noted that the Chrysler direc- 
tors who do not hold factory jobs 
had issued a statement which said 
the company “will continue to re- 
quire strict adherence on the part 
of all Chrysler personnel to the 
high standards of ethics and loy- 
alty which the corporation is deter- 
mined to maintain.” 

Bensel added, “We, as general 
counsel, are continuing our work 
toward that end.” 

Three Chrysler officials have been 
asked to resign since the investiga- 
tion started last spring—William C. 
Newberg, after nine weeks as com- 
pany president; Jack W. Minor, 
Plymouth-DeSoto-Valiant market- 
ing director, and a junior purchas- 
ing official. 















Final Stages Just Before Show Opened-— 


This was a view of part of the huge exhibit area in Detroit's new Cobo Hall as work- 
men set up displays for the 43rd National Automobile Show, which opened last Satur- 
day. In the left background is the “Wheels of Freedom" symbol, and to the right of 


it is the stage on which a Broadway-type musical is presented four times daily. 





Miniature Assembly Plant— 


One of the features of the auto makers’ display in Auto Wonderland, the educational 
exhibit at the National Auto Show, is this animated miniature assembly plant displayed 
by Ford Motor Co. All phases of the assembly operation are covered, with a recorded 


explanation of each. 





Corvair Reveals Its Underside— 

As this special Corvair revolves on a turntable at the National Auto Show, it rises 
hydraulically to expose the underside. At the same time a recorded voice explains 
features of the car. The display is one of the highlights of the Chevrolet exhibit. 





Used-Car Price Plunge 
Seen by Most Lessors 


CHICAGO.—A “material de- 
crease” in used-car prices when 
compacts enter that market is ex- 
pected by 87 percent of the mem- 
bers of the American Automotive 
Leasing Assn., according to an 
association survey. 

The results of the study, con- 
ducted by Kenneth Glaser, AALA 
honorary chairman and president 
of Lend Lease Transportation 
Co., Minneapolis, were revealed at 
the AALA’s pre-model-year show- 
ing. 

James O. Wright, Ford Division 
general manager who told of the 
firm’s plan to protect the resale 
value of Fords sold to lessors, said 
he expected compacts to take 25 
percent of the '61 market but of- 
fered little new information on the 
impact of the used compact on the 


resale values of standard cars in 
the 1961-63 period. 

The survey also revealed that 
compact cars have failed to make 
much of an inroad into the indus- 
trial leased fleet. 

Less than 1 percent of the fleets 
leased to industry are compacts, 
the figures disclosed. However, the 
survey showed there was a slight 
increase in the use of the “low- 
price three” cars and a 5 percent 
drop in the leasing of medium 
vehicles. 

The AALA’s 70 members have 
more than 150,000 cars on lease, 

representing a total value of 
about $400 million, the study re- 
vealed. 

An increase of 27 percent in fi- 
nance leasing over 1959 also was 
disclosed by the survey, and it 
showed that more AALA members 
are moving into this phase of the 
long-term leasing business. 
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NEW FROM 


ry, Announcing the New 19¢ 


New 6! First U.S. die-cast aluminum engine... New! First guaranteed 


Never before in a single year have Rambler dealers had 
sO many important improvements to offer in this most 
popular Rambler series. 

Even the name is new. We call it the Rambler Classic 
from the definition: “‘Classic—Any work that is regarded 
as a standard of excellence.” It has become the standard 
of excellence, for nine U.S. imitators. 

For the first time in a U.S. car, the Rambler Classic 6 
offers an engine block die-cast of aluminum* to near 
flawless perfection not possible before. Highest in quality, 
lighter by far—easier steering, better performance and 
economy. Only Rambler dealers sell it. 

The world’s first Ceramic-Armored muffler and tail- 
pipe are warranted against defect as long as the original 
buyer owns his Rambler. Only Rambler dealers sell it. 

All ’61 Ramblers are warranted to the original owner 
for 12 months or 12,000 miles, whichever occurs first. 

The world’s first Cushioned Acoustical ceiling of 
molded fiber-glass increases headroom, cuts road 
noise 30%. Only Rambler dealers sell it. 

And Rambler dealers sell the most-wanted safety and 
comfort options: Lock-O-Matic 4-door locks .. . j 
Airliner Reclining Seats . . . Adjustable Headrests... . 
Sectional Sofa front seats that glide back and forth 
individually . . . new, improved Weather Eye Heating 
and All-Season Air Conditioning. 

For information about profitable open points, write 
Director of Dealer Development, American Motors 
NEW! 5 DOORS standard on 3-seat station wagons, optional at low Corporation, Detroit 32, Michigan. 


extra cost on 2-seat station wagons. Easiest to step into, easiest to load. *Standard on Custom models, optional extra on other Classic models. 





STRONGEST GUARANTEE IN AUTO HISTORY! 
1. Muffler and tail-pipe are warranted against defect for the 
life of the car while the original buyer owns it. 


2. On all new Ramblers, the former standard warranty of 
90 days or 4,000 miles is extended to 12 months or 12,000 miles, 
whichever occurs first. 











Only Rambler Dealers Offer 
3 Distinct Sizes Of Compact Cars 


RAMBLER AMERICAN — The Leading 
Economy Compact Car. 173.1" long. Top 
quality, top economy. 90 or 125 HP Six. 


RAMBLER CLASSIC 6 and V-8—The Aill- 
Purpose Compact Car. 189.8" long. 127 
or 138 HP Six. 200 or 215 HP V-8. Room 
for six 6-footers. 


AMBASSADOR V-8 by RAMBLER—The 
High-Performance Luxury Compact. 
199” long. 250 or 270 HP V-8. 











1961 RAMBLER CLASSIC Custom Four-Door Sedan, 6 or V-8. 


Owner-proved by 11 years and 35 billion miles 


61 kembler 


THE NEW WORLD STANDARD OF BASIC EXCELLENCE 








Valiant Dealers Discuss Ad Plans— 

Members of the Valiant Advertising Assn., which represents more than 200 dealers 
in the New York region, met recently to discuss the association's advertising program 
for the fourth quarter. From left are Peter Donnelly, N. W. Ayer account executive for 
Plymouth-DeSoto-Valiant; Paul Goodman, Hamden, Conn.; Eziel Koeppel, Jamaica, 
N. Y.; Nelson K. Mintz, New Brighton, N. Y.; John Kelly, Plymouth regional manager; 
Al Augustine, Westfield, N. J., and C. J. Haynes sr., Bridgeport, Conn. 





MOBIL OIL COMPANY, A Division of Socony Mobil Oil Company, Inc., 150 East 42nd Street, New York I7, N. Y. 








NEW YORK.—A “look-’em over” 
attitude on the part of the car- 
buying public predominates in the 
24th annual “National Automobile 
and Tire Survey,” just completed 
by Alfred Politz Research, Inc., 
under the sponsorship of Look 
magazine. 

Another of the survey findings is 
a steady increase in the number of 
cars owned by United States fam- 
ilies. There are 47,300,000 cars 
owned for private passenger use, 
almost a million and a half more 
than last year, and over 2% million 
above 1958, the survey found. The 
percentage of all U. S. families 
owning cars is also up—from 74.3 
percent last year to 75.5 percent in 
1960. 

The “shopping around” frame 
of mind of new-car prospects is 
reflected in two areas of response 
to the question, “If you were 
buying a new car now, which 
make do you think you would 
buy?” 

The number of new-car prospects 


new car 
customers 
coming 
back! 


Mobiloil Special can help you make new car custom- 
ers regular customers. It’s the year-’round oil that’s 
right for all cars ... a “must’’ for new cars! 


e Protects fully .. . in summer heat, sub-zero cold. 
e In effect, increases the octane rating of gasoline. 


e Helps control engine knock, preignition and spark 


plug fouling. 


e Increases gas mileage, engine power. 
Outsells all other year-’round oils by far! 


Among New-Car Prospects . . . 
Shopping Tendency Up 



























holds is growing at a faster rate 
than the overall U, S, population. 
During the past five years, the sur- 
vey shows a 12 percent increase 
for car-owning homes, as against 
a 9 percent growth in national 
population. 

Multi-car households have leaped 
ahead by 44 percent since 1955, for 
a present total of 7,000,000 homes 
maintaining two or more private 
passenger cars. Although multi-car 
households still are less than a fifth 
of the total number of car-owning 
homes in the U. S., they share 
equally with single-car households 
in the 4,250,000 increase in total 
car-owning homes in the past five 
years—up 2,150,000 for multi-car 
homes versus 2,100,000 for single- 
car homes, 

Owners of compact cars bought 
new in 1959-1960 did not rush im- 
pulsively into their buying deci- 
sion, Before purchasing they con- 
sidered other makes more fre- 
quently than did buyers in other 
price groups. 

Increased competition in the 
coming year is foreseen for the 
lowest-price field. A large share of 
prospects planning to buy compacts 
or medium-price cars currently 
own cars in the low-price cate- 
gory. 

Two out of three new-car pros- 
pects live in households with an- 
nual incomes under $10,000. The 
median income for families which 
are prospects for imports, compacts 
and low-priced cars is all about the 
same—$6,400, Family income of 
prospects for the medium price 
market shows a sharp rise to a 
median of around $8,000, 


In the area of optional equip- 
ment, the survey shows that radio, 
automatic transmission, power 
steering and power brakes, in that 
order, lead the list of accessories 
for which 1961 prospects would be 
willing to pay extra. 

The survey was conducted in 
April and May among 4,500 house- 
holds. 


Chevrolet Dealer 
Got Inspiration 
From a’l1l Ford 


INDIANAPOLIS—A dealer 
whose interest in cars was created 
by a 1911 Ford recently celebrated 
his 35th year of selling and servic- 
ing Chevrolets. 

He is R. D. Johnson, president, 
Johnson Chevrolet Co. He estimates 
he has sold more than 75,000 ve- 
hicles—30,000 new Chevrolets and 
45,000 used cars—during the 35-year 
span. 

Johnson has been presented a 
“35-Year Membership” in the Chev- 
rolet dealer family. The award was 
made in the Johnson showroom by 
Chevrolet officials before the intro- 
duction of the firm’s ’61 line. 

Johnson said he decided to make 
the auto his business after observ- 
ing a Brownsburg (Ind.) doctor 
drive around in a Ford in 1911. He 
joined the Chevrolet family in 1925 
with Marion Chevrolet. He took 
over control the following year and 
changed the name to Johnson Chev- 
rolet in 1928. 

Johnson's two sons, David N. and 
Paul S., are vice-presidents of the 
dealership. 





who would buy the same make 
presently owned showed a sharp 
decline over previous years, while 
“don’t know” responses showed a 
sharp increase over the previous 
year, going from 8 percent to 13 
percent. 

Other points in this year’s survey 
are: 

The number of car-owning house- 


Maine Truck Owners Assn. 


Appoints New Manager 


SOUTH PORTLAND, Me.—Tor- 
ben K. Andersen, South Portland, 
is the new general manager of the 
Maine Truck Owners Assn. 

Andersen will direct operations 
at the association’s office in Port- 
land, Andersen, 31, joins the MTOA 
after nearly six years of service 
with the Associated Press here and 
abroad. A native of Sollested, Co- 
penhagen, Denmark, Andersen 
spent seven years in the newspaper 
field in his native country. 































Dealers to Hear 
Moore, Allton at 
Oklahoma Parley 


OKLAHOMA CITY. — James C. 
Moore, executive vice-president of 
the National Automobile Dealers 
Assn., and J. M. Allton, NADA di- 
rector for Missouri, will address 
the annual convention of the Okla- 
homa Automobile Dealers Assn. 

The convention is scheduled for 
Nov. 6-7 at the Skirvin Hotel here. 

Moore is expected to discuss the 
wage-hour legislative battle that 
will resume in the next session of 
Congress. Allton, a Ford dealer in 
Columbia, Mo., is NADA regional 
vice-president for Missouri, Kansas, 
Arkansas and Oklahoma. 

Also on the program is Russell 
Holloway, Oklahoma City attorney. 
He will address a kickoff luncheon 
Nov. 6. 
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D M 1 1. Fair and equitable contracts between manufacturers and dealers in 
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R Re 1 3. Guard the precepts of individual freedom, which made the U. S. A. 
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Capsule Comment 


Buoyed by the public’s reception of the 1961-model cars, 
the nation’s dealers see a good year ahead but anticipate it 
will take hard selling, an AUTOMOTIVE NEWS survey finds. 


Let’s hope dealers will make a reasonable profit, too, 
because there won’t be anybody left to sell the cars if 
they don’t. 

* * * 

Two concurrent probes, one by Chrysler Corp.’s legal 
firm and another by the outside firm of former GOP stand- 
ard-bearer Thomas Dewey, have cleared 38 top Chrysler 
executives of conflict-of-interest charges. 


Now, we hope, the corporation can get on with the work 
of rebuilding confidence in its products and its dealers. 
* * * 


Not only has the price line been held on 1961 models, but 
some makers have trimmed tags below 1960 levels. 


This should aid sales, if dealers will use it properly. 


Continental Imports, a subsidiary of Gamble-Skogmo de- 
partment store chain, has discontinued its eight-state Go- 
liath car distributorship in the midwest. 


Chain-store sales of new cars bites the dust again. 
* * * 


The usual razzle dazzle, which accompanies new-model 
introductions, was missing in many showrooms this year 
as dealers concentrated on less pretentious showings. 


The showings cost less and brought in just as many 
prospects, say dealers. 


All of the industry’s car makers and some of the truck 
producers have extended their warranties on new models 
to 12,000 miles or 12 months. 


Putting into writing a long-established policy. 


ers 


Events 


% Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Oct, 15-17—Texas Independent Automo- 
bile Dealers Assn., Sheraton-Dallas 
Hotel, Dallas. 

Oct. 22-24—Arkansas Automobile Dealers 
Assn., Hotel Marion, Little Rock. 

Oct, 23-25—Automotive Trade Assn. of Vir- 
ginia, Hotel Roanoke, Roanoke, 

Oct, 23-25—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 


City. 

Oct. 28-Nov. 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

Nov. 6-7—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Oklahoma City. 
Nov. 15—Connecticut Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 
Nov. | y Day for Profits, Automo- 
pre Dealers Assn. of Alabama, Birming- 

am. 

Dec. 5—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Jan, 15-19—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotei, 


. | — National Automobile 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
= Assn., Roosevelt Hotel, New Or- 
eans. 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 


vannah, 

May 1416—1daho Automobile Dealers 
Assn., Idaho Falls. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 

ee 


Auto Shows 


Oct. 8-23—Dallas Auto Show, Texas State 
cirereends, Dallas, 

Oct. 15-23 — National Automobile Show, 
Cobo Hall, Detroit. 

Oct. 19-23 — Autorama, Industrial Arts 
Bldg. Exposition Park, West Springfield, 


ass. 
Oct. 19-23—International Foreign and 
Sports Car Show, Commonwealth Ar- 


mory, Boston. 

Oct. 19-29 — International Motor Show, 
Earl's Court, London, 

Oct. 25-29—West Orange Auto Show, West 
Orange Armory, West Orange, N. J. 
¢ ae Auto Show, Elmira, 

Oct. 28-Nov. 8—Turin Auto Show, Turin, 


Italy. 

Nov. 3-13 — International Automobile 
Show, Turin, wer 

Nov. 4-13 — Seattle Auto Show, Armory, 


Seattle, 

Nov. 5-12—Philadelphia Auto Show, Grand 
Exhibition Hall, Trade and Convention 
Center, Philadelphia. 

Nov. 5-13— World Car Show, Roosevelt 
Raceway, ool. Lwe We, ve 

Nov. 9-12—Denver Auto Show, Coliseum, 
Denver. 

Nov. 10-13 — Lincoln Automobile Show, 
Pershing Municipal Auditorium, Lincoln, 


Neb. 

Nov. 12-19—Albany Auto Show, Washing- 
ton Ave. Armory, Albany, N. Y. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

Nov. 23-27—Portland Auto Show, Memorial 
Coliseum, Portland, Ore, 

Nov. 25-Dec, 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 

%& Dec. 7-11 — International Auto-Rama, 
Municipal Auditorium, New Orleans. 

Jan. 6-15 — Upper Midwest Auto Show, 
Minneapolis Auditorium, Minneapolis. 

% Jan. 7-15—Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Jan. 8-10— Fort Worth Auto Show, Fort 


Worth. 

Jan. 11-15—National Capital Area Auto 
Show, National Guard Armory, Wash- 
ington, D. C. 

Jan. 11-22—Brussels Auto Show, Brussels, 
Belgium. 

Jan. 14-2i—Syracuse Auto Show, Syracuse 
Wear Memorial, Syracuse. 

Jan. 1422— Columbus Auto Show, Ohio 
State Fairgrounds, Columbus, O. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 2-11—Amsterdam Auto Show, Am- 

sterdam, The Netherlands. 

Feb. International Foreign & Sports 
Car Show, Dinner Key Auditorium, 


Miami. 
Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 
March 16-26—Geneva Auto Show, Geneva, 
Switzerland. 
(Bee CALENDAR, Page 46, Col, 1) 





Automotive Cartoon 


Of the 


Week 





"Them guys fretting over a few ‘60 leftovers really 
have it good.” 


Letterbox 








Saab Bucks Tide 


We have read your article “For- 
eign Auto Firms Face Crisis Over 
U. S. Market” in edition 3778 of 
Sept. 26. The picture you paint is 
not encouraging and would hardly 
instill confidence in imported cars 
among the general public. For this 
reason, we thought you might be 
interested in knowing that the pic- 
ture is a lot brighter for SAAB in 
Sweden. 

Since the beginning of this year 
our total world production has in- 
creased 40-50 percent as compared 
with previous year. Our sales in 
Sweden are up by approximately 
25 percent. In Denmark our sales 
are up approximately 300 percent. 


In the U. S. our sales have in- 
creased approximately 10 percent. 
With the exception of Denmark, 
these increases have taken place 
in total markets which have de- 
creased in Sweden by 7 percent 
and in the U. S. by approximately 
10 percent. 

In spite of our having completed 
a new enlarged factory in Novem- 
ber of 1959, the demand for SAAB 
has increased to the extent that our 
factories are running partly on 
overtime. 

In spite of the U. S. statistical re- 


The Big Stories 


35 Years Ago—1925 


Walter P. Chrysler predicted that the “large, heavy car will be 
superseded by a light and extremely efficient car of 100 horsepower 
and a speed of 90 miles per hour.” He said the new car will cost 25 
percent less than the expensive machines of 1925. 


20 Years Ago—1940 


Two-tone color styling was a feature of practically all automobile 
bodies in the new models shown in the fall of 1940. Introduced on a 
few cars in 1939, the dual-shade color scheme won immediate popu- 


10 Years Ago—1950 


With more than two months to go, 1950 already rated as the top 
production year in the history of the auto industry. This week’s pro- 
duction pushed the total for the year to 6,347,903 units. The previous 
high was 6,249,988 vehicles built during 1949. 


larity. 








‘Complete Confidence . . / 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 













ports for foreign cars, we at SAAB 
have complete confidence in the 
future and in an ever-increasing 
popularity for our quality product. 
— Jonas C:son KseLuperc, sales 
manager, SAAB Motors, Inc., New 
York, 


Bonus Booster 


Apparently you are of the idea 
that nobody likes a factory bonus. 
In an article several issues ago your 
reporter seemed to draw out much 
adverse criticism of the bonus from 
various dealers he interviewed, and 
now in the Oct. 3 issue under ‘“‘Cap- 
sule Comment” you say “nobody 
is really happy over the results” 
(of the bonus). 


I am writing this letter to tell 
you that you are in error when 
you say “nobody” because here is 
one dealer who loves to receive 
money whether in the form of a 
bonus or some other way. In fact, 
that is the biggest reason I am in 
Dusiness. 


So please don’t continue to drum 
on the idea that the bonus is com- 
pletely wrong. The first thing you 
know the factories will believe you! 


If you have some better idea let’s 
hear it, but if not, please stop print- 
ing this propaganda.— Donato W. 
Gorss, Gorss Chevrolet, Walden, 
| iy 

of * * 


Bonus Article Hit 


Your Sept. 26 issue carried an 
article concerning manufacturers’ 
“bonus” plans in which he (Author 
John K. Teahen jr.) presumes to 
say what “dealers” prefer. We do 
not allow NADA to do our thinking 
nor represent us in any way. We 
do not appreciate Mr. Teahen 
speaking for dealers, which in- 
cludes us, without acknowledging 
some may not agree. 


If he would like some views on 
the subject I suggest the matter is 
deeper than he may know. What 
about that Automotive News Plat- 
form?—Epwarp J. STepHANi, Nickey 
Chevrolet, 4501 Irving Park Rd., 
Chicago 41, Ill. 
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One of a fleet of special tractor-trailer combinations being operated 
on the rugged Glen Canyon project by Belyea Truck Company, 

' Los Angeles—each proving the efficiency and economy of Spicer 
components. 


SPECIFY SPICER 








PICER COMPONENTS specified for... 





TOUGH 
MOUNTAIN 
HAUL 


Anticipating the grueling punishment its fleet of double 
bottoms would take on its rugged Glen Canyon Operation, 
Belyea Truck Company, Los Angeles, specified Spicer trans- 
missions, clutches and universal joints on the huge Autocar 
tractors chosen for the job. 


The Belyea fleet is averaging forty 376-mile round trips 
daily, hauling 54,000-pound loads of cement over steep 
mountain grades running as high as 7%. The units will 
have traveled in excess of 8,640,000 miles, in temperatures 
ranging from 20° below to 120° above before the project 
is completed. 


“Operation Glen Canyon is proving a terrific testing lab- 
oratory for these vehicles,” reports John Sutherland, Belyea’s 
maintenance superintendent. “And believe me, our Spicer 
components are performing beautifully under the triple threat 
combination of heavy loads, steep grades, and wide tempera- 
ture variations. We’re sold on Spicer quality more than we’ve 
ever been before!” 


Here, Truck Dealers, is more 


EVIDENCE... 


. . . Of the stamina, the long-lasting, superior performance 
of Spicer truck components under the most strenuous tests. 
To assure your customers of the utmost service from the 
trucks you sell them, be sure to SPECIFY SPICER trans- 
missions, auxiliary transmissions, clutches, universal joints 
and propeller shafts. Fleet maintenance superintendents the 
country over are finding that Spicer’s engineering skill and 
precision manufacturing produce truck components that 
boost their operating efficiency, lower their cost per mile. 


For complete information on all the Spicer components 
you can specify, write the truck manufacturer or Dana 
Corporation, Toledo 1, Ohio. 


checks one of the fleet's 
Spicer transmissions— 
Model 8245 4-speed units 


auxiliaries. 14” 2-plate 
clutches and 1700 Series 
universal joints make up 


on these units, 





CoRPORATION 
Toledo 1, Ohio 


John Sutherland, Belyea’s 
maintenance superintendent, 


with Model 8345-A 4-speed 


the other Spicer components 
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Renault Expands Service-Training Fleet— 

Newest additions to the nationwide Renault, Inc., service-training system for Renault 
and Peugeot products are these five Renault Hi-Boy trucks, increasing to 17 the number 
of mobile training units in operation on the distributor-dealer level. The trucks are 
lined up at the Renault training center in New York, prior to assignment to various 
sections of the United States. The vehicles, equipped with training materials, enable 
instructors to bring training and specialist courses directly to distributor and dealer 
servicemen on a year-round schedule. 
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Fewer stops and starts! 





Fiat Lists Sales Pointers 





Import-Car News Notes 


NEW YORK.—A list of reasons 
why dealers may not be getting the 
best possible sales results out of 
their organization appears in the 
current issue of Flashes from Fiat, 
a bulletin for Fiat dealers in the 
United States. 

“May we recommend that you 
check the points and if you find 
yourself weak in any one, correct 
your problem now,” the bulletin 
says. 

This advice, of course, is sound 
for dealers in lines aside from Fiat. 
The points were listed ag follows: 

New vehicle stock: Too small. 
Poor model distribution. 

Sales effort: Not enough sales- 
men, Untrained salesmen, Poor 
supervision. Poor compensation. 
Not enough demonstrators. 

Trading policy: Limited market 
knowledge. Lack of competitive at- 
titude. 

Working capital: Inadequate 
working capital. Inadequate cash 


THANKS TO GREATER FINNED COOLING AREA DeVilbiss air compressors 


require fewer running cycles and actually help stretch your power dollars. 


Hot air, delivered into your tank, shrinks as it cools, requiring more frequent 
running cycles to keep tank full. Cool-running DeVilbiss compressors deliver 
low-temperature, less expanded air to your tank. Results: less shrinkage, 
fewer running cycles, significantly lower power costs. 

Notice that the finned cast-iron intercooler(1) is extra large to permit a 
longer cooling cycle between compressing stages. Finned cylinder wall(2) and 
head(3) allow rapid, thorough heat dissipation. Finned aftercooler(4) lowers 


temperature of the air still further before it enters the tank. Even the check- 
valve manifold(5) is finned for maximum aftercooling. For complete details 
on efficient DeVilbiss air compressors, call your DeVilbiss jobber. The 


DeVilbiss Company, Toledo 1, Ohio. 


FOR TOTAL SERVICE, CALL 


DeViLBiISS 





and farm equipment dealers in 
Orange, Riverside, San Bernardino, 
Imperial and San Diego counties of 
California. 


* * 


+ 
British Motor 
IGHTY-ONE members of the 
four-state Inskip Dealers’ Assn. 
have visited the home plant of Brit- 
ish Motor Corp. 

The Inskip Dealers’ Assn. is the 
organization of dealers representing 
BMC in New York, New Jersey, 
Connecticut and Rhode Island, 

* * a 















on hand. Excessive receivables. 
Overextension of credit. 
Service: Inadequate service 
facilities. Lack of spare parts. 
Poor customer relations. 
Physical setup: Poor location. 
Poor appearance, Inadequate space. 
Dealer personality: Inadequate 
sales experience. Lack of good will. Rootes 


Lack of friendly customer relation-| POHN B. Price has been appoint- 
ship. ed regional manager for Rootes 


Advertising: Poor copy. Poor Motors, Inc., it 
scheduling. Inadequate advertising. was announced 


Not enough direct mail. by John T. Panks, 
eC e8® managing direc- 


tor, 
Volkschlepper 


Rootes _ distrib- 

utes Hillman, 

RANT W. MUSICK, Anaheim, Sunbeam, Singer 

(Calif.) DeSoto dealer, has been and Humber au- 

appointed an area distributor by tomobiles. Price’s 
Kramer-American Corp., importers . 

of Germany’s Volkschlepper tractor. 


territory will in- 
clude the states 
Musick and David Chavis, former 


: of Kentucky, Ten- 
J. B. Price nessee, West Vir- 





auto dealer in Compton, Calif., have 

formed a new distributing company, | ¢;7; Vv ia. 

Grant W. Musick, Inc., to serve auto — = a * 
Perkins 


ae” ENGINES, LTD., has 
set up a parts-merchandising 
branch within its service depart- 
ment. G. H. Yarnold, formerly ex- 
port service manager, is manager. 
He will be responsible for the 
worldwide parts-merchandising op- 
erations and will operate through 
present sales and service outlets, 
the company said. 

* * + 


Citroen 


OAD & TRACK MOTORS, INC., 
New Haven, Conn., has been 
named a dealer for Citroen Cars 
Corp. Road & Track Motors has 
showrooms at 156 Coffe St. 
* ok + 
Leyland 
R° HALL, for the past three 
years sales director of the Sales 
Executives Club of New York, has 
been named vice-president in 
charge of marketing of Leyland 
Motors (U. S. A.) Inc., New York. 
Hall will be responsible for the mar- 
keting of the British-made Leyland 
trucks throughout the United 
States. Leyland Motors (U. S. A.) 
Inc., is a subsidiary of Jaguar Cars, 
Inc., of New York. 


* * * 


Mercedes-Benz 


A. BALDWIN has been ap- 
“pointed San Francisco zone sales 
manager for Mercedes-Benz Sales, 
Inc., South Bend, succeeding Hans 
von Brockhusen, 
who is returning 
to his manage- 
ment assignment 
with Daimler- 
Benz of North 
America, Inc., on 
the Pacific coast. 
Baldwin, who 
has been with 
Mercedes - Benz 
Sales since its in- 
ception in 1958, 
was formerly 
Auto Union-DKW sales manager, 
prior to which he served as gales 
promotion manager and adminis- 
trative manager for the corporation. 
Prior to establishment of the sub- 
sidiary, Baldwin joined the Stude- 
baker-Packard Corp. in 1955 as 
Detroit district sales manager. His 
automotive career launched in 1945 
has also included diversified retail 
experience. 





R. A. Baldwin 


Two appointments are an- 
nounced by L. A. Fleener, presi- 
dent of Mercedes-Benz Sales, Inc. 

J. Gordon Miller has been named 
Auto Union-DKW sales manager. 
He succeeds R, A, Baldwin, who 
has been appointed sales manager 
of the corporation’s San Francisco 
marketing zone. 

Hans von Brockhusen, formerly 
sales manager in San Francisco, 
is returning to his management 
assignment on the Pacific coast 
for Daimler-Benz of North Amer- 
ica, Inc. 

Miller joined Mercedes-Benz 
Sales in 1959 as administrative as- 
sistant to the general sales man- 
ager. Baldwin, who hag been with 
Mercedes-Benz Sales, Inc., since its 
inception in 1958, was formerly 
Auto Union-DKW sales manager. 
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AUTOMOTIVE WASHINGTON 


AUTOMOTIVE NEWS, OCTOBER 17, 1960 


Nixon, Kennedy Quizzed 
On Highway Program 


By William Ullman 


Washington Bureau Chief 


Yipes ote hard to disagree on a few points, the two Presi- 


dential candidates have 


told the National Highway 


Users Conference where they stand on the Federal highway 


program. This marks the first 


time in the current White 
House race that a representative 
of the automotive and trucking in- 
dustries has 
sought statements 
from the candi- 
dates on matters 
of concern to 
dealers and mo- 
torists. 

Needless to say, 
both Vice-Presi- 
dent Richard M. 
Nixon and Sena- 
tor John F, Ken- 

nedy believe that 
William Uliman modern highways 
are essential—for defense, for safety 
and for economic growth. They did 
manage, however, to vary their an- 
swers to a few questions. 

Among other things, NHUC’s 
magazine, Highway Highlights, 
asked them whether they are sat- 
isfied with the rate of progress of 
the Federal-state road building pro- 
gram. 

Nixon said that it has “prog- 
ressed with good speed.” Ken- 
nedy replied: “No. I am not sat- 
isfied. We have fallen behind in 
the construction schedule.” 

Nixon still thinks that the 41,000- 
mile Interstate System should and 
can be finished by 1972, as original- 
ly planned. Kennedy observed, on 
the other hand: “We have fallen 
behind, but I would hope that we 
could complete the system by 1975.” 

* * * 


No Excise Relief 

EITHER candidate would prom- 

ise any relief from excise taxes, 
and neither would pledge that he 
wouldn’t eventually ask for a hike 
in highway user taxes to pay the 
cost of the nation’s roads. But a 
slight difference in their views did 
emerge on the best way to finance 
the Interstate System. 

Nixon said that “of the entire 
highway construction and operat- 
ing cost, about 70 percent is paid 
by users, with the remaining 30 
percent paid by nonusers.” 

Pending new evidence, he added, 
this ratio appeared to be “equit- 
able.” (Nixon failed to make clear, 

however, whether he was discussing 
federal funds only, or federal plus 
state funds.) : 


How About Raids? 


ENNEDY, addressing himself 

to the Interstate System, said 
he believed the highway program 
should be financed on a shared 
basis between taxes on users and 
the general revenues, At present, 
the federal share of the program is 
financed ‘through the Highway 
Trust Fund, a collection point for 
highway user taxes, 

NHUC also asked the candi- 
dates whether they believed that 
the trust fund should be protect- 
ed from “raids” by other govern- 
ment agencies. Kennedy simply 
replied, “Yes,” but Nixon answer- 
ed, “To the greatest extent possi- 
ble, and as Congress designates.” 

Looking over the Highway High- 
lights report as a whole, it must 
be concluded that both candidates 
would back completion of the 
greatest road-building program in 
the history of the world and that 
both would continue to depend on 
the highway user for the lion’s 
share of the funds to do the job. 


Piggybacking Defended 
HRYSLER CORP. and Stude- 
baker-Packard, in a joint state- 
ment submitted last week to the 
Interstate Commerce Commission, 
have strongly defended a new and 
cheaper method of transporting 
cars by “piggyback” between maker 
and dealer. 
The manufacturers have asked 
ICC to throw out a complaint 
lodged against “piggyback” rates 





by the National Automobile Trans- 
porters Assn. 
NATA, made up of some of the 





truckers who haul cars, has pro- 
tested that “piggyback” rates are 
so low they are destroying com- 
petition in the car-haul field. The 
association wants the commission 
to declare the tariffs illegal. 

The proceeding, in which the ICC 
already has conducted extensive 
hearings, was started by the com- 
plaint of NATA against numerous 
rail and truck carriers who joined 
together last year to offer auto 
makers the new transport service 
at rates lower than those previously 


available for the shipment of cars 


by any method. 
Cheaper freight, of course, means 








cheaper cars for the dealer—and 
cheaper cars for the consumer. 
- ca + 


NATA Claim Slapped 


ir THEIR joint statement, Chrys- 
ler and Studebaker-Packard 
asked ICC to dismiss the complaint 
and to find “in favor’ of the lower 
rates. They pointed out that the 
new service, in which car-loaded 
trailers are hauled part way by 
truck and part way by rail flat- 
car, means that manufacturers can 
“maintain transportation costs at a 
reasonable level.” 

They also rejected a claim by 
NATA that “tremendous competi- 
tive pressures” had been placed 
upon some truckers to participate 
in the piggyback service. 

“Chrysler Corp. has utilized var- 
ious modes of transportation in 
shipping its motor vehicles,” the 
statement explained. “Specifically, 
during the period 1950 to the pres- 
ent time, Chrysler has utilized 
truckaway, boat-truckaway, truck- 
barge-truck and piggyback ... 

“In 1950, Chrysler Corp. shipped 
54.66 percent of its automobiles by 
highway, 17.13 percent by rail, 28.21 
percent by boat, and none by piggy- 
back. In 1957, Chrysler shipped 
85.44 percent of its automobiles by 
highway, 0.64 percent by rail, 12.25 


Re 
rd 


VALVOLINE’S 


MILE 


percent by boat, and 1.67 percent by 
piggyback.” 
* * + 


S-P Cites Benefits 


To statement said further: 
“Chrysler Corp, first experi- 
mented with piggyback shipments 
from its St. Louis plant to Texas in 
June, 1959. During the period June, 
1959, to April 1, 1960, Chrysler .. . 
shipped approximately 25,000 units 
via piggyback .. . 

“While the relatively limiteg ex- 
perience has not enabled a detailed 
determination of cost savings, it is 
clear that the cost savings which 
have accrued will be passed on to 
the public, either by an improved 
product with no increase in price, 
or by direct price reduction.” 

Studebaker - Packard defended 
the cheaper “piggyback” method 
even more strongly. Its effect, the 
maker said, would make Stude- 
baker-Packard “much more com- 
petitive” with other manufactur- 
ers. 

“Studebaker anticipates that in 
excess of 60 percent of its automo- 
bile shipments will move by piggy- 
back (in the future),” the firm 
said. 

Informed sources said that ICC 
expects “many more” statements, 
both supporting and opposing pig- 
gyback hauling, The commission 
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will take its time in reaching a 
final decision as to the legality of 
the lower rates. 
* * * 
FTC Seeks Funds, Men 
EPORTS are out that the Fed- 
eral Trade Commission has 
asked the Bureau of the Budget for 
a 50 percent boost in funds for next 
year—and 70 percent more man- 
power—in part to step up its ac- 
tivities against false and misleading 
advertising. 

FTC, which has just finished 
the most hopped-up year in its 
history, also wants to do more to 
curb monopolistic business tend- 
encies. 

The agency, which polices a num- 
ber of laws calling for fair business 
practices, has handled an unprec- 
edented number of cases under cur- 
rent FTC Chairman Earl Kintner. 
Now the agency wants to turn the 
heat on a number of suppliers in 
the food, cosmetics and other in- 
dustries, and Kintner just doesn’t 
have enough employes to do it. 

Since this is an election year, the 
new President would have a chance 
to ask for more FTC budget funds, 
even if President Eisenhower's 

(See ULLMAN, Page 44, Col, 4) 






GUARANTY — PUTS YOUR ’61 NEW CAR SALES INTO ORBIT! 


Offer your new car customers Valvoline’s 50,000 Mile New Car Guaranty, and here’s 
what you'll get in return: 


@ You will sell more 1961 cars. 


@ You get increased service department profits. 


@ You get powerful sale 
eS You get 


S aids and showr 


a free follow 


ym display material, 


up system, handled entirely by Valvoline. No cost, no work for you. 


Pick up the phone and get the full story from your nearby Valvoline Distributor, or call 


Valvoline direct, and start building bigger sales and service profits today. 


VALVOLINE OIL COMPANY ° Refinery —Freedom, Pennsylvania * Home Office — Ashland, Kentucky 
Division of Ashland Oil & Refining Company 
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How Cadillac Scored 
With Lube-Free Fittings 


By Joseph M. Callahan 
Engineering Editor 
NE of the most significant advances of the ’61 model 
year is the new suspension and steering linkage of the 
Cadillac, which eliminates all lubrication fittings on the car. 


This is an industry first, 


although Ford Motor Co. took 
a long step in this direction by the 
introduction this year of a lubrica- 
tion system for 
all its cars, except 
Falcon and Com- 
et, that will not 
require greasing 
for 30,000 miles. 

Fred Cowin, 
chassis engineer 
and the man 
most responsible 
for the Cadillac 
breakthrough, 
was asked by 
Automotive News 
exactly what this lube-free chassis 
meant. 

He replied that it meant pre- 
cisely what it implied—the owner 
of a ’61 Cadillac under normal 
conditions need not have his car 
lubricated for the life of the car, 
whether it be 100,000 miles or 
more. 

While this car is “lube-free,” it 
is not “grease-free,” meaning that 
all grease used is applied during 
manufacture. It was made lube-free 
by the elimination of 18 lubrication 
fittings, 12 in the front suspension, 
five in the steering linkage and one 
in the brake relay pedal. 


* * * 





J. M. Callahan 


= job was not accomplished by 
the use of new, exotic materials. 
It was merely done by designing 
joints in the front end that either 
require no lubrication, or that per- 


mit lubrication-for-life during man- 
ufacture. 

The big step forward was the 
lubrication-for-life joints that were 
made possible by the development 
of extremely good seals and the 
use of two extremely good greases. 

Somewhat reducing the revolu- 
tionary flavor of Cadillac’s inno- 
vation is the fact that its rear 
suspension has been lube-free for 
20 years or so. 

The lube-free chassis became a 
reality because of Cadillac’s new 
front coil suspension. Formerly the 
two front suspension arms on each 


60 Tuneup Charts 
Released by AEA 


DETROIT. — The Automotive 
Electric Assn. has released its 1960 
tuneup charts with the latest engi- 
neering changes and specifications 
covering all 1960 car models. 

The AEA Tuneup System in- 
cludes individual charts for all 
makes and models of cars, includ- 
ing the new compacts, These indi- 
vidual charts contain factory spe- 
cifications and latest engineering 
changes as Well as the standards of 
adjustment, which are essential for 
proper engine tuneup work, 

Persons interested in the AEA 
system, which includes 39 charts 
and a wiring diagram booklet, 
should write to the Automotive 
Electric Assn., 16223 Meyers Rd., 
Detroit 35, Mich. 


side were attached to the frame 
through metal-to-metal bushings, 


Now all suspension attachments 
are made through rubber bushings 
which act as road noise isolators. 
Because the insulation is so com- 
plete, Cadillac’s electrical engineers 
had to connect the suspension with 
the frame with copper straps to 
keep the static out of the radio. 

” * * 


Sealed for Life 
TS COMPLETE the job, Cowin’s 
people—who are responsible for 
the suspension, steering, wheels, 
frame and tires—designed the steer- 
ing linkage and ball joints so they 
can be lubricant packed and sealed 
for life at assembly. 

The ball joints on the steering 
linkage use an umbrella-type rub- 
ber seal while the suspension ball 
joints use bellows-type seals. 

Last spring the chassis engi- 
neers proudly reported to the 
Cadillac management that they 
could preduce a completely lube- 
free car. Shortly afterward, there 
was a period of temporary panic 
when one engineer suddenly re- 
membered that a single grease 
fitting remained—the fitting for 
the hand brake relay link. How- 
ever, a nylon bearing soon elimi- 
nated this problem. 

Cowin said, “When we started 
working on this program in late 
1936 we decided that we would 
make one move toward the reduc- 
tion of grease fittings, and that 
move would eliminate all of them. 
Some of the other companies have 
been cutting their fittings down to 
eight or 12 in the past few years, 
but the customer still needs a 
grease job every couple of thou- 
sand miles. 

“The front ball joints were the 
toughest part of this job, because 
it was so difficult to get a suitable 
seal for them and because we had 
decided to stick with a metal-on- 
metal joint in view of the heavy 
loads they carry.” 

* * * 
H= SAID that the ball joints were 

modified so as to incorporate a 

waterproof and leakproof seal to 
retain the permanent lubricant. An- 


Lube-Free Joint— 


Fred Cowin, Cadillac's chassis engineer, 
points to one of the lube-free joints on 
the front suspension of the ‘61 Cadillac. 

ae ee 


other special grease was selected 
for the metal and nylon bearings 
in the steering linkage. 

“On the inner end of the control 
arms,” Cowin continued, “we took 
the threaded bushings out and put 
in rubber bushings. The rear sus- 
pension has been this way for 
years. 

“The big problem here is that 
the rubber selected was very 
critical in its effect on ride. You 
need a good durable rubber, but 
if it’s hard, the ride is too hard. 
If it’s soft, the ride is sloppy.” 

Cadillac worked closely with the 
Inland Division of GM, which did 
a lot of work with a Teflon bear- 
ing. Phenolic bearings were also 
considered, but the final decision 
was still in favor of steel-on-steel 
for the ball joints because of the 
heavy loads. Cowin said he was 
still hopeful that Teflon will be the 
eventual answer. 

* * J 


Finish Important 
E SAID that the finish on the 
metal parts is extremely impor- 
tant. It’s a hard finish but not as 
hard as that on ball bearings, for 
instance. To eliminate cracks and 





other possible trouble spots in the 
metal, Cadillac switched from tube 
steel to forgings for its steering 
linkage. 

Cowin said it wags agreed to 
eliminate all fittings completely 
the first year because if this 
wasn’t done, a certain percentage 
of owners would dilute the good 
original grease with poor grease. 
However, as an “insurance pol- 

licy,” Cadillac does install a thread- 
ed nylon plug at each joint that 
can only be unscrewed by a special 
gun at Cadillac dealerships. This 
probably will be abandoned next 
year. 

Cowin said that steering linkages 
have already been road tested for 
100,000 miles without failure and 
that soon there will be 100,000 miles 
on some lube-free ball joints. 

“Aside from the obvious advan- 
tage to customers of this lubrica- 
tion-free chassis,” said Cowin, “the 
big thing we get from this is that 
our cars ride and operate more 
consistently, regardless of the care 
given them.” 

* * * 


Drag-Strip Traction 


A&= WILSON, the Royal Oak 
(Mich.) Pontiac dealer who is 
so successfully merchandising his 
“Hot Chiefs” at the drag strips, re- 
ports that much of his cars’ success 
is due to the fact that he installs 
the Safe-T-Track differential in all 
of them. 

Safe-T-Track is Pontiac’s name 
for the nonslip differential pro- 
duced by Dana Corp. which di- 
rects the power to the wheel that 
has the best traction, instead of 
to the wheel that has the least 
resistance. 

Said Wilson, “We use Safe-T- 
Track 100 percent on our drag-strip 
cars. This eliminates the problem 
of excess torque going to the torque 
wheel—the right rear one—even 
when the track is in ideal condi- 
tion. 

“Generally, the track has real 
good traction, except after a rain 
or after some of that calcium 
chloride is tracked out of the pits 
by the cars, Without the nonslip 
differential in these situations, 
you’d have one tire burning, and 
the other dragging.” 


Every detail of every DATSUN is as American as apple pie 


SELL DATSUN... 


and you SELL AMERICAN! 


The FairLady-—full 4-passenger Sports Convertible—only %1996 p.o.e. 


Even the Datsun nuts and bolts are unmistakably American type—in fact, 

there’s an American look to all the Datsun specifications. That’s a red hot tip-off 
to you that it’s good business to get a Datsun dealership, because you can 
‘sell American”’ confidently and successfully when you sell the Datsun 


line—at hundreds of dollars less than domestic and imported 
“compacts.”” Your Datsun customers get a full measure of 


American roominess, riding comfort, operating conveniences, 
structural safety—American power, pick-up _ 
performance—with a special Datsun ‘‘plus”’ 
gas-saving of up to 38 m.p.g. And seal 
this—the financially-strong Nissan Motor 
Company, Ltd. is here in the United States 
to stay— backed with a world-wide warranty 


of satisfaction. 


Good Dealer Locations Open! 
Wire or write now for the profit-paying prop- 
osition. Datsun dealer areas are fully protected. 
Full line comprises FairLady Sports Convertible, 
Pickup Truck, Bluebird Sedan, 4-door Station Wagon. 
There are 4 major parts depots throughout the U. S. 


Half-ton Datsun Pickup Truck 


Datsun 4-Door Biuebird Sedan.... 


Datsun 4-Door Station Wagon 


















. $1838 p.oc.e. 


.. $1616 p.o.e. 
. $1969 p.0.e. 


FairLady Sports Convertible for 4.. $1996 p.o.e. 


For further details, write Dealer Franchise Dep’t. of any of the following: 
WEST: Nissan Motor Corporation U.S.A., 612 S. Flower St., Los Angeles 17, Cal. CENTRAL & EAST: Nissan Motor 


Corporation U.S.A., 


120 Broadway, New York 5, N.Y. MID-SOUTH: Southern Datsun Dist. Co., 


Houston, Tex. HAWAII: Von Hamm-Young Co., Ltd., P.O. Box 2630, Honolulu 3. 
NISSAN MOTOR COMPANY, LTD. ¢ TOKYO, JAPAN ¢ SINCE 1926 


1501 Clay St., 
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A PROFIT MAKER! A MONEY SAVER! You can retail this 
Datsun half-ton with a fine profit at a retail price far lower than the 
dealer wholesale cost of any domestic-built truck of same capacity 
and equipment. 
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People read 


TV Guide in an 
atmosphere 


of family sharing 


“They are oriented toward relatively wholesome 
family-centered concerns.”’ This conclusion, of par- 
ticular significance to advertisers, stems from the 
depth study of TV GurmbDE readers made by Dr. 
Burleigh B. Gardner and staff, of Social Research, 
Inc. The TV GUIDE audience is both huge and 
rather special. It consists predominantly of selec- 
tive viewers (73%)—determinedly rational—who 


read the magazine cover to cover for the back- 
ground and knowledge they need to get the most 
out of their TV watching. These families, primarily 
young, express concern about taste. They strive to 
be discriminating. They are a powerful force to 
have on your side, as important advertisers (from 
Coca-Cola and Kraft to Pontiac and Seagram’s) 
are well aware. 


For a detailed report on the Gardner Study, call your local TV GuiwE office or write TV GuipE, Radnor, Pa. 











Best-selling 
weekly magazine 
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{ Regular Monthly Section for Those Who Maintain 


Backshop 





F ANYONE thinks that the war- 
ranty explosion that occurred 

around the first of the month is 
the end of the warranty battle, I 
would advise them not to bet too 
heavily on it. 

I have talked with men important 
in the dealer-customer relations pic- 
ture that are not hesitant in the 
least in saying that the problem of 
keeping customers sweet on the 
product will not be solved entirely 
until the industry steps up to war- 
ranting the product for its lifetime 
in the hands of the original owner 
for material, manufacturing, and 
workmanship. 

I won’t be so brash as to say it 
will come in the next two or three 
years, but I’m willing to bet it 
won’t take another 19 years to 
bring this thinking to fruition. 
From a time element, much will 
depend upon how soon the car and 
truck manufacturers can regain 
control of manufacturing and in- 
spection again and by some wonder- 
working miracle bring back the lost 
pride of workmanship that used to 
be common in the industry. 

Plymouth-DeSoto-Valiant has al- 
ready extended its warranty to fleet 
users on three components—en- 
gines, transmissions and axles—for 
18,000 miles or one year under cer- 
tain specified conditions. 

* * * 


Pre-Delivery Remedy 
CH of the cause for customer 
complaint can be cured before 
the customer gets the car or truck 
but it will take a revolution in the 
current marketing methods of most 
dealers to get this. accomplished. 
(Continued on Page 24, Col, 1) 





As Result of 12-12 Warranty ... 





{mericas Motor Vehicles 


More Owner Loyalty Predicted 


ILE the announcement of the 
12,000-mile, 12-month warranty 
by Ford rocked the industry and 
sent its competitors into night-and- 
day sessions to organize their ver- 
sion of the same basic warranty, 
it was nothing new to those on the 
inside of the factory-dealer-custom- 
er relations picture. 

In fact, the only true surprise 
was that one of the car makers 
didn’t explode the bomb a year 
or more ago. 

As a matter of fact, the 12-12 
warranty has been in effect as a 
factory-to-dealer agreement since 
1941 when General Motors an- 
nounced it to its dealers. 

Other factories nearly gave the 
12-12 warranty to the customer 
about a year ago. 

* * 


OR is the reason for the 12-12 
warranty any mystery. 

It is another of a series of steps, 

each one taken with a certain 

amount of fear, aimed at protect- 





Special’ Hook-Up— 

When towing with a wrecker, the front 
and rear of all ‘61 Buicks may be lifted 
without damage to sheet metal, bumpers 
or trim by using a towing sling. The above 
picture shows the proper hook-up for the 
Buick Special. 


ing the reputation of cars and 
trucks once they get in the hands 
of owners. 

Manufacturers. are well aware 
of the upswing in conquest sales 
and the decline in repeat sales 
and owner loyalty. They blame 
this, in part, on the lack of prod- 
uct selling but also on the fact 
that the product is not always 
what it should be. 

It is estimated the new 12-12 
guarantee will boost factory war- 
ranty costs by about 10 percent. 
This would cost the factories an 
additional $25 million per year. 

Relations between dealers and 
customers with complaints have 
also been below par. 
* * * 


Improvement Needed 


7 answer to lagging owner 
loyalty then seemed to be a 
more generous warranty policy, 

The factories fully realize that 
in mass production there are many 
opportunities for substandard parts 
to slip by inspection, for mass-pro- 
duced parts to be below the quality 
standards set by test and for mal- 
adjustments to occur. 

Early in 1941, General Motors 
notified its dealers that it would 
replace any part or assembly 
that, due to faulty workmanship 
or material, had failed in its first 
year or 12,000 miles of operation. 
This was called a “policy” agree- 
ment. 

At that time, the industry was 
paying dealers 50 percent of the re- 
tail labor rate for replacing the 
part. But the factories found that 
the dealers needed more encourage- 
ment to pass the benefits of the 
agreement on to the customer. 

In July, 1953, the payment for 
such labor was raised to 65 percent 
of the dealer’s labor rate or the 
average labor rate of the area in 
which the dealer was located. 

+. - * 


Cr WAS found that this increase 
did not achieve the results 


Compacts Cause Lifting Problems 


rye year’s new compact cars| standard makes in the interest of | by the 1961 models. Variations or 
bring another crop of lifting} saving mechanic time. 


problems for the service shops. 

As the trend continues toward 
unitized bodies and carefully lo- 
cated lifting areas, dealers might 
as well get their shops equipped 
with the proper hoists, lifts and 
jacks to handle the current “prob- 
lem children” ag well as the 


As an example, the manufacturer 
of one of the new models, the 
Tempest, warns against using rail- 
type lifts under any conditions. 
Others call for adapters that will 
have to be modified in order to 
reach the recommended lifting 
areas. 

Several types of lifts are affected 

* * 


LIFT PAD MUST NOT INTERFERE WITH 


LEFT FRONT 





F-85 Lift Points— 


HAND BRAKE INTERMEDIATE LEVER 


LEFT REAR 


or 
Ua 
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RIGHT REAR 


adapters will be required on all to 
meet the recommended lifting spe- 
cifications. 

The types of lifts affected include 
the two-post axle contact, the stub- 
rail or fixed-posts type, the swing- 
arm or body and frame contact 
type, the “drive-on,” the portable 
single-post type and the portable 
arm-lift type. 

+ * * 
List Engineering Changes 
ae lifting problems are created 
by the differences in wheelbases, 
treads, road clearance, underchassis 
construction, accessibility to all 


components requiring servicing, | | 
and the wide variation in contact|! 


and placement points for lifting 
pads. 

Engineering changes causing 
these lifting problems include the 
transaxle in the Corvair and 
Tempest, rear-engine mounting, 
unitized bodies and the absence 
of lifting points on some models. 
Unless the vehicles are raised at 
specific lifting points, underchas- 
sis parts can be damaged. 

Among the vehicles with specific 
lifting instructions are the new 
Ford Econoline trucks. These ve- 
hicles should be raised with hoist 


The lift points on the Oldsmobile F-85 are easier to locate from the side of the car.| contact at front and rear axles, For 
The factory warns not to let the left pad interfere with the hand brake intermediate | front-end lifting, it is permissible 
lever. The F-85 should never be lifted at the front or rear bumper with any jack except| to lift from contact on the front 


the one furnished with the car. 


(Continued on Page 23, Col. 1) 





sought. On March 1, 1956, General 
Motors exploded the first real 
bombshell in the endeavor to give 
the customer protection from faulty 
parts or bad workmanship when it 
announced that it would pay 100 
percent of tht labor it took to cor- 
rect a legitimate customer com- 
plaint. 

Other car manufacturers quick- 
ly increased labor payments to 
100 percent of the dealer’s rate 


or the average rate of the city or 
area. 

During this period, most of the 
other car manufacturers joined GM 
in offering the 12-12 policy to deal- 
ers. 

The immediate result was a sky- 
rocketing in warranty costs which 
made every factory start investigat- 
ing its manufacturing processes, 
tightening its inspection programs 

(Continued on Page 23, Col, 3) 



















"Working’ Side of Plymouth Deal— 


This is the rear, or “working” side of the long, rectangular service building in the 
new Yeakel Plymouth Center, Downey, Calif. The parts department is on the other side. 
There are 20 stalls and more are to be added. In the foreground are Reid Parker, left, 
service manager, and Ron Shuken, general manager of the dealership. 
oa eS 


In Ultra-Modern Plymouth Deal... 
20 Stalls, More to Come 


DOWNEY, Calif.— A 300-foot- 
long parts-and-service building is 
the busy spot in the new ultra-mod- 
ern Yeakel Plymouth Center erect- 
ed on the former site of an orange 
grove. 

The 10,000-square-foot structure 
is under the direction of Roy 
Kooman, parts manager, and 
Reid Parker, service manager. 
The boss is Bob Yeakel, who is 
known as the “Lucky Dutchman.” 

The building has 20 fully equipped 
service stalls and more are to be 
added, according to Parker. He said 
each stall is equipped with “the 
most modern service facilities to be 
found anywhere.” 

A ramp leads to the roof of the 


* * * 





A Thing of Beauty— 


A fountain “dresses up" the front yard 
of Yeakel Plymouth Center, Downey, Calif. 
The showroom is a circular affair in which 
only one car is displayed, with other new 


models being displayed on the roof. 
Owner Bob Yeakel points toward the 
building. 





parts and service building, and this 
area is used for the display of new 
cars. 

A circular showroom and sales 
office building is adjacent to the 
long, rectangular service headquar- 
ters. On the perimeter of the dis- 
play area are the executive and 
sales offices and the 13 closing 
rooms. Seventy-two phone lines 
have been installed in the building. 

A high-ceiling, circular room is 
the “jewel case” for display of a 
single car, which rests on a thick 
carpet under recessed lights in 
the ceiling, 

In front of the showroom is a 
large fountain, The building has a 
million-pound, reinforced concrete 
roof which was cast on top of the 
concrete floor slab. It was raised 
hydraulically to its permanent po- 
sition in one piece. 

The dealership is in the shadow 
of exit and entrance ramps of the 
Santa Ana Freeway, and thus is 
only 12 minutes drive from down- 
town Los Angeles. 

A new shopping center is only a 
few blocks away, providing extra 
service possibilities from motorists 
who may want to have their cars 
serviced while they shop. 

The Yeakel showroom takes the 
place of what might have been a 
sidewalk area for the shopping 
center, flanking all entrances to the 
center and forming the street 
boundary of the center’s parking 
area, 


NEW PRODUCTS 
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Factories Issue Instructions .. . 


Compacts Cause Lifting Problems 


(Continued from Page 20) 


spring hanger bracket or the front 
bumper. 

Falcon lifting instructions are 
the same for 1961 as in 1960, Care 
should be used in driving the car 
onto a drive-on lift to make certain 
that the flanges are low enough to 
miss underchassis parts. 

On rail-type hoists, the front 
adapters must be positioned in con- 
tact with the Falcon’s lower sus- 
pension arms. Adapters also must 
be positioned under the rear axle 
to avoid damaging shock absorbers. 

* + * 

wo using a floor jack, the 

Falcon may be raised in front 
by jack contact at the lower arm 
strut connection, on the front cross- 
member or on the crossmember to 
which the stabilizer is connected. 
Either side of the rear may be 
raised by jack pressure on the rear 
crossmember, The operator, how- 
ever, should be careful not to put 
any pressure on the fuel tank, 

To raise the front of the Fal- 
con with a bumper jack, position 
the jack directly in front of the 
parking light. On the rear, the 
jack should be placed under the 
taillight, midway between bump- 
er attaching bolts. 

Operators and owners are cau- 
tioned never to attempt to raise a 
Corvair car or truck by placing any 
kind of a jack under either bumper 
nor try to lift the rear end by plac- 
ing adapters or pressure under the 
rear axle. For shop practice, there 
are two rear bumper liftholes by 
which the rear end can be raised 
with the proper lift. 

Four lifting areas are provided 
for hoisting the Corvair. The front 
lifting points are located approxi- 
mately 16% incheg back of the cen- 
ter line of the front axle, and the 
rear points are 62% inches in front 
of the center line of the rear bump- 
er. 

The Pontiac Tempest restrictions 
are perhaps the most stringent. 
Lifting instructions from the fac- 
tory emphasize that a rail-type lift 
must not be used because of possi- 
ble damage to certain underbody 
parts. 

* +” ad 


Owners Warned 


WNERS and mechanics are 
warned not to lift the Tempest 

by the bumper but to use the lift 
dimples located directly behind the 
front tires and immediately in front 
of the rear tires, Under no circum- 
stances may the car be lifted on 
differential carrier or transmission. 
The Oldsmobile F-85 should not 
be lifted at the front or rear 
bumper with anything other than 
the jack provided with the car. 
When using a frame contact 
hoist, the car should be lifted at 
the torque boxes where front and 
rear frame sections join the 
frame siderails or near the step- 


* * * 


Lift dimples in underbody 


Tempest's ‘Dimples’'— 

Pontiac warns owners and shop opera- 
tors not to lift the Tempest by the bump- 
ers. It is recommended that the car be 
raised by the lift dimples, shown in the 
above diagram, which are located behind 
the front tires and in front of the rear tires. 
Under no circumstances may the cor be 
lifted on differential carrier or transmis- 
sion. 


over rail. Care should be taken in 
placing the front support. 

All 1961 Buickgs may be raised by 
engaging the rear axle, front lower 
control arm or front crossmember. 
Caution: When lifting by the front 
lower control arm, the lifting pad 
must be located so that it does not 
contact the steering arm or link- 


age. 

The 1961 Thunderbird will have a 
new hook-type bumper jack for tire 
changes. Notches have been provid- 
ed in the front and rear bumper 
bars for properly locating the 
bumper jack. 

However, when raising the Thun- 
derbird with a twin or single post 
hoist, it is suggested that the rear 
axle be utilized for raising the rear 
of the vehicle and the lower sus- 
pension arms for the front. The op- 
erator is cautioned and instructed 
to position the hoist pad between 
the wheel and the steering stop on 
the front suspension. 

An alternate lifting location for 
the front end of the Thunderbird 
is the “horse collar” or front cross- 
member. 

+ +. * 
7 lifting requirements of the 
Rambler and American are well 
known to the trade, and the new 
models require the same degree of 
caution. The only difference is that 


Space Drawing 


the 1961 models feature built-in 
jack pads in front. 

Lifting requirements for the 
Dodge Lancer are the same as for 
the 1960 Valiant. 

Information and diagrams for 
lifting by hoists can be obtained 
from the Automotive Lift Institute 
or from any hoist manufacturer. In 
addition, full information on this 
subject is provided in shop man- 
uals. 

It will pay the dealer to make 
certain that the hoist and jack 
equipment he provides for his serv- 
ice shop is designed for the cars he 
will be servicing. This will elimi- 
nate the time his mechanics waste 
trying to work on compacts with 
outdated equipment. 


RECOMMENDED LIFTING AREAS FOR THE 
SPECIAL ARE OUTLINED IN WHITE 


Buick Outlines Lifting Areas— 


Lifting areas on many of the new compact cars are crifical. Unless great care is used 
in locating the jacks in the proper position, underbody parts can be damaged. In the 
new Buick Special, shown above, caution should be exercised in making certain that 
the lifting pads do not contact the steering arm or linkage. All hoist lifting pads and 
adapters must make contact in the areas outlined in white. 


More Owner Loyalty Predicted 


(Continued from Page 20) 
and checking its purchasing proc- 


esses. 
* * 


* 

[ industry rocked along on 

this basis, gradually getting its 
warranty expense more in line with 
reality until] January, 1959, when 
the fleet division of Plymouth-De- 
Soto-Valiant came out with a 12-12 
warranty for fleet owners. This 


Is Nov. Il 


For Pacific Auto Show 


LOS ANGELES.— The race for 
space quickens as Automotive Serv- 
ice Industry manufacturers and 
wholesalers prepare for the 1961 
International Automotive Service 
Industries Show. Co-featured is the 
13th Annual Pacific Automotive 
Show and the first to be held in 
the Los Angeles Memorial Sports 
Arena and Portico Annex, Feb. 16- 
19, 1961. 

Show President J. K, Wilkinson 
reports that hundreds of space 
applications have been received 
and that more than a thousand 
booths will be filled with new 
parts, tools, equipment, supplies 
and accessories. 

The drawing for booth space will 
begin at 1 p.m. Nov. 11, in the 
Rodger Young Auditorium, 936 W. 
Washington Blvd., Los Angeles. 

Hotel and motel space will soon 
be at a premium in spite of the 
huge facilities offered in the Los 
Angeles area, according to Howard 
B. Weaver, chairman of the hos- 
pitality and public relations com- 
mittee. Industry personnel planning 
to attend the Show and the national 
conventions and other events pre- 
ceding are urged to send reserva- 
tion forms immediately to the Pa- 
cific Automotive Show Housing Bu- 
reau, 714 W. Olympic Blvd., Rooms 
504-505, Los Angeles. 

Invitations to become Show 
sponsors have been issued to all 
automotive wholesalers through- 
out the 18 western states, West- 
ern Canada and Mexico. Whole- 
salers from outside these areas 
will be invited to participate. 

The Automotive Service Industry 
Assn. will hold its annual national 
convention Feb. 14-15 at the Bilt- 
more Hotel, Los Angeles. Also 
meeting will be the Motor and 
Equipment Manufacturers Assn., 
nine western Booster clubs, Booster 


Younger Levy 


Signs with Buick 


CHICAGO.—Joseph Levy jr., for- 
mer partner with his father in the 
Michigan Ave. Chrysler-products 
dealership, has purchased the en- 
tire assets of Bonnie Buick, nearby 
Evanston’s only authorized Buick 
dealership. 

The younger Levy was emphatic 
in telling Automotive News that he 
is no longer connected with Walton 
Motor Sales, Inc., and that his sole 
enterprise is the newly formed 
Walton Buick in the northern sub- 
urb. 

The dealership, formerly known 
as Bonnie Buick, wag operated by 
T. W. Hufstader, who died last 
July. Levy assumed ownership 
Sept. 17. 


Club International and Automotive 
Affiliated Representatives. 

On the Show’s executive commit- 
tee, ASIA is represented by Direc- 
tors Don H. Teetor, of Perfect Cir- 
cle, and Rollin McBurney, of Boggs 
& McBurney, West Los Angeles. 
MEMA is represented by H. D. 
Wexelberg, of Gross Mfg. Co., Mon- 
rovia, Calif. and Roy D. Adams, 
of Clayton Mfg. Co. 

Percy T. Lyon, of Barlow Motor 
Supply Co., Hollywood, is chairman 
of the credentials and floor commit- 
tee, and McBurney is chairman of 
the automotive trade attendance 
committee. Don Green, Los Angeles 
manufacturers’ representative, has 
been appointed chairman of the 
housing committee. 


Hitches for Boat Trailers— 


was the first breakthrough in mak- 
ing the policy what might be 
termed a warranty to owners. How- 
ever, it was still termed “policy” in 
its introduction to the fleet owners. 

Ford quickly followed this 

breakthrough and announced 

12-12 for its fleet owners and 

spelled out the details of the 

warranty in a booklet which was 
mailed to all fleet owners of rec- 
ord. 

Both announcements, however, 
retained the clause “the manufac- 
turer warrants each new vehicle 
manufactured by it to be free from 
defects in material and workman- 
ship under the standard warranty 
of 90 days or 4,000 miles, whichever 
first occurs.” 

* * * 


After Warranty Policy 


HIS was followed in the case of 

the PDV fleet division by the 
following: “AFTER WARRANTY 
POLICY—Reimbursement for ma- 
terial and labor expense will be 
considered if a factory responsibil- 
ity exists, for a period up to one 
year from the date of delivery or 
12,000 miles, whichever may occur 
first, for components of the follow- 
ing assemblies: Radiators, engines, 
transmission, front suspension, rear 
springs, universal joints, rear axle 
and steering gear. 

“Electrical units (with the ex- 
ception of batteries) are only 


“Customized” hitches for boat trailers are in greater demand this year because of 
the increased number of cars with unitized body construction. To meet the demand, 
Draw-Tite Mfg. Co., Belleville, Mich., has introduced a new line of hitches. According 
to the company, dealers should be certain that the hitch they install on a car is de- 
signed to take care of the stresses that will be placed on the frame and body of the 
car. A direct-hitch-to-frame attachment will allow the entire vehicle to pull the load, 
according to Draw-Tite. The firm's hitches are made in sizes for gross weights up to 


5,000 pounds. 


warranted for 4,000 miles or 90 
days, whichever comes first. Bat- 
teries and radios are warranted 
by their respective manufactur- 
ers, Carburetors and fuel pumps 
are also warranted for 4,000 miles 
or 90 days.” 

Ford was the first to announce 
the 12-12 warranty for all custom- 
ers. The new warranty follows the 
90-day, 4,000-mile warranty in many 
respects. The Ford announcement 
did not cover trucks or service 
parts, but does cover all 1961 cars. 
No 1960 cars were covered, 

Lamp bulbs, radio transistors or 
tubes, sealed-beam units, points, 
condensers and spark plugs, if de- 
fective, are covered by the new 
warranty. The warranty does not 
apply to tires and tubes or normal 
maintenance itemg listed or refer- 
red to in the owner’s manual. 

* * * 


ss replacement, cleaning, or 
adjustment of oil filters, fuel 
pumps, or spark plugs as a part of 
the maintenance operation are not 
covered by the warranty. 

Vendor-serviced items are cover- 
ed by the new warranty. Clocks and 
vacuum-type windshield wiper mo- 
tors are to be handled in accord- 
ance with the current manual, De- 
fective spark plugs are to be held 
by the dealer for replacement by 
the Champion Spark Plug repre- 
sentative. 

Items that were listed as being 
not eligible for warranty reim- 
bursement in the current manual 
are also not eligible for reim- 
bursement under the new war- 
ranty. 

In its instructions to dealers, 
Ford says, “It is clear that the ex- 
tension of the warranty to 12 
months or 12,000 miles increases 
exposure to maintenance types of 
repairs. This new warranty is in- 
tended to correct customer com- 
plaints of manufacturing defects 
only, and must not be represented 


AMC Joins Move 


ORD’S announcement of the new 

warranty was quickly followed 
by an announcement by American 
Motors that went beyond Ford’s 
in two respects. 

The AMC warranty not only cov- 
ers the mufflerg and tailpipes on 
1961 Ramblers for the lifetime of 
the car while in the hands of the 
original owner but also covers all 
1960 models “still within such war- 
ranty period.” 

General Motors was next to 
clinsb aboard the 12-12 train, Its 
warranty covers everything that 
ig covered in the Ford warranty 
and includes light trucks. 

Chrysler lost no time in offering 
the 12-12 warranty for cars only. 
Chrysler covers many of the parts 
formerly listed as maintenance 
items. The coverage, however, will 
be only for defective parts, similar 
to the Ford warranty in this re- 
spect. 

Studebaker-Packard, the last to 
step up to the 12-12 warranty only 
because the Ford announcement 
caught them in the midst of their 
field showings of the new models, 
not only meets the rest of the in- 
dustry on both cars and trucks but 
also goes along with AMC in ex- 
tending the warranty to '60 cars 
now under warranty and those still 
in dealer hands, 
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and their salesmen will have 
get back to product selling and 
holding sufficient profit in the sale 

that a thorough job of pre-deliv- 
service can be done on each 


a 


rf 


again is one of those “which 
first, the chicken or the egg” 
Dealers claim they have to 
deals to move cars and no one 
ibts but that most factories are 

every effort to increase 
t and sale. This means push- 
the dealer for “percentage of 
price class” or better, and that 
leads to loose selling. 

Now would be a good time for 
the smart dealer to give the cus- 
tomer the former standard 60- 
day, 4,000-mile warranty on his 
reconditioned used cars. I fully 
believe that this would tend to 
give that dealer an aroma of in- 
tegrity and reliability to all of his 
potential customers and not to 
just that portion who normally 
buy new vehicles. 

I was talking the other day to a 


cutie 


factory service manager who had 
sat in on a clinic of service man- 
agers from different lines of busi- 
ness. He said that if we think our 
service to the customer is on the 
shaky side, we ought to check on 
the household appliance industry 


Standard Auto Body 
Red-E-Service Merge 


HARTFORD, Conn. — Red-E- 
Service, Inc., and Standard Auto 
Top & Body Co. have merged and 
will operate as Red-E-Standard 
Auto, Inc., on or about Jan. 1, ac- 
cording to Paul Goldberg, presi- 
dent. 

He said the new firm has ac- 
quired property on High St. and 
will put up a two-story building. 
The first floor will have 13,000 
Square feet of service space and 
will include body-repair and paint 
facilities, a general repair depart- 
ment and a gasoline station, The 
second floor will house offices. 


and some other lines who sell 
through dealers who make no pre- 
tense of maintaining a service de- 
partment. 

Most of us know from experience 
that service on many household ap- 
pliance items is far worse than 
that offered by the least service- 
conscious car or {ruck dealer. 

+ * 


Why Profitless Service? 


F' COURSE, that does not excuse 
any automotive dealer from 
being so shortsighted that he 
doesn’t endeavor to service his ve- 
hicle owners and through his serv- 
ice, endeavor to keep his owners 
as customers. 

I for one just can’t understand 
why more dealers don’t see the 
value of providing good service and 
doing it at a profit. In practically 
every county of this nation and in 
every city, there are outstanding 
dealers who are demonstrating the 
profit value of good service. A deal- 
er only has to visit one or two of 
these dealers and see for himself 
what they do that he doesn’t. 

Richard S. Burke, operating as- 
sistant to the president of Sears, 

Roebuck, drops a few gems about 

service in a recent issue of “Small 

Marketers Aids” put out by the 

Small Business Administration. 


a 


ORR 
mem seh 


Even a 


mother-in-law knows 


the BEST INVESTMENT 


in tune-up equipment 





Any Shop can make is 


Let’s be frank about tune-up equipment and tune-ups. Until Simpson 
brought out the Auto Ranger units with “built-in brains”, tune-up equip- 
ment has been so #$@%¢**&! complicated you practically had to be a 
post-graduate automotive electrotherapeutic engineer to use it properly. 
As a result, the tune-up business is plagued with irate customers and 
Come-backs. 

Now things are different! 

The average mechanic, practically on sight, can do an accurate, fast 
job with the Auto Ranger. No need for interpretation of wave forms, 
scale multiplying or other brain-taxing, error-promoting procedures. 

On the TDI, (Tach, Dwell, Ignition tester), each flick of the knob sets 
up the circuit and the meter scale for a different test. Ignition and Car- 
buretor tests can be done in less than 5 minutes; and with only one 
hookup of leads! 

And best of all, the cost of Simpson equipment is as little as the down 
payment on most other tune-up equipment. 

Here is equipment that will make tune-up profitable in your shop... 
A complete line by the world’s largest manufacturer of electrical test 
equipment and panel instruments. 


If your mother-in-law looks like ours, and 


you have guts enough to prove it—you have our 


sympathy and we will send you a free gift! 







“As deep in debt as we already 
are, we would hardly notice the 
extra monthly payment.” 





In the following two paragraphs, 
he explains how employes tend to 
imitate the boss: 

“The attitude of your servicemen 
toward your customers is largely 
the result of what you, the owner- 
manager and also their boss, have 
taught them about service-minded- 


ness. Your service staff is not go- 


AUTOMOTIVE DIVISION 





ae to be any better than you make 
t. 

“If you complain about a certain 
customer in your serviceman’s 
hearing, or make derogatory state- 
ments about him in their hearing, 
you'll create an attitude of indiffer- 
ence or discourtesy toward custom- 
ers On your serviceman’s part. The 
result will be poor service and 


worse public relations.” 
* * * 


‘Advance Agents’ 


Ame in this pamphlet are two 

statements summing up the 
contents of this particular issue. 
Both are so well known that many 
of us are inclined to forget their 
importance at times. 

One is: “Clearly, good servicemen 
are made, not born. Just as clearly 
it is up to the boss, you, to make 
sure that your servicemen meet 
your high standards.” 


And the other: “Your service- 
men are your ‘advance agents.’ If 
they perform poorly, your organ- 
ization is likely to gain a bad rep- 
utation, But well trained, well 
liked servicemen, can boost your 
company prestige and profits.” 


Then there is your shop. Maybe 
your attitude toward your mechan- 
ics and your customers is fine, but 
is your shop the type that draws 
top mechanics because they like to 
work there? 

I am reminded of a story I wrote 
about a Los Angeles dealer who 
does a fabulous service business. 
While talking to the really busy 
service manager, I asked him if he 
had any difficulty getting good 
mechanics. 

He said no, that so many me- 
chanics come to Southern Califor- 
nia to live that hardly a week went 
by but he had from three to five 
mechanics come in asking for a job 
and he could take his pick. 

* * * 


Choosy Prospect 

HEN he told me about a top 

electrician and tuneup man who 
came in and whom he wanted to 
hire very much just from his rec- 
ord and bearing, but this man said, 
“Not so fast there, pardner, I'd like 
to look your place over and see if 
I want to work here before we close 
any deal.” 

So the service manager took him 
around the lot. Their service stalls 
are laid out in a U shape around 

a gas station and fast wash line, 
with each department set up in a 
separate building or part of build- 
ing. 

After the swing around the 
operation, the mechanic told him 
he wasn’t interested. The tools 
and equipment were so old and 
out of date and the working con- 
ditions so bad that this man felt 
he couldn’t make the kind of 
money he wanted to make nor 
hold customers. He felt it would 
be impossible to do the kind of 
work that would bring customers 
back. 


The service manager told me he 
didn’t get this man and that he 
was working right then for another 
dealer in. the same make of car 
just a short distance away. 

But I'll bet that the same out- 
moded tools and equipment still 
grace that dealership and that the 
20-year-old dynamometer that had 
then been rebuilt three times is still 
in the tuneup department. 

* 


New Test for Shocks 


MONROE AUTO EQUIPMENT 
recently came up with an idea 
for testing shock absorbers that is 
simple and should produce the re- 
placement of many wornout shocks 
that drive out of every dealer's 
shop door without either the owner 
or the servicemen knowing they 
need replacement. 

The idea ig to test the shocks as 
the car is being moved either in 
the shop or out to the parking lot. 
Simply get the car moving at about 
10 miles per hour, tap the brakes, 
let up, tap the brakes, let up as 
many times as the distance will 
allow. 

If this sets up a rocking motion, 
with the front dipping and the 
rear rising, it’s a cinch the shocks 
need replacing. In a car with good 
shocks the rocking motion will 
not be duplicated. That’s the 
clincher for the “Doubting Thom- 
as.” 





Cars left for lubrication or for 
Service can be tested as they are 
moved into the work stall or re- 
turned to the lot. 





-“- 





AUTOMOTIVE NEWS, OCTOBER 17, 1960 25 

















































































ake —Brake servicing. Contact Dick 
* * ° Stevenson, Ammco Tools, Inc., 2150 
ain Service Schools in Field || commenweatn ave. North Chr 
_ cago, Ill. Clinic type instruction 
ae Make and Open Sessions in Next Month Listed facilities available through 33 mo- 
ng, ; 4 bile units manned by factory-train- 
fer- By Vehicle, Equipment Makers ed technicians. Five-day, complete 
om- Z brake servicing course available 
The For Make Servicemen mane and South Bend by A. S.| starting Oct. 24. 
me DETROIT.—Here is the schedule | *!44¢r. JOHN BEAN DIVISION, Lan- 
of field service schools for the next} WHITE MOTOR CO. — Diesel) sing (A) Wheel alignment, wheel 
month—a regular feature of Auto-| School Oct. 24-28 (Cummins) and| balance, steering systems, Oct, 17 
motive News. Nov. 14-18 (Cummins). At the/andg 31; (B) Advanced wheel 
— AMERICAN MOTORS SALES White factory in Cleveland. alignment, power steering, advance 
the CORP.—Seven mobile training] — For All Servicemen — |suapensions and minor frame 
a a S eir respective instruc’) ALLEN ELECTRIC and EQUIP- ; vat : 
= the following: states Get, 2icNov, | MENT OO; Kalamazoo, Mich—| frame straightening and body align: 
° On a, a Tr H a “2 The Allen Power-Tune course, cov-| ment, Nov. 14; (D) Brake servicing 
° en ee Ohio: Unit|°™"8, diagnosis and electrical] oct. 24, Combined courses are also 
hen “f structor, Indiana ag ;_ Unit! performance troubles, includes offered. (ABC), Oct. 21-Nov. 18; 
rly 102, LeRoy Roberts, Pennsylvania| training on regulators, generators,| an) Oct. $1-Nov. 11: (BC) Nov. 
ake and New York; Unit 103, Harvey/ batteries, distributors, ignition cir- 7-18: (DA). Oct. 24-Nov. 4. . 
eet Dittberner, Pennsylvania and West/cuit and use of Allen scope. Also , , . - 
7 Virginia; Unit 104, Harry Rowe,| offered is the Allen PM Tune-Up|_ BEAR MFG. ©O., Rock Island, 
-— Wisconsin and Illinois; Unit 105,| school for learning the fundamen- | Hl.—School offers training in align- 
If Henry Shafer, Arizona and Califor-| tals of the tuneup business includ-|™ent, balancing and frame 
" nia; Unit, 106, Howell Hudson |ing servicing and merchandising. |straightening for four-week pe; 
. exas an ew Mexico, »| A nominal fee is charged. For . Ss 
a Lloyd Graves, Tennessee and Ar-| starting dates, contact the iocal| Nov. 7. Address all inquiries to E.| Young Mechanics Attend Chrysler Classes— 
=P kansas. Allen representative or write di-|™Miles Bacon, director, Bear Auto-| Young automotive mechanics probe into transmissions at the Chrysler Training Cen- 
CHRYSLER CORP.—During the/ rectly to Educational Department, motive Service School. ter, Anaheim, Calif. All entries in this spring's trouble-shooting contest, sponsored by 
period Oct. 21-Nov. 18, the five} Allen Electric & Equipment Co.,| BARRETT EQUIPMENT CO., St, | Plymouth and conducted with the cooperation of 58 schools in the Los Angeles area, 
ybe Chrysler Corp. training centers will| 2101 N. Pitcher St. Kalamazoo, | Louis, Mo.—Brake School—Theory, | the youths accepted a Chrysler invitation to attend special summer classes as an aid 
net offer comprehensive service-train-| Mich. principles and practical application. | to their vocational training. The Los Angeles contest was one of 16 held throughout 
a ing courses covering the latest fac- AMMCO TOOLS, North Chicago (Continued on Page 26, Col, 1) the country. 


+ tory approved service procedures 
_ for 1961 models. In addition to serv- 
ice procedures, instruction will 





ote cover theory, diagnosis methods, 
rho corrective measures, and the cor- 
>SS. rect use of the latest special tools 
usy and equipment. These service train- 
he ing courses are offered tuition-free 
0d to service personnel sponsored by 
Chrysler Motors Corp. dealers and 
ne- MoPar outlets. Chrysler training 
or- centers are located at: 26001 Law- 
ent rence Ave., Center Line, Mich.; 
ive 5500 Howard St., Skokie, iil.; 2930 
job Forrest Hill Drive, S. . Atlanta, 


Ga.; 401 Theodore Fremd St., Rye, 
N. Y., and 1111 N. Brookhurst St., 
Anaheim, Calif. 
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Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix 
distributors. The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 

DeVILBISS CO., Toledo. — The 
following field schools in spray 
painting are being offered to job- 
bers by DeVilbiss Co. with Tony 
Stranges as instructor: Oct. 17-18, 
Spokane; Oct. 20-21, Walla Walla, 
Wash.; Oct. 24-25, Salt Lake City. 
Another jobber field school will be 
held Oct. 25-27 at Broad Ripple Le- 
gion Hall, 6379 College Ave., Indi- 
anapolis, Ind., with Irvin Thomas 
as instructor. For additional infor- 
mation, contact DeVilbiss Co., To- 
ledo 1, O., or any DeVilbiss repre- 
sentative in the cities where the 
school is to be held. 


ELECTRIC AUTOLITE CO., To- 
ledo—Specialized electronic se mi- 
nars are offered for students at 
leading schools across the country. 
They are devoted primarily to the 
impact of semiconductor technology 
upon the design of ignition and 
electrical systems, related compon- 
ents and accessories. For further 
information, write to the Electric 
Autolite Co., 511 Hamilton S&t., 
Toledo, O. 

INLAND MFG. ©CO., Omaha — 
School teaches all aspects of radia- 
tor repair and takes one to two 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St., 
Omaha 2, Neb., for additional in- 
formation. 


OKLAHOMA STATE TECH., 
Okmulgee, Okla, — An 80-hour 
course in specialized auto air con- 
ditioning is being offered. The 
course will include both theory and 
practical experience on the instal- 
lation and repairing of the latest 
equipment. George Mitchell will be 
the instructor. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located at Stratford, Conn. 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 a.m. to 4 p.m, All 
phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 


LOOK! 69: 


WINDSHIELD 
WASHER 
ANTI-FREEZE 


and SOLVENT 
(rust inhibiter added) 
Keeps washer, lines and 
nozzles open and free- 
flowing even at 10 
below. Removes thin 
ice and frost on wind- 
shield. Won't harm car 
finish, metal or rubber. 
Big 16-oz. can selis for 
only 69¢c-——far below 
competitive products. 
if jobber can't supply, 
order direct. 


ANTI-FREEZ! 


The LAS-STIK Mfg. Co. 


HAMILTON, OHIO 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 
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overhauls of all types of both new 
and old brake systems will be 
covered, Personal instruction is 
augmented by a technical sound, 
color, motion picture showing ad- 
justment procedure and trouble 
shooting procedure as well as 
changes made in 1960 brakes. 
Individuals who successfully com- 
plete the course will receive a cer- 


White Most Popular 
For Car “Throw Rugs’ 


WOOSTER, O. — White now is 
the most popular color for auto 
“throw rugs,” according to William 
F, Coulter, sales vice-president for 
Rubbermaid, Inc. 

For the first time since the 
Wooster company introduced Kar- 
Rugs early in 1947, white has be- 
come the No. 1 seller, squeezing 
past perennial favorite colors of 
red and black, he said. 


~You can listen to this U.S 


tificate showing that they are qual- 
ified to work on all types of auto- 
motive brakes, The course will be 
conducted by A, D’Andrea, director 
of service training. For further in- 
formation, write to J, W, Hefferon, 
Raybestos Division, Bridgeport 2, 
Conn, 

SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
test equipment operation and 
tuneup. Two 32-hour evening 
classes are to be held each month. 
Courses will be conducted in Sun’s 
Automotive Division Training 
Center, Harlem and Avondale Aves., 
Chicago, Ill. For further details, 
write R. C. Heidrich. 


SUNNEN PRODUCTS CO. St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 

|instruction available without obli- 
gation throughout the nation, con- 
tact A, Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 

THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 


Cadillac 75 Violates 


Ontario Width Law 


OSHAWA, Ont.— General Mo- 
tors officials frantically attempt- 
ed to find some way of shaving 
three-fifths of an inch off the 
width of their prestige car, the 
"61 Cadillac Fleetwood 75 Lim- 
ousine. 

If they don’t come up with a 
solution, the plush limousine, sell- 
ing at an average price of about 
$16,000, will have to sport amber 
and green truck lights on its left 
front and rear fenders. 

Under Ontario law, the legal 
width limit for a car is 80 inches. 
Truck lights are required over 
that limit. The new Fieetwoods 
are 80 and three-fifth inches wide. 
Fines of $50 to $300 may be im- 
posed on car dealers selling the 
limousine without the lights. 


various times during the year, de- 
pending upon the demand. 
UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 


mir 


tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio, 
Guide-Matic and Twilight Senti- 
nel), (4) automatic transmissions 
(Hydra-Matic), (5) Delco standard 
hydraulic and power brakes. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, N. 
C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 

WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from _ installations. 
Harry Liebendorfer is conducting 
the clinics. 

WEAVER MFG. DIVISION, 
Dura Corp., Springfield, Ill., offers 
a complete wheel-alignment in- 
struction course, Classes will be 
conducted in the company’s labora- 
tory garage Nov. 7-11. A one-week 
advance notice is required, Address 
all inquiries to 2171 S. Ninth St., 
Springfield, Tl. 


TNmre neg) 
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Prebuilt Service Station— 


A prebuilt service station building that can be put into operation within two weeks 
has been developed by Alton R. Fairchild and Associates, Fort Worth, Tex. The unit, 
above, contains panel ray heat, insulation in roof, floor and side walls, two restrooms 
with fixtures, and jalousied, floor length windows. The exterior is finished in bonded, 
baked enamel aluminum siding, and is available in three colors. Size of the unit can 
be varied to fit particular applications. The building also contains complete wiring 
and plumbing of more than 30 electrical outlets, meeting all electrical and plumbing 
codes. 


90 Factory Reps at School... 


Service Refresher at AMC 


DETROIT.—One of the automo- 
bile industry’s major programs is 
to keep its service personnel 
abreast of the many technical im- 
provements on each year’s models. 

Millions of dollars are spent an- 
nually by the automobile compa- 
nies to insure car buyers of top 
quality service, 

One such program has just got- 
ten under way in Milwaukee 
where 90 factory service repre- 
sentatives of American Motors 
Corp. began their annual “re- 

” course. In all, the com- 
pany will conduct three week- 
long sessions with a total 

attendance of about 270, 

After completing the course, each 
service representative then will 
begin the rounds of training the 
Rambler mechanics under his jur- 
isdiction on the technica] changes 
in the 1961 Ramblers. 

This is a never-ending job con- 
sidered so important by American 
Motors that it gives each Rambler 
mechanic three two-day courses a 
year, a schedule made possible by 





the use of mobile service class- 
rooms. 

These unique units are 35-foot- 
long air-conditioned trailers com- 
pletely equipped as service schools. 
Each trailer has work benches for 
12 men. 

Actual parts, such as engines, 
transmissions, air-conditioning sys- 
tems, power steering and power 
brake units are worked on in the 
classrooms. Also included in each 


Montana Dealers Air 


Proposed Legislation 

BILLINGS, Mont. — Automobile 
dealers from Great Falls met joint- 
ly with the Billings Automobile 
Dealers Assn. to discuss proposed 
laws for the coming session of the 
State Legislature. 

Harold Ruth, secretary of the 
Billings group, said dealers were 
primarily interested in car assess- 
ments and licensing practices. Cars 
now are assessed as stock and 
again as individual automobiles. 








U.S. Royal Tires are pressure-tempered 


ae 


during production. And this extra 


curing time, which accurately pre-shapes the tire to the proportions it will 
assume in use, is clocked right down to the second. You could count the tics 
and the tocs on a clock, Pressure-tempering is just one of 234 controls 
that safeguard the quality and assure the performance of U.S. Royal Tires. 





BS , : 
*Low Profile” is United States Rubber Company's trademark for its lower, wider shape tire. 


U.S.ROYAL 





LOW PROFILE 





TKS United States Rubber 


Rockefeller Center, New York 20, N.Y. 


“TIRES 





mobile unit is a projector for show- 
ing training films. 

Following the classroom segment 
of the school the mechanics work 
on a car housed in a canopy at- 
tached to the trailer. The car has 
built-in malfunctions which must 
be discovered and corrected. 

Five mobile units were put into 
service a year ago and two more 
are in the completion stage. Since 
the mobile program first started 
some 7,500 mechanics have com- 
pleted courses. The schools have 
travelled a total of 65,000 miles. 

J. F. Buck, service promotion and 
training manager, is in charge of 
the mobile school program. 

“These mobile classrooms make 
it possible to bring the school to 
the service personnel, rather than 
having them travel to a station- 


“The 

the dealers like it and conse- 
quently Rambler owners benefit 
through better service—our ulti- 
mate goal.” 

The three-week Milwaukee ses- 
sions for factory service personnel 
are under the supervision of F. H. 
Brodek, technical service manager. 

All classes will be conducted in 
the mobile schools to familiarize 
the factory personnel with the 
trailers and their equipment. In the 
past these annual meetings were 
conducted in the Milwaukee Tech- 
nical Service center. 


3 Buyers of Cars 
From Defunct Deal 
Sue to Get Titles 


DAYTON.—Three Dayton resi- 
dents who purchased cars from a 
bankrupt Buick dealership in near- 
by Franklin have brought suit to 
obtain titles from Commercial 
Credit Corp., which floor-planned 
the vehicles. 

Two of the suits also named 
Buick, the auto firm vio- 
lated the Ohio title law by allow- 
ing the certificates of origin and 
the cars to become separated. The 
cars went to Ruppert Buick Co. and 
the certificates to Commercial 
Credit. 

The finance firm, in suits against 
the three buyers, asked for the 
ears’ return by claiming prior right 
to them. The firm gaid the Ruppert 
concern hadn’t paid for the cars 
sold to the trio. 

The buyers argued that they had 
paid Ruppert Buick with cash and 
tradeing and that they had been 
deprived of the right to drive the 
cars because Commercial Credit 
failed to turn over the titles. 

Under the Ohio title law, owners 
cannot obtain license plates without 
submitting the title. 

Meanwhile, Edward Ruppert, 
owner of the dealership, has been 
sentenced to four terms in the Ohio 
Penitentiary as a result of similar 
charges filed against him by four 
Middletown (O.) residents, 


Renault Center Makes Bow 


BURLINGTON, N. C.—Lilien & 
Lee Motors, Inc., has opened its 
new Renault Center (Renault-Peu- 
geot) at 3539 N. Church St., across 
the street from its main building, 
where Oldsmobile, Cadillac and 
Rambler are handled. The firm is 
headed by Ben R. Lilien, 


LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 


Model 5-58 Shown on Falcon 
Dealer Cost, $26.70 
(Clamp-ons from $14.85) 
Send for Details on Your Make 


CAMELL c-. 


HUbberd 9-9651 
63 Se. State St., Hackensack, N. J. 
DISTRIBUTOR INQUIRIES INVITED 
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Roundup from State Capitals... 





Legislation Affecting Auto Industry 


By Bethune Jones 

Legislative Correspondent 
A NEW era of toll financing of highway, bridge and tunnel 
projects is in its incipient stages, accompanied by a trend 
toward the supporting of toll revenue bonds with highway- 
user tax revenues or other 
state funds in order to make 


such securities more attractive to 
investors. 


number of states for urgently need- 
ed major projects. 

Kentucky’s Turnpike Authority 
recently authorized its chairman, 
Gov. Bert Combs, to proceed with 
plans for the sale of $50 million to 
$60 million worth of revenue bonds 
to finance construction of a 75-mile 
toll highway from Winchester to 
Salyersville. 

This project will be a four-lane 
trunk route for the 43 miles from 
Winchester to Campton, with a 
32-mile, two-lane northern arm 
from Campton to near Salyers- 
ville. An additional two-lane arm 
from Salyersville to Pikeville will 
be a freeway, as will the entire 
southern arm from Campton to 


Giving impetus 
to the revived in- 
terest in the pos- 
sibilities of toll 
financing is the 
fact that progress 
under the Feder- 
al-aid highway 
construction pro- 
gram has been 
slower than origi- 
nally anticipated, 
with the result 

Bethune Jones that other means 
of financing are in demand in a 
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Whitesburg. Federal aid, on a 
50-50 basis, will be sought in fi- 
nancing the freeway sections of 
the project. 

Financing of the toll sections will 
be handled under a 1960 Kentucky 
law which provided for the creation 
of the pike authority and empow- 
ered it to issue bonds for the con- 
struction of toll highways for lease 
to the state under conditions de- 
signed to amortize the bonds. 


The new Kentucky toll financing 
law set up certain revenue supple- 
ments that, when added to toll re- 
ceipts, are expected to retire the 
revenue bonds. These include: Five 
cents of the 7-cent state tax on gas- 
oline consumed on Kentucky toll 
roads; rental from such state-own- 
ed roadside concessions ag filling 
stations, restaurants and motels, 
and maintenance of the projected 


in factory 


toll roads at the expense of the 
State Highway Department, 
* Ba + 


K Sten also plans to build 
a toll road through the western 
part of the state. This project, on 
which engineering was started, 


would run some 120 miles from the 


vicinity of Elizabethtown to the 
vicinity of Princeton. 

Oklahoma has been working on 
plans for the financing of new toll 
roads through the southwestern and 
eastern parts of the state. The 
southwestern project, which would 
cost an estimated $57 million, would 
run from Oklahoma City to Wichita 
Falls, Tex., via Lawton. The pro- 
posed eastern pike, to cost some $30 
million, would run from McAlester 
to Henryetta. A traffic and earnings 
report, however, recently gave a 
pessimistic picture of the prospect 
for the eastern project. 

The Oklahoma projects were 
planned under a 1959 toll road en- 
abling act under which the state 
can set aside up to $1 million a 

year in taxes on gasoline con- 
sumed on the state’s present turn- 
pike system for a trust fund to 
underwrite interest payments on 
revenue bonds for the new pikes. 
In Florida, plans for extension of 
the Sunshine State Parkway from 
Fort Pierce to Orlando were can- 
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ALPHA-CRYL 


ALPHA-CRYL? 


This is the only finish available 
for refinishing work which will 
match—in beauty, durability, 
and gloss retention—every 1961 
original-production enamel and 
acrylic finish. (Left: No loss of 
gloss after many years.) 


Detroit 10, Mich. 


Grand Rapids, Mich. 





RINSHED-MASON COMPANY 


Anaheim, Calif. 


Windsor, Ontario, Canada 


WOLVERINE FINISHES CORP. 


e Morganton, N.C. 


Manufacturers of paint finishes and 
special coatings for the automotive, fleet, 
farm implement, aircraft, appliance, 
furniture, marine, mobile home and 
other industries. 


There's an R-M Jobber near you! 








celled by the State Turnpike Au- 
thority because financial arrange- 
ments were unsatisfactory to Gov.- 
nominee Farris Bryant. 

The Florida pike agency agreed, 
however, to seek a financing plan 
acceptable to Bryant. Meanwhile, it 
cancelled a contract it had made 
with the investment banking firm 
of Shearson, Hammill & Co., for the 
contemplated sale of an independ- 
ent $57 million revenue bond issue 
to finance the extension. The in- 
vestment firm agreed to continue 
to study the matter. 

* * a 

RYANT, who will take office as 

Florida governor in January, 
objected to the plan for an in- 
dependent bond issue for the toll 
road extension. He said he wanted 
to refund the $66 million in bonds 
still owed on the present toll high- 
way, which now runs from Miami 
to Fort Pierce. He then would float 
a new bond issue for the entire 
amount, putting the whole project 
under the same bond issue. 

Gov. LeRoy Collins, who will be 
succeeded by Bryant, opposed 
the refunding proposal on the 
grounds that it could add as 
much as $33,732,000 to total costs. 
Collins previously had hoped to 
get the Florida pike extension 
started this year, but said that, 
in view of the circumstances, he 
would leave it for Bryant to un- 
dertake when he takes office next 
year. 

Maryland and Delaware are con- 
sidering plans to jointly construct 
a 62-mile, $140 million toll super- 
highway from Baltimore to the 
Delaware Memorial Bridge, which 
crosses the Delaware River between 
Delaware and New Jersey. The two 
states had planned previously to 
construct the new route as a free 
road and have spent a total of some 
$1.5 million on initial work. The toll 
financing is being studied in order 
to permit its completion faster than 
would otherwise be possible. 

No further legislative action is 
needed in Maryland to proceed with 
construction of its portion of the 
route as a toll highway. Maryland 
State Roads Gommission members 
have gone on record as favoring 
such financing, if the project is 
found feasible for the sale of rev- 
enue bonds to provide the funds. 

ok * * 

ELAWARE lawmakers at this 

writing were still considering 
a bill to create a turnpike division 
in the State Highway Department, 
which would be authorized to issue 
turnpike revenue bonds for the 
purpose of paying all or any part 
of the cost of toll road construction. 
A favorable report on feasibility 
studies by engineering consultants 
also would be needed before the 
bonds could be sold. 

Meanwhile, the Delaware Memo- 
rial Bridge Commission is proceed- 
ing with steps for engineering stud- 
ies and a feasibility report on a 
proposed second bridge over the 
Delaware River between Delaware 
and New Jersey. Such a span would 
cost approximately $120 million. 

The Louisiana Legislature ear- 
lier this year approved for sub- 
mission to the electorate in No- 
vember a proposed state consti- 

tutional amendment providing for 
the creation of a New Orleans 
Industrial Bridge and Tunnel Au- 
thority empowered to issue up 
to $20 million in revenue bonds 
to construct a toll bridge or tun- 
nel across the Industrial Canal 
at New Orleans. 

Rhode Island’s electorate is 
scheduled to vote in November 
on a state legislative measure to 
provide a state guarantee of $20 
million of a proposed $36 million 
revenue bond issue by the Rhode 
Island Turnpike and Bridge Au- 
thority to finance construction of 
a new toll bridge between James- 
town and Newport. 

In the state of Washington, a 
committee was recently created to 
study ways to finance a proposed 
toll highway through the Cascade 
Mountains at Naches Pass. The 
study group was set up at the sug- 
gestion of Gov. Albert Rosellini, 
who expressed optimism that the 
tunnel can be built. 

+ * + 

ERTRAM H. LINDMAN, con- 

sulting engineer of Washington, 
D. C., who prepared a preliminary 
report on the feasibility of the 
Naches Pass tunnel, said a sub- 
sidy of $8 million would be re- 
quired to make the project finan- 
cially feasible. The subsidy would 

(Continued on Page 29, Col, 1) 
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(Continued from Page 28) 

in effect on the span for 40 years. 
ting under way on a $20 million in-| The bridge thereafter will become 
ternational toll bridge linking the| toll-free with the exception of a 
United States and Canadian twin} possible small charge for mainte- 
cities of Sault Ste. Marie. nance. Opening is planned for 1962. 


be needed to supplement tolls, 
which he estimated would average 
about $1.50 for each vehicle. The 
project would cost $27,200,000, with- 
out including financing charges. 

Recent sale of a $200 million rev- 
enue bond issue by Virginia’s 
Chesapeake Bay Bridge and Tun- 
nel District cleared the way for a 
construction start on a 17.5-mile 
toll bridge and tunnel across lower 
Chesapeake Bay to replace ferry- 
boats now operating there. 

Scheduled for completion before 

Jan. 1, 1964, the crossing will link 

Chesapeake Beach, 15 miles from 

downtown Norfolk, with Wise 

Point on the southwestern tip of 

Virginia’s Eastern Shore. 

The crossing is expected to pro- 
vide additional stimulus for the 
economic growth of the Eastern 
Shore and Norfolk areas of Vir- 
ginia. It is designed to reduce 
Norfolk-to-New York City car and 
truck travel time by 70 miles and 
75 minutes. The route also will be 
more free of winter ice and snow 
than alternate inland routes. 

Meanwhile, construction is get- 


Rudolph Buys 
Old Chevy Deal 
At El Paso 


PHOENIX, Ariz.—Rudolph Chev- 
rolet, one of the largest and oldest 
Arizona Chevrolet dealers, has pur- 
chased Watkins Motor Co., of El 
Paso, Tex. 

Rudolph Chev- 
rolet President 
Cliff W. Wad- 
doups said the 
move “anticipates 
further growth 
and competition.” 

The Watkins 
dealership is one 
of the oldest in 
El Paso, founded 
by the late Sam 

©. W. Waddoups Watkins, who for 
many years served as both the 
Buick distributor and Chevrolet 
dealer. 

The history of Rudolph Chevrolet 
in Phoenix parallels that of the 
Texas outlet, having originally been 
set up as a Ford dealership but 
changing to Chevrolet 30 years ago. 
It was founded by Ed Rudolph. 

Jim Neesen, of Rudolph at Phoe- 
nix, was named as the new general 
manager of the El Paso dealership, 
which will be known as Rudolph 
Chevrolet, Inc. Neesen formerly 
headed truck sales in Phoenix. 

In broadening to an interstate 
operation, Rudolph Chevrolet an- 
nounced two new top-level execu- 
tive appointments for the Phoenix 
operation. Named as truck sales 
manager at Phoenix was Joseph 
Winn, moving up from 15 years in 
new-car sales ranks. 

Cc. C. Clark was named to head 
the Rudolph Insurance Agency and 
the Rudolph Finance Co., subsidi- 
aries of the parent company. 
Clark was formerly installment 
loan officer with the Bank of Doug- 
las at Phoenix. 


General Tire Net 


Suffers Decline 


AKRON.—Sales of Genera] Tire 
& Rubber Co. for the nine months 
ended Aug. 31, were $535,428,022, 
compared with $483,644,239 for the 
same 1959 period. 

Estimated earnings for the nine 
months of 1960 were $16,272,431, off 
from $20,320,567 for the same period 
in 1959. 

“Despite some recent favorable 
cost developments in crude rubber, 
our overall earnings reflect the in- 
flated rubber costs which have 
been prevalent since the beginning 
of this fiscal year,” said President 
M. G. O'Neil. “Increased labor costs 
also have contributed to our lower 
earnings, and the industry’s eroding 
price structure in the replacement 
tire market likewise has been a 
major factor in our results.” 


Lark for Michaelson 
BALTIMORE. — Michaelson Mo- 
tors, Inc., 5725 Reisterstown Rd., is 
this city’s newest Lark dealership. 






















































uA NING arrangements for upwards of $75 million in im- 


ing the summer through the sale 

of $16,250,000 in bonds—$7,850,000| Years to modernize its toll road 
taken up by the Ontario govern- . 
ment and $8,400,000 underwritten by ect : 

5 s§ are now in the active construc- 
six United States investment bank- tion or final planning stages under 
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ing firms. Another $3,750,000 will 
come from the Bureau of Public 


handled by the International 
Bridge Authority, which will repay 
investors from tolls which will be 


* * «* The Pennsylvania Turnpike 
Commission announced plans for 
the span were completed dur- provements during the next four 


About $25 million worth of proj- 


a five-year plan launched by the 


° Pennsylvania pike agency in Au- 
Ref erral Warning gust, 1959. These include a $12 mil- 
Issued in Florida lion tunnel at Allegheny Mountain, 


CLEARWATER, Fla. — The | 2 $7 million mountain bypass at 
Clearwater Better Business Bu- | Laurel Hill and $1.3 million for 91 
reau has issued a statement | Miles of medial strip guard rail. 
warning local residents to beware The Pennsylvania improvements Chevrolet Fleet Delivery— 7 | 


f “ are being spaced as funds become 

7 ie calieies lige Gar cient available, it was explained, because} Shown are members of the sales organization of the Samuel Harris Co., Chicago, f 
works, the BBB advised consum- |°f financial restrictions under two| % they take delivery of the company’s fleet of new Chevrolets. The fleet was purchased { 
ers te avoid ent ent into | Separate bond issues—one for con-| from Yarnall Chevrolet, Inc., Chicago. 
such forms of gimmick selling by | Struction of the toll highway west! Wongering how new-car and truck production and sales are making out? AUTOMO- 
buying from reliable dealers, of Valley Forge and the other for! rryp gives the entire story, plus many other pertinent facts concerning the 
ying the remainder of the pike system.| automotive industry, overy week throughout the year. 





NEW! CUSTOM-CRUSH* MEANS PERFECT 
SADDLE FIT, TOTAL HEAT TRANSFER 


CUSTOM-CRUSH is just one of the many features 
that make McQuay-Norris Bearings stand out. 
Longer engine life, less down-time are assured. 
CUSTOM-CRUSH means perfect saddle fit, com- 
plete heat transfer. 


* THE SPECIAL McQUAY-NORRIS CRUSH ALLOWANCE AT THE SPLIT LINES ASSURES PERFECT SADDLE FIT. 
ORIGINAL PRODUCTION BEARINGS HAVE A UNIFORM AMOUNT OF CRUSH BECAUSE ALL PARTS ARE 
NEW. REPLACEMENT BEARINGS SHOULD HAVE A SPECIAL CRUSH AT THE SPLIT LINES TO COMPENSATE 
FOR SADDLE WEAR AND DISTORTION. 


NWEW/ McQUAY-NORRIS“Alum-lined”engine bearings are available 
for late model engine applications. 


MORE THAN 6400 NUMBERS of all types 
a bearing for every need. 


They stand OUT because they stand UP/ 


McQUAY-NORRIS MANUFACTURING CO., ST. LOUIS *« TORONTO 
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Bias Bord: rite ‘Thunderbird, Masses: Comet and Lincola: 
Continental has been styled, designed, engineered and manufactured 
with three primary goals in mind: ©) Finest Guality: (2) Greatest Dura- 


bility; (3) Most Reliable Operation. 


Ss calli Stel a ot eas caacens oben Dis Wi pehiisve thse gcelle 
that the written warranty on all 1961 Ford’Motor Company cars is being 
extended to 12,000 miles or one full year, whichever comes first. 


No other American carries a warran like this. The previous 
Ford warranty, traditional in the industry, was for 4,000 miles or three 
months. 


We urge every prospective purchaser of a 1961 car to visit his Ford 
Motor Company Dealer and learn all about the Dealer’s new 12,000-mile 


or one-full-year warranty. 





President, Ford Motor Company 


ARRIVAL DATES: 


SEPTEMBER 29: The new Ford line. Sixteen all-new, full-size models with the classic 
Ford look, ranging from the value-leader Fairlanes to six new trend-setting Galaxies. 


OCTOBER 6: The 1961 Falcons and Comets. America’s most successful compact car com- 
bination from America’s largest producer of compact cars. 

OCTOBER 6: The new Mercury line, with completely new styling and wider range of models. 
NOVEMBER 10: Thunderbird, unmistakably new for 1961, yet unmistakably Thunderbird. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 








FORD FAMILY OF FINE CARS CLEARINGHOUSE e¢ NO. 209 OF A SERIES 


On September 30, 1960, Ford Motor Company 
made automotive history when 

Henry Ford II announced the first extended 
new-car warranty in the industry. As was 
predicted, others have followed our example - 
proving once more that Ford Motor Company 
provides the leadership that means more and 
better things first for our dealers 


and their customers. 


Another reason | why it’s great to be a dealer 
in the Ford Family of Fine Cars. 





Typical of reaction to Ford Motor Company’s 
announcement was this editorial appearing 
in The Detroit News, Wednesday, October 5. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 

Ford e Faicon e Thunderbird « Comet « Mercury « Lincoln e 

Lincoln Continental « English Ford Line « Taunus « 

Ford Trucks ¢ Farm and Industrial Tractors and Equipment e 

industrial Engines « Aeronutronic—Products for the Space Age « MOTOR COMPANY 
American Road Insurance Company « Ford Motor Credit Company 





The American Road Dearborn, Michigan 
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Pocket Kit has two steel gauges 
and a quick-reference selection 
chart. 


ANCHOR CLAMP—Secure anchoring of 
the Damage-Dozer Body and Frame 
Straightener to underbody ‘pinch welds” 
of unitized cars is said to be assured 
with the EK-30 anchor clamps announced 
by Blackhawk Automotive Division, 5325 
W. Rogers St., Milwaukee, Wis. Offered 
in right and left-hand models, model No. 
EK-229 and EK-230 respectively, the clamps 
permit pulling from the point of impact 
(down or out, to front or back) without 
damaging the car at anchor point, it is 
said. Besides using for pulling, the anchor 
clamps have offset holes for use with 
safety stands and support tube. With this 
setup shafts and radius bars are cleared 
while the car is kept level at all times, 
it is said. The clamps, which can be used 
singly or in pairs are attached by tighten- 
ing four cap screws. All time-consuming 
welding or brazing of tabs is avoided, it 
is claimed. 


RECORD PLAYER—The Norelco “Auto 
Mignon,” an automatic hi-fi record play- 
er especially designed for use in automo- 
biles, has been announced by the North 
American Philips Co., Inc., 230 Duffy Ave., 
Hicksville, N. Y. The Mignon plays all 45 
revolutions per minute (large center hole) 
records. Only one step using only one 
hand is required—a record is pushed 
into the slot—all operations thereafter are 
automatic. After the record is played, it 
automatically slides out of the slot for 
easy removal, it is said. Its compact size 
enables the “Auto Mignon” to be readily 
installed in any car. The car radio acts 
as the amplifier and power is supplied by 
the car battery. The “Auto Mignon” op- 
erates off six or 12-volt car batteries, and 
has a power consumption of only 50 milli- 
watts for negligible battery drain. Switch- 
ing from phonograph to radio or from 
radio to phonograph is done by pressing 
a push-button switch located on the front 
panel of the “Auto Mignon.” 

Ce. 2 





MAGNETIC LETTER SIGN—The Magnetic 
Letter Sign, designed for point of sale 
displays, has been announced by Magnetic 
Sign Division, Don Hall Co., 565 W. Wash- 
ington, Chicago 6, Ill. The background is 
made of heavy gauge steel with beaded 
edges finished in black crackle finish. The 
two folding easels make it possible for 
this panel to be set independently on the 
counter or shelves or hang flat against 
the wall or from the ceiling, it is said. 
The letters, numbers and symbols are die 
cut from extra heavy poster board coated 
with fluorescent color and plastic lami- 
nated. A permanent magnet is attached 
to the back of each letter and these mag- 
nets cling to the background. This makes 
it possible to have an infinite variety of 
layouts, it is said. 


UTILITY PAD—Shield Corp., 1107 Broad- 
way, New York, N. Y., has announced a 
station wagon and multiple use utility pad 
set. Said to fit all station wagons, the 
unit consists of two heavy gauge Boltaflex 
vinyl-covered 21 by 72-inch foam pads 
filled with an inch of solid urethane foam. 
Snap tabs allow adjustability to fit vari- 
ous’ sized wagons. Separated, the two 
pads may be used at the beach, as sleep- 
ing bag mattresses, tent floor, boat pads 
or aluminum chaise pads. The pad is 
unaffected by moisture and is permanently 
resilient, it is said. It folds or rolls for 
easy storage. 





WHEEL WASHER—California Car Wash 
Systems, Inc., 7265 Radford Ave., North 
Hollywood, Calif., has announced an au- 
tomatic wheel washer. This unit features 
independent steam nozzle control to con- 


serve steam . . . delivers maximum pres- 
sure and efficiency from each nozzle for 
controlied tire cleaning, it is said. Some 
of the specifications of this unit are: Two 


three-horsepower moisture-proof motors 
220/440, three phase; 1'%-inch shafts 
supporting all rollers; balanced rollers; 


chain drive enclosed in oil bath with dip 
stick and drain valve; interchangeable 
taper locked bushing sprockets to elimi- 
nate necessity for welding of sprockets 
to roller shaft; manual brush stop con- 
trol, and nylon brushes. The unit is avail- 
able in regular and foreign car models— 


six and eight rollers. 
ee 


Pocket Kit Computes 
Need for Valve Shims 


TUNEUP KITS—A line of engine tuneup 
kits has been announced by the Kal-Equip 
Co., Otsego, Mich. Kal-Equip has assem- 
bled its line of hand held automotive 
tuneup tools in its model 500 Tune-Master. 
The model 500 is housed in a white enam- 
eled roll-away stand, and will perform all 
of the steps of complete engine analysis, 





A wallet-sized kit which is said 
to let a mechanic do an accurate 
job of measuring the exact amount 
of shimming needed to restore ori- 
ginal valve-spring tension ig avail- 
able from Houser Engineering & 
Mfg., Inc., Bluffton, Ind. 


The No. 665 Valve Spring Gauge 


it is said. Added to the Kal-Equip line are 
a hand-held combination dwelli-tach tester 
that needs no preliminary setting or cali- 
bration before using and which also 
checks point resistance; a fuel pump tester 
that combines a fuel pressure gauge with 
a@ capacity flow gauge, and a remote start- 
er switch with a built-in light. 





TRANSISTOR RADIO — Soundex Radio 
Co., Brockton, Mass., has added three re- 
verse polarity models to its line of tran- 
sistorized radios. The radios are offered 
in pushbutton or manual models. Both de- 
luxe and economy models feature a five- 
inch speaker. They also feature jacks for 
separate speakers. They are adaptable to 
any 12-volt car with a negative or positive 


ground, it is said. 
+ * 





DRYING SYSTEM—California Car Wash 
Systems, Inc., 7265 Radford Ave., North 
Hollywood, Calif., has announced a multi- 
stage, volume-pressure drying system. 
Some of the specifications of the system 
are said to be patented noise-baffle de- 
sign; 28-inch water static pressure; air 
volume in excess of 8,300 cubic feet per 
minute for each nozzle, and two side noz- 
zles and one top discharge nozzle. Entire 
drying system is eight feet high. Specially 
designed air intake for each blower is 
said to permit maximum air flow. This sys- 
tem is available with three 30 horsepower 
or three 40 horsepower motors. 

ee 


DE-ICER—A triple-component chemical 
de-icer that is said to melt ice and snow 
on contact, yet is safe and harmless to 
concrete, metal, carpeting and asphalt tile, 
has been announced by Pace Products, 
Inc., 1609 Washington, Kansas City 8, Mo. 
Called Propellant 49, this de-icer builds up 
heat energy when moisturized, melts up to 
36 times faster than salt at five degrees 
Fahrenheit, and is 100 percent chemically 
active, it is claimed. Thus, after the melt- 
ing action, it leaves no residue, eliminates 
the possibility of track-in, and reduces 


winter cleanup maintenance, it is said. 


* * * 





SUNSHIELD — Vista-Visor 


sliding sun- 
shield has been announced by Vista-Visor, 


Inc., 6560 Cass Ave., Detroit 2, Mich. 
Molded of softly tinted plexiglas, the unit 
is said to reduce the glare by 90 percent 
and protects the driver and passengers 
from heat. The sunshield can be installed 
in 1959-60-61 models. 

oes 


Plastic Windshield Scraper 


Announced by Sinko 


A plastic scraper designed for 
snow and ice removal from wind- 
shields has been marketed through 
automotive chain stores and service 






















NEW PRODUCTS 


stations by Sinko Mfg. & Tool Co., 
7310 W. Wilson Ave., Chicago 31, Ill. 

The unit features an extra long 
handle and 5%-inch wide scraping 
edge. A saw-toothed edge “Power 
Grind” handle will chip away the 
thickest ice without scratching, 
says the manufacturer, and a rub- 
ber squeegie will cleanly remove 
rain and mist. ‘ 


SANDING PAPER — Development of a 
coated abrasive paper for wet sanding 
in the automotive refinish trade, has been 
announced by Behr-Manning Co., Troy, 
N. Y. Use of a stronger and harder ad- 
hesive bond with this ‘“Tufbak Durite” 
paper is said to offer much improved re- 
sistance to loading when wet sanding 
lacquers, enamels, acrylics, primers or 
putty. The adhesive, slightly less flexible 
than that used with earlier materials, re- 
duces operator fatigue because it requires 
less pressure on the work. The paper also 
possesses improved life when used with 
gasoline or other petroleum products, it is 
claimed. 


CARTONS — Official Products Co., 376 
Spring St., N.W., Atlanta 8, Ga., has an- 
nounced a “Big Three’’ bonus carton for 
its official polishing discs. The latest pro- 
motion entitles the dealer to three extra 
discs free with the purchase of a full 
carton. 





VACUUM CLEANER—Ace-Sycamore, Inc., 
Sycamore, Ill., has announced its line of 
Ace ‘'2-Motor" drum conversion units, de- 
signed for heavy-duty cleaning of all 
kinds. Four models are offered. Each model 
consists of a number of Ace components, 
or units, starting with model 155-PDT-Super 
which includes the complete set—two each 
power units, dust bags and support rods; 
one each cover, four-wheel dolly and 55- 
gallon steel drum. Other models range on 
down to the standard set made up of a 
cover, dust bag and support rod. Each 
model is available with a 1%, 2 or 3- 
inch diameter hose and a selection of over 
100 cleaning attachments. 


FELT TAPES—A line of pressure-sensi- 
tive felt sealing tapes has been announced 
by Presstite Division, American Marietta 
Co., 39th and Chouteau Ave., St. Louis 
10, Mo. Suggested uses are for sound- 
deadening, cushioning, dust and moisture 
seals, antisqueak and insulation. The three 
tape types are identified as the Presstite 
No. 500 series. Untreated felt with ad- 
hesive on one side and an easily removed 
protective backing is Presstite No. 500. 
Asphalt-treated felt with pressure-sensitive 
adhesive is Presstite No. 505. The third 
type is wax-impregnated felt, chromate 
treated, and is identified as Presstite No. 
508. The latter also protects against cor- 
rosion and fungus, it is said. 


* * * 





LIFT—Utilizing adjustable features that 
are said to permit fast, safe lifting of all 
cars at manufacturers’ prescribed pickup 
points, the Rotary Tire-O-Matic Mark Il 
lift is engineered to save time and labor 
in handling tire and brake work. Arms 
which pivot in an arc and telescope to 
shorten or lengthen their “reach” are 
compined with pickup pads that rotate 
360 degrees and adjust to three heights 
to achieve the flexibility required by avu- 
tomobile specifications, it is said. Only 
30 seconds is required to drive a car over 
the lift, position pickup arms and raise 
car to desired heights up to 18 inches, it 
is claimed. Rotary Lift Co., Memphis 2, 
Tenn. 





WASHER—Homestead Valve Mfg. Co., 
P. O. Box 348, Coraopolis, Pa., has an- 
nounced its Homestead Multi-Job Washer. 
Designed to fit the top of a 55-gallon 
drum, the unit is said to wash cars, clean 
motors and cooling systems, and many 
other jobs. Operated by electricity, the 
standard unit includes positive displace- 
ment pump, electric motor, heating coil 
and electric heating element, suction hose 
and strainer, gun, car-washing nozzles, 
and a motor-cleaning nozzle. 

eo. ae Ae 





TEST BENCH—Allen Electric & Equip- 
ment Co., 2101 N. Pitcher St., Kalamazoo, 
Mich., has introduced a generator-regu- 
lator test bench designed for use with 
the Allen Volt-Amp Tester. It permits pres- 
ent owners of the volt-amp tester to use 
their equipment for test circuits on the 
gen-reg bench. 
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Auto News in Brief 


NEW YORK.—Dodge has deliv- 
ered 225 specially-equipped Darts to 
the New York City police depart- 
ment for patrol and other police 
duties. 

The first of the cars, which in- 
clude a number of unmarked vehi- 
cles for special protective and es- 
cort assignments, have already 
been put into service by Manhattan 
precincts. The New York delivery 
was handled by T. D. Brislin, Dodge 
regional fleet sales manager, and 
Ace Auto Sales Co., Dodge dealer- 
ship in Brooklyn. 

* * * 


Auto Transport Absorbs 


N. J. Ford Haulaway 

CLEVELAND.—American Ship 
Building Co., Cleveland, an- 
nounces that its wholly-owned 
subsidiary, Automobile Transport, 
Inc., Wayne, Mich., has bought 
the assets of Automotive Convey- 
ing Co., Mahwah, N. J. The pur- 
chase price was not disclosed. 

Both Automotive Conveying 
and Automobile Transport are 
common carriers engaged in mov- 
ing new cars and trucks, primari- 
ly for Ford Motor Co. Automo- 
tive Conveying owns and operates 
a fieet of 215 trailers and 185 
tractors that transport Fords 
from Mahwah. 

Automobile Transport has 
terminals at Wayne; Lorain, O.; 
Wixom, Mich.; Hazelwood, Mo., 
and Buffalo. 

* 


* 


Army Awards Contract 


WEST HAVEN, Conn.—Arm- 
strong Rubber Co. has been award- 
ed a contract by the United States 
Army Ordnance Corps calling for 
the production of 42,800 tires. This 
contract ig in excess of $810,000. 

* oe a 


Chambers Marks Milestone 


NEW CASTLE, Pa. — Chambers 
Motor Co, (Chrysler-Plymouth), 
125 W. Grant St., has observed its 
35th anniversary as a retailer of 
Chrysler Corp. products, 

* * oe 


Ford Reserves Space 


For 1964 World’s Fair 


DEARBORN. — Ford Motor Co. 
announced it has reserved a seven- 
acre exhibit site at the New York 
World’s Fair to be held in 1964 and 
1965. 

Ford has participated in most of 
the major expositions staged dur- 
ing this century. A landmark of the 
1933 World’s Fair at Chicago was 
the Ford Rotunda. The Rotunda 
was moved to Dearborn after the 
fair closed, and has since become 
one of the top half-dozen tourist 
attractions in the country. 

+ * ed 


Giant Rambler Preview 
Slated in Puerto Rico 


SAN JUAN, Puerto Rico.—Puerto 
Rico’s Rambler distributor is stag- 
ing a giant preview of the ’61 
Ramblers here with an anticipated 
attendance of 250,000 persons. 

Gomez Hermanos, Inc., headed by 
Pedro Gomez, will take over the 
Escanbron beach club between Oct. 
15-23 for the display of 20 new 
Ramblers. During the introduction 
top entertainers will perform for 
visitors. 

aa * - 


Fuller Signs New Pacts 


With 37 Cadillac Dealers 


BOSTON.—Peter Fuller, presi- 
dent of Cadillac Automobile Co, of 
Boston, continued a 56-year tradi- 
tion by signing new five-year Ca- 
dillac dealer selling agreements 
with his 37 Massachusetts and New 
Hampshire Cadillac dealers. 

Cadillac Automobile Co, of Bos- 
ton is the oldest Cadillac distrib- 
utorship in the United States, hav- 
ing been founded in 1904 by Ful- 
ler’s father, the late former Massa- 
chusetts Gov. Alvan T. Fuller. 


Bower’s New Building 


Nears Completion 
DETROIT. — Bower Roller 
Bearing Division, Federal-Mogul- 
Bower Bearings, Inc., is working 
toward completion of the third 
major addition to its Detroit op- 
erations in recent years, accord- 


ing to Leo J. Kevitt, division 
er. 

The addition is a heat treat 
building, a 34,800-square-foot 
structure which stands on a 
three-acre property adjacent to 
the main Bower plant. A new, 
gas carburizor type, continuous 
heat treating line is now being 
installed in the new building. 

* * 


Parker Buys Out Howell 


Parker has become the sole owner 
of Matt Howell Motors (Dodge- 
Simca), 210 N. Marshall St. Parker 
bought an interest in the firm in 
1956 and had owned half the .busi- 
ness since 1958. He will operate as 
J. C. Parker Dodge. 


* * + 
Bowers Battery Is Building 


Plant in South Carolina 


GREER, S. C.—Bowers Battery 
& Spark Plug Co., Reading, Pa., has 
announced that construction is un- 
derway on a plant in Greer for 
making batteries. 

Executive Vice-President Alex- 
ander J. MacRae said the plant is 
being built on a 30-acre site, and 
production is scheduled to start in 
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Bear success formula 


WINS AGAIN! 
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Exterior of the Bennett's Shop in Bossier 
City, Louisiana. The building has been 
doubled in size since this photo was made. 
Note the business-building Bear Signs. 
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Customers drive over the 240 Scuff Testers Dave Bennett on the left, Chuck Bennett 
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Newest British Entry in U. S. Market— 

This is the British Jensen 541 R, two-door, four-seat sports sedan which is being 
introduced in the United States market. The car will be aimed primarily at buyers in 
the Cadillac, Buick and Oldsmobile class, the importer said. 








from “scratch” to °45,000 gross in 10 months 


Without previous experience! 


* HERE’S THE STORY: 


Dave and Chuck Bennett of Bossier City, Louisiana, are 
living proof that the Bear Success Formula works! 1oox at 
what they have accomplished in less than a year: 


* Netted 50.53% PROFIT—or $22,600 in 10 months! 
Grew from a 3-man crew to 6-man crew! 
Doubled the size of their original shop! 


Opened a separate heavy-duty truck shop! 
* Added a third Bear Rack and Telaliner Service! 


* Added a Bear Heavy-Duty Rack, a Truck Wheel 
Balancer and Heavy-Duty Drive-Over Tester! 


Both attended the Bear School in Rock Island! 
Do all work by appointment only! 


Get all their business from Bear Signs and 
two Bear Drive-Over Testers! 


* Figure their expansion program will increase gross 
profit by one half, or $6,700 per month! 





THE BEAR SUCCESS FORMULA WILL 
WORK FOR YOU, TOO! 


Equipment is only part of the Bear Success Formula... included 
with every Bear Service is training for your mechanics in the 
proper use of Equipment — organized working procedures — 
business promoting signs and advertising materials and a unique 
system for expanding your services as your business grows. 
In Bear’s “Success Formula” file are thousands of typical cases 
showing how shops of all sizes are making big money. These 
“Success Formula” stories contain countless profit-making and 
business-building ideas that you can put to use in your own shop. 
Bear will be glad to send you copies of these “Success Formula” 
Stories. Simply check the subjects in the coupon below in which 
you are interested, and mail Tropay. 


ke MAIL THIS COUPON FOR LIVING PROOF THAT WHEN YOU 


GO BEAR vou @O RIGHTS 


iN BEAR MPG. CO., Dept. A-10, Rock isiand, lilinois 
Without cost or obligation, send me the actual ‘Success Formula’’ Stories covering 
the following subjects: 
O Wheel Alinement Services © Frame and Body Straightening 
OC Wheel Balancing Services © Heavy-Duty Truck Servicing 
C Also include the new Bear Catalog 
NAME isin mine 
COMPANY. sina 
ADDRESS. 
CO RES ET 2S 











STATE 
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Lawsuits Affecting Dealers ... 





Court Decisions 


By Leo T. Parker 
Attorney at Law 

7 important advantage of a 

partnership business is that two 
or More persons may unite their 
money, labor, services and ability 
for the purpose 
of operating a 
busin 


ess. 

On the other 
hand, a real dis- 
advantage of a 
partnership 
igs that only one 
financially 
responsible part- 
ner is pe 
liable for the to- 
tal debts or obli- 
gations of the en- 





L. T. Parker 
tire partnership, providing the 


other partners are without assets. 

Recently, for example, a higher 
court held a single partner liable 
for payment of all debts of the 
partnership amounting to $75,000, 
although the partnership consisted 
of four partners. In this case, the 


other three partners were without 
finances. 

Moreover, a person who actually 
is not a partner may be held fully 
liable as a legal partner, if he does 
any act which leads persons to be- 
lieve that he is a partner. And, also, 
any one partner, without approval 
of the other partners, can make 
contracts which bind all partners. 
This is so although only the part- 
ner who makes a contract has in- 
vested no money in the partner- 
ship business, 

Nevertheless, there can be no 
legal partnership unless there 
Wag an agreement whereby the 
partners agreed to share in both 
profit and losses. 

For instance, in Morrow v. McCaa 
Chevrolet Co., 330 S. W. (2d) ‘722, 
the testimony showed these inter- 
esting facts: A man named Mor- 
row entered into a contract with 
McCaa Chevrolet Co. whereby he 
agreed to sell used automobiles and 
motor trucks owned by McCaa 


Chevrolet Co. and displayed on its 
lot. 

The contract stipulated that Mor- 
row was to receive one-half the 
profits derived from operation of 
the used-car business. However, 
there was no clause in the con- 
tract in which Morrow agreed to 
be responsible for one-half the fi- 
nancial losses. 


+ * 
Dealership Is Sued 


OMETIME later Morrow sued 

McCaa Chevrolet Co, for $25,000 
damages because McCaa Chevrolet 
Co. had “dissolved” the partner- 
ship. 

Also, he asked the court to com- 
pel McCaa Chevrolet Co. to pay 
him the agreed one-half profits 
earned by operation of the busi- 
ness. The higher court promptly 
held that no legal partnership ex- 
isted, and said: 

“Morrow never claimed to be a 
co-owner of the business but that 
he only was to receive 50 percent of 
the profits for his services. We 
have held that the sharing of prof- 
its alone does not make one a part- 
ner. Mere participation in the prof- 
its and losses of a business, alone, 


Chevy's Youngest? 


Gechithly First Venture 


For Owner, 26 


MONTGOMERY CITY, Mo— 
Who is the youngest Chevrolet 
dealer in the United States? 

A good candidate is Morton 
Glazer, co-owner of Courtesy Chev- 
rolet Co., who is 26 years old. This 
is the first business he has owned, 
he said. 

Glazer came here from Kansas 
City, where he was in the city’s 
law-enforcement department. He 
bought Courtesy four months ago. 
His partner, Harold Johnson, also 
is a newcomer to auto retailing. 

Glazer said he had more than 
doubled the company’s sales vol- 
ume. Its former potential was 40 
cars a year, Glazer said, but in the 
first month, he sold 44 cars, 38 the 
second month and 57 the third 
month. He said he expects to set 
new records with the ’61s. 


partnership exists, depends upon 
the contents of the contract into 
which they enter, construed in 
the light of all the facts and 
obtain, 


would not make the participant a| circumstances that 


— 5 . a 
This higher court went on 
explain that whether, in fact, a 


For comparison, see the late and 
leading case of H. C. Nelson Co. v. 
Seaboard Co., 269 Fed. (2d) 882. 
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This higher court held that one 
Nelson was not a lawful partner, 
and said: 

“There is no showing that Nel- 
son was to participate in the profits 
or losses arising from any of the 
contracts, or that he made any 
contribution of capital or contri- 
buted any services except in the 
capacity of an employe. We find no 
substantial evidence to support the 
finding that Sidney Nelson was a 
partner in any of the relevant 
transactions.” 

* * 


Informer Not Named 


ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: Is the United 
States government required to dis- 
close where it obtained information 
which led its agents to stop, search 
and seize an automobile transport- 
ing narcotics or untaxed whiskey? 

Last month, a higher court an- 
swered this question in the nega- 
tive. 

For example, in United States 
v. Carey Automobile Co., 272 Fed. 
(2d) 492, it was shown that Carey 
Automobile Oo, sold a white 
Chevrolet Impala to one Margar- 
et Baggett. The terms of the 
conditional sales contract reserv- 
ed title in the seller or anyone 
to whom the seller assigned the 
contract. The sale was financed 
through General Motors Accept- 
ance Corp., and the conditional 
sales contract wag assigned to 
GMAC. 

Before the sale, Carey made some 
inquiries concerning the record and 
reputation of Margaret Baggett, 
but a more extensive inquiry would 
have shown that Margaret Baggett 
had a reputation and record for 
transporting non-taxpaid whiskey. 

One day, an informer gave in- 
formation to two agents of the Al- 
cohol Tax Unit that the above men- 
tioned automobile was being used 
to transport untaxed whiskey. Soon 
afterward the agents stopped on a 
narrow country road to allow an 
approaching automobile to pass. 
When it did, the agents recognized 
the automobile as the one describ- 
ed by the confidential informer. 

7 * * 


Car Stopped, Searched 


YY recognized also the driver, 
Vernell Graves, and the only 
passenger, Margaret Baggett. The 
agents noticed that the vehicle was 
Sagging in the rear and appeared 
to be heavily loaded. They overtook 
the car, blocked the road, and forc- 
ed the Chevrolet to stop. There was 
a bottle of moonshine whiskey in 
the front seat. After some protest, 
the driver gave the ignition key to 
the agents. 

The agents searched the car 
and found 52 gallons of nontax- 
paid whiskey in the trunk of the 
car, There was a loaded pistol in 
Margaret Baggett’s coat on the 
back seat. The agents arrested 
Margaret Baggett and Vernell 
Graves, The automobile and pis- 
tol were seized. The whiskey was 
destroyed, 

An appeal was taken to the 
lower federal court on the grounds 
that the seizure was illegal because 
the government refused to disclose 
the identity of the informer. The 
lower court held that the search 
and seizure were illegal, and de- 
clined to declare the automobile 
forfeited to the United States. 

The higher court reversed this 
decision and held that the govern- 
ment can confiscate the automobile 
whereby Carey and the finance 
company will lose the amount of 
money due from Margaret Baggett 
on the automobile. 


Alemite Enjoins 
Wis. Price Cut 


MILWAUKEE.—An order re- 
straining More-Way North Corp. 
and Harry Strumm and Max 
Schlatter, “ache business as co- 
partners, from advertising or sell- 
ing Alemite chemical products at 
less than the retail resale prices es- 
tablished by Alemite Co, of Wiscon- 
sin, Inc., has been entered by Mil- 
waukee County Circuit Court, 
under provisions of the Fair Trade 
Act of Wisconsin. 

The Alemite Co. of Wisconsin 
had sought court action under pro- 
visions of the Fair Trade Act in 
the matter of retail prices at which 
the defendants sold Alemite CD-2 
moter oil additive. The Alemite Co. 
had established retail resale prices 
pursuant to the Fair Trade Act and 
its fair trade contracts. 
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Highways & Safety 





Actual driving tests during the 
harshest mid-winter conditions pro- 
vide the data for two new booklets 
issued by the National Safety Coun- 
cil to help drivers of both trucks 
and cars overcome the hazards of 
winter driving. 

“Keep Rolling with Safety in 
Winter Weather,” aimed at the 
driver of trucks, buses and com- 
mercial vehicles, outlines the six 
major hazards of winter driving, 
including increased braking dis- 
tances and the effect of tempera- 
ture on starting and stopping. 

Test facts on jackknifing and its 
prevention, as well as maintaining 
control in skids, are explained in 
detail. Use of tire chains is dis- 
cussed—and strongly urged. 

For car drivers, “Be a Winter 
Winner” offers in nontechnical 
terms tips on safe winter driving. 
Research-obtained information re- 
lates the best method of starting, 
stopping and maintaining traction 
while travelling through snow and 
ice. Again, tire chain use is em- 
phasized. 

An 11-point checklist of essentials 
for preparing vehicles for the peri- 
lous winter driving season is in- 
cluded in both booklets. Both con- 
tain charts and drawings—and 
clear up a number of common mis- 
understandings about cold weather 


driving. 
* * 


Driver Training 
Grows in Ontario 
Despite Opposition 


Battle lines have been drawn in 
a fight over whether Ontario high 
schools should teach students how 
to drive. 

On one side are top educators 
who say it has no place in the 
schools, On the other are the On- 
tario Safety League and a growing 
group of school trustees and teach- 
ers who favor it. 

Despite the opposition, 15 more 
Ontario high schools have added 
driver-training this year, bringing 
the total to 55. Metro Toronto is 
the outstanding holdout. 

The Ontario Education Depart- 
ment pays half the $6 an hour the 
teachers receive, and does so on 
the basis that driver courses are 
night courses. But instruction is 
given in the daytime, although 
mostly after school hours. 

Driver training will cost taxpay- 
ers about $150,000 in Ontario this 
year, an average of $30 per pupil. 

~ * 7” 


Maine Dealers 
Provide 98 Cars 
For School Use 


Maine Automobile Dealers Assn. 
members have provided 98 new cars 
free of charge to Maine high schools 
for use in driver-education courses. 

“Dealers have again demon- 
strated their continuing interest in 
efforts to make our highways 
safer,” said Harold A. Carman, 
Farmington, association president. 


Closed-End Store 
To Sell New Cars 
In Fort Worth 


FORT WORTH, Tex.—Depart- 


valued at more than 
$250,000, were made available by 
local dealers to perform a “vital 
community service,” Carman said. 
a wages ae youths who 
complete the high-school course 
have driving seeutd far safer than base roads, although the Depart- 
those who do not take the course. 
The Maine association was one of * * * 
the first such organizations in the 
nation to support the donation of 
cars to schools for driver training,|For Driver Training 

































* * + 
Big Road Program tion course for commercial driver 
.. licensing under requirements ap- 
Is Ok’d in Kansas coved fy the 1900 Lagisiature, 

. : ~ Discuss Auto Financi 

Gov. George Docking of Kansas| Howard G. Richardson, driver ed-| ¥'/S€USS uto Financing— 
has approved the third largest sin-| ucation director, said classes were| Rapid growth of bank financing of automobile sales through bank-dealer contractual 
designed to prepare out-of-state in-| servicing at community level was subject of recent four-state regional conference of 
gram in the state’s history, calling|structors to give driving lessons to| American Bank Credit Plan at Philadelphia. Among principals attending were, from 
for 813 miles of building and im-| young people in the 15-17-year-old | left, Arthur J. Morris, whose first “consumer bank" at Norfolk, Va. was financing cars in 
provements during fiscal year 1961.| group. Those under 17 will be in-| 1910, being honored this year on 50th anniversary of Consumer Credit in Commercial 
The program lists expenditures of| eligible for driving licenses in| Banks; Ralph W. Pitman, senior vice-president, Central-Penn National Bank, Philadel- 
more than $65.5 million throughout |Maine after this year unless they| phia; Edwin W. Parkinson, assistant general manager, Pennsylvania Automotive Assn., 
the state through next June 30. have passed approved training/|and Philip A. MacSween, president, American Installment Credit Corp., sponsors of 
New construction and improve- courses, 


gle-year highway construction pro- 
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ment of present roads will include 
391 miles of grading and bridges, 
and 422 miles of various types of 
new surfacing or resurfacing, at a 
cost of $51 million. 

The commission also will spend 
about $10 million on county sec- 
ondary projects, $2.55 million on 
maintenance resurfacing and $2 
million on missile-base roads. The 
commission lets contracts and su- 
pervises construction of missile- 





ment of Defense provides all the 
money. 


Maine Teaches Teachers 


The Maine Education Depart- 
ment conducted a 20-hour instruc- 


education teachers seeking state 


Wagner Lockheed 


POWER BRAKE REPAIR KITS 





American Bank Credit Plan. 





each contain a “HOW-TO-DO-IT” sheet 
that makes it easy for any mechanic 
to do repair jobs faster... better...more easily 




























Easy does it—the Wagner way! 


There’s no need for you to pass up profitable 
passenger car or light truck power brake re- 
pair jobs. With Wagner® Lockheed®—the 
quality line—you’ve got what it takes! 


Every Wagner Lockheed Power Brake Re- 
pair Kit includes a “How-To-Do-It” installa- 
tion instruction sheet that will enable any 
mechanic to turn out power brake repair 
jobs quickly and profitably. 


The instruction sheet identifies all parts and 
shows the steps to be taken in the disas- 
sembly and assembly of all sub-units and 
components, 


The line is complete. Depending upon the 
type of units being serviced, you have a 
selection of single packaged units, major 
kits, minor kits, packing kits and poppet 
valve kits. 


There’s a supplier of Wagner Products lo- 
cated near you. Look to him for Wagner 
Lockheed Power Brake Repair Kits, Brake 
Parts, Brake Fluid, Brake Lining and Lined 
Shoe Sets... One call gets all! 


Ask for details, or use coupon 
for FREE copy of Catalog 
AU-1... Also ask about how 
easily you can qualify to be- 
come a Wagner Franchised 
Dealer—and enjoy many spe- 
cial benefits. 


ONE CALL GETS ALL 
your brake service needs 
from one source — your Dis- 
tributer of Wagner Products. 


ment-store merchandising of U. 8S. 
and imported automobiles is to be- 
come a reality here on Nov. 4 when 
GOV-X, a closed-end store, opens 
at 2501 Montgomery St. 

Charter memberships now are 
being solicited in three-quarter 
page newspaper ads and by direct 
mail. To qualify for membership in 
GOV-X, the applicant must be an 
active or retired employe or mem- 
ber of city, county, state or federal 
governments, armed forces or re- 
serves, tax-supported schools, firms 
doing substantial work on govern- 
ment contracts or persons receiving 
regular monthly benefit checks. 

Dr. A. Richard Mast, of Dallas, 
is president of GOV-X. On one 
level, the operation hag 107,000 
square feet of floor space, A 21,000- 
square-foot supermarket is being 
set up in the store in addition to 
the new-car retailing. 
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Wagner Electric @rporation 


6393 Plymouth Ave., St. Lovis 33, Mo., U.S.A. 


Please send: 
[-] FREE copy of Catalog AU-1 
[_] Details on Franchised Dealer Program 
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DEARBORN.—More than 100 
models, including the company’s 
first diesel units, have been added 
to Ford Division’s ’61 truck line. 
The company said it marks the 
greatest commercial-vehicle expan- 
sion in its history. 

Wilbur Chase, truck marketing 
manager, said, “The ’61 line ex- 
emplifies Ford’s efforts to supply 
truck operators with durable, re- 
liable tools, while incorporating 
the latest proven engineering ad- 
vancements.” 

He said the new models have sin- 
gle headlights to reduce replace- 
ment costs and redesigned hoods 
and front-end sheet metal to per- 
mit easier access to engine com- 
partments. 

In addition to their normal war- 
ranty, Ford dealers offer a 100,000- 
mile or 24-month warranty on 
Super Duty V-8 gasoline engines 
under which major engine parts 
proving defective are replaced 
without cost. 

Full labor costs are paid for the 


AMUSED 


SAF-LIFT 


; aime 






AUTO SPECIALTIES MANUFACTURING CO. 





a Ans 


1020 & 1025 
Passenger Car 


MODELS 1030 
SERVICE USE 
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100 Models Added to Truck Line... 


Ford Offers Diesel Units for ’61 


first half of the period and are pro- 
rated after that. 

Ford’s new “H” series of tilt-cab 
highway tractorg are offered with 
Cummins diesel engines ranging 
from 180 to 220 horsepower or 
Ford’s own Super Duty gasoline 
V-8s which develop 206 to 266 horse- 
power. 

Five horsepower selections are 
available with. each, The diesel 


Hollingers to Distribute 


Mack in Lancaster, Pa. 


LANCASTER, Pa. — Appointment 
of A. B. Hollinger & Son, as dis- 
tributor for Mack trucks in Lan- 
caster County, Pa., has been an- 
nounced by T. H. Jones, Mack 
general sales manager. 


The Hollinger organization has 
distributed and serviced heavy 
trucks in this territory for 30 years. 
A. B. Hollinger is president and 
Jay Hollinger, his son, is secretary- 
treasurer and general manager. 


Saf-Lift absolutely will not tip or slip under 
load. Unique hinged load rest fits 


all bumper shapes. 






bumper jack 


units displace 672 and 743 cubic 
inches, and the gasoline engines 
displace 401, 477 and 534 cubic 
inches. 

The new tractors have a bumper- 
to-back-of-cab measurement of 83 
inches, and a 28-inch set-forward 
front axle. Gross-combination- 
weight ratings range from 55,000 to 
76,800 pounds. 

Other new models include the 90- 
inch-wheelbase Econoline series 
(pickup, van and eight-passenger 
station bus), the Falcon sedan de- 
livery and the P-100 parcel delivery 
for the light-duty market. 

Ford has three models in the lights 
economy pickup field—the conven- ' * * #* 
tional F-100 on wheelbases of 114/ than last year and feature a tail- 
and 122 inches, the Falcon Ranch- gate 13 inches wider with a new 


che a= wheelbase and non-rattling handle latch than can 
F-100 and F-250 Styleside pick-|e operated with one hand, The 
ups have a new integral cab and| Pickups have a 28-inch bed height 

body which eliminates the separa- | 4nd 48-inch sides. 
tion between the cab and the box. Falcon-type models have a 144- 
cubic-inch, 85-horsepower six-cyl- 


Ford said the Styleside models 
carry nine cubic feet more cargo’ inder engine, and a _ 170-cubic- 


Ford F-100 Styleside Pickup— 





BUMPER 
JACKS 





Cver 







built / 






No. 1020 
Passenger 
Car Model 








Simplest to use, nothing to put together 
or take apart. Just unfold, place in 
position and turn the conveniently located 
easy-turning hand crank. No bending, 
no stooping. Sells on sight. 


ST. JOSEPH, 
MICHIGAN 









Ford's F-100 Styleside pickup features a new integral cab and body for '61. Cabs 
are two inches wider and four inches lower, and step-in height has been reduced. 
Load space has been increased nine cubic feet, and the new models have single head- 


* * * 


inch, 10l-horsepower unit is 
available on some models. 

The standard six is a 223-cubic- 
inch, 135-horsepower engine, and a 
new 262-cubic-inch, 152-horsepower 
six is designed for low-cost medi- 
um-duty service. 

In addition to the Super Duty 
V-8s, the eight-cylinder lineup 
ranges from 160 to 200 horsepower 
and from 292 to 332-cubic-inch dis- 
placement. 

Light, medium and some heavy 
conventional cabs are two inches 
wider and four inches lower. Step- 
in heights have been reduced. The 
windshield dogleg has been elimi- 
nated, and glass area has been in- 
creased. 

In addition to single headlights, 
new electrical system components 
include moisture-proof wiring har- 
ness, cab-mounted fuse boxes, dual 
electric windshield wipers standard 
on most models and theft-resistant 
ignition. A new high output heater- 
defroster is available in all but Fal- 
con models, and tilt-cab trucks 
have printed electrical circuit in- 
strument panels. 

Ford’s ’61 heavy and extra- 
heavy-duty conventional models 
have a cab nearly 10 inches short- 
er than last year. 

Heavy and extra-heavy trucks in 
the F-750 and T-700 series and up 
feature separately mounted front- 
end sheet metal and fenders, cab 
and radiator to relieve metal strain 
from frame twist and vibration. 

A variety of new engine, axle and 
transmission options increases the 
flexibility of these units, New 
frames are made of high tensile 
steel, and a new 212-inch wheelbase 
is offered. 

The “C” series tilt-cab models are 
unchanged for 1961 with the ex- 
ception of single headlights, paral- 
lel-action-sweeping windshield wip- 
ers, optional sleeper cabs in the 


heavier models and printed elec- 
trical circuit instrument clusters. 
+ * 





Diesels for '61— 


Ford is offering a new series of tilt-cab 
diesel tractors for ‘61. They feature Cum- 
mins engines with horsepower ratings of 
180 to 220. Also available in the new 
series are Ford Super Duty V-8 gasoline 
engines ranging from 206 to 266 horse- 
power. 


Newly Named Dealers 


Are Listed by Jaguar 


NEW YORK. — The following 
dealerships have been franchised to 
handle Jaguar: 

Forest City Imported Cars, Ltd., 
4518 W. State, Rockford, Ill.; Mil- 
race Motors, Ltd., Box 199, Thiens- 
ville, Wis.; Riverside Motors, Inc., 
111 N. 11th St., Beaumont, Tex., 
and Smith Autos, 510 Main, Deni- 
son, Tex. 
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What's New... 


In Parts and Accessory Distribution 


air pollution, according to research 
studies. 

The AC system consists of a spe- 
cially engineered crankcase-ventila- 
tion valve plus tubing, clamps and 
adapters so the product can be 
fitted to any engine. American car 
manufacturers agreed last year to 
install such devices on 1961 model 
cars built for sale in California. 

AC also has announced that its 
system is available for almost all 
types of cars and trucks on the 
road today. These kits, designed to 
fit most 1955 through 1960 model 
cars, are being sold by AC distrib- 
utors. 


Four Are Elected 
To MEMA Board 


NEW YORK. — Four executives 
have been elected to three-year 
terms as directors of the Motor & 


DES MOINES.—The profit sys- 
tem is vital to both industry and 
labor, thus it is up to industry to 
sell the idea to employes, share- 
holders and the public, George C. 
Kennedy, special assistant to the 
president of Rockwel11-Standard 
Corp., said here. 

He gave the keynote address at 
the annual management conference 
of the Public Utilities of Iowa, 
speaking on “How Public Utilities 
Can Spearhead Industrial Develop- 
ment.” 

Rockwell-Standard has just com- 
pleted construction of a new uni- 
versal-joint plant at Fairfield, Ia. 

“Over the years we have enjoyed 
fine relations with many of the 
country’s major industrial unions 
and we have genuine respect for 
the representatives with whom we 
deal,” said Kennedy. 

“But labor costs must be fair and 
equitable and, above all, competi- 
tive,” he added. “Too long—much 


















Equipment Manufacturers Assn. 
They are: 

J. B. Dempsey, Speedway Mfg. 
Co., division of Thor Power Tool 
Co.; J. W. Howell, Timken Roller 
Bearing Co.; R, W, Lackner, Gum- 
out Division, Pennsylvania Refin- 
ing Co., and W. A. Raftery, Signal- 
Stat Corp. 


Black & Decker Picks Reps 


TOWSON, Md. — Two industrial- 
automotive sales representatives 
have been appointed by Black & 
Decker Mfg. Co. They are Larry H. 
Frazier in Los Angeles and Robert 
E. Miller in Chicago. 


* * * 
Aro Equipment Appoints 


Southeast Representative 
BRYAN, O.—Automotive Division, 
Aro Equipment Corp., has named 
Charles W. Glass & Associates as 
Aro Division managers for Virginia, 


























too long—have the 14,400,000 report- 
ed members of the country’s major 
unions scared the daylights out of 
our legislators—federal, state and 
local.” 


61 Core for Calif. 
Have AC Device 
To Combat Smog 


FLINT. — Most 1961 American 
autos built for sale- in California 
will be equipped with AC Spark 
Plug’s positive crankcase-ventila- 
tion valve, according to Joseph A. 
Anderson, AC general manager. 

Developed by AC in cooperation 
with car and truck manufacturers, 
he said the crankcase ventilation 
system is designed to combat en- 
gine-sludge formation, prolong mo- 
tor life and save gasoline. 

In addition to its economy and 
antisludge features, the system also 
consumes unburned hydrocarbons 
in the crankcase, Anderson said. 
These hydrocarbons are a source of 


Tire Dealers Rip 
National Billing of 


Insurance Firms 


KANSAS CITY.—The practice of 
tire manufacturers billing casualty 
insurance companies on a national 
basis in the settlement of claims 
was condemned in a _ resolution 
passed here on the last day of the 
convention of the National Tire 
Dealers and Retreaders Assn. 

The resolution said the practice 
prohibits independent tire dealers 
from competing in the replacement 
market and that five of the major 
rubber companies have agreements 
with a large casualty company to 
permit national billing of tires used 
in adjusting claims. 

Another resolution asked that the 
Small Business Administration take 
action to apportion all of the gov- 
ernment’s retreading contracts and 
awards to small businesses. 

It pointed out that Congress has 
declared that government procure- 
ment policies should insure that a 
fair proportion of total contracts 
be placed with small business con- 
cerns. 

The association contended that 
small businesses are not receiving 
a fair share of such contracts. 

Tire dealers were urged to use 
a consumer’s guide distributed by 
the association, in another resolu- 
tion. The guide stresses tire needs 
rather than price and, according to 
the resolution, helps the buyer 
evaluate needs for safety, stability 
and retreadability. 


New GMC Factory Branch 


Planned for Detroit Area 


DEARBORN. — A new GMC 
Truck and Coach Division factory 
branch to serve the greater Detroit 
area will be built here, according 
to Calvin J. Werner, GMC general 
manager. 

The building will cover 32,000 
Square feet and will be erected on 
a 4%-acre site. It is scheduled to 
open for business early in 1961, 





5 Trophies for Zink— 

Five trophies were awarded to Howard 
Zink Corp., Fremont, O., at the National 
Auto Accessory and Parts Exhibit at Las 
Vegas. The firm received three awards for 
“best product” and two for “best pack- 


RL 





and in 1950 won the “Mr. Texaco 
of 1950” sales achievement award. 
In 1952 he entered the automotive 
equipment business and has work- 
ed throughout the entire Southeast 


since then. 
o * 


45 Years for Kramer 
LANSING.—Kramer Auto Parts 
Co. here has observed its 45th an- 
niversary. Owner and founder is 
Max Kramer. 


* * * 


Dispo Licenses Binks 
DETROIT. — Dispo Spray Booths 
has appointed Binks Mfg. Co., Chi- 
cago, as a licensee for the manu- 
facture and sale of Sheila Spray 

Booths in the United States. 


* * * 


TRW Parts Catalog 


CLEVELAND.-—Publication of a 
new automotive parts catalog set 


aging." Dale Zink, right, general manager|;, announced by the Thompson 


of Zink's Long Beach (Calif.) Division, and 
Bob Kelly, sales manager, were on hand 
to accept the awards. 


Tennessee, North Carolina, South 


Carolina, Georgia, Alabama and 
Mississippi. 

Charles W. Glass, head of the 
firm, joined the Texas Co. in 1949, 


Products Replacement Division, 
Thompson Ramo Wooldridge Inc. 
The catalog is broken into four 
voummes: Engine parts, chassis 
parts, automatic transmission parts 
and engine bearings. 


Don’t miss the Auto Dealer Changes col- 
umns, They'll keep you abreast of what 
is happening in the field. 





-9% ‘‘Shop-Master” 


The set that turns 
mechanics into businessmen 


This SNaP-onN Shop-Master set 
is designed for the mechanic 
who is serious about making 
auto repair a profitable business 
career. It contains every stand- 
ard type’of mechanic’s tool plus 
special tools for brake service, 
etc. Also included are instru- 
ments and gauges for engine 
tune-up, tap and die sets, elec- 
tric drill, gear pullers — even a 
seat cover and fender cover. You 
get ample storage space with 
roll cab, drawer section, tool 
chest and tote tray. 


YOURS 
ON EASY PAYMENTS 


And the cost? Just turn out one 
extra tune-up job a week and 
this set has earned the payment 
for SNAP-ON’s easy pay plan. 
Sound good? It is good. It’s a 
real money-maker for the am- 
bitious mechanic, repair shop or 
service station operator with 
get-up-and-go. Ask your SNAP- 
ON man for all the facts — espe- 
cially the easy pay informa- 
tion, or write for new Catalog X 
describing this and other sets. 


8082-J 28th AVENUE ° 





CHOICE OF BETTER MECHANICS 


NAP-ON TOOLS 


KENOSHA, WISCONSIN 


TO MECHANICS WHO SERVICE FOREIGN CARS 


Ask about SNAP-on wrenches in Metric or Whitworth stand- 
ard sizes. Available in most popular types and sizes. 











TV to Top $75 Million... 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 
National and regional automotive 


for Ford Motor Co.; $6.5 million 
for Chrysler Corp., and $2.0 million 
for American Motors, the bureau 


television advertising, net time and | said. 


talent, will top $75 million in 1960, 
up more than 25 percent over a 
year ago, the Television Bureau of 
Advertising forecasts. 

In the first six months of 1960, 
network gross time billings for au- 
tomobileg alone totalled $22,228,114 
against $19,196,000 in the like pe- 
riod a year ago, the bureau said. 
Spot television gross time billings 
for the first six months of 1960 
were $9,552,000, against $4,830,000 in 
the January-June 1959 period, ac- 
cording to TvB-Rorabaugh. 

Total national television gross 
time billings in the first six months 
were $31,780,114, compared with 
$24,026,000 in 1959, an increase of 
32.3 percent, 

Network and national spot gross 
time billings in the first six months 
of 1960 for automotive advertising 
including parent company and 
dealers, totalled $10.5 million for 
General Motors Corp.; $8.4 million 


+ * +. 
Dodge Account for BBD&O 
Dodge dealers of the San Fran- 
cisco market has named Batten, 
Barton, Durstine & Osborn, Inc., to 
supervise its Advertising. 
; + 


VW Sponsoring Gridcasts 


The Volkswagen dealers of South- 
ern California are co-sponsoring 
the ABC telecasts of the National 
Collegiate Athletic Assn. Football 
“Game of the Week” in the West- 
ern region this fall. 

The telecasts will be broadcast 
out of stations in Los Angeles, San 
Diego, Santa Barbara, Bakersfield, 
Calif., and Las Vegas, Nev. 

+ * 


Autolite Account to BBD&O 
Batten, Barton, Durstine & Os- 
born has been named to handle all 
advertising for Electric Autolite 
Co., Toledo, effective Jan. 1, accord- 


ing to E. R. Stroh, director of ad- 
vertising. 

The account presently is handled 
by Grant Advertising. 

BBD&O will have responsibility 
of advertising for spark plugs, bat- 
teries, service parts, marine and 
electrical parts for Autolite in the 
United States, Canada and for the 
export business, Stroh _ said. 
BBD&O’s Detroit office will handle 
the account. 

Billings of the account presently 
are in the neighborhood of $3 mil- 
lion annually and it is expected the 
account may expand. 

* * 7 


Repeat for Christmas Show 


Ford Motor Co.’s 1959 “Christmas 
Startime” television show featuring 
Leonard Bernstein and the New 
York Philharmonic will be re- 
broadcast under Ford sponsorship 
this Christmas. It will be seen over 
facilities of the CBS-TV network 
on Dec. 25 from 5 p.m. to 6 p.m. 
EST. oe oe 


$23 Million for Tourist Ads 


Curtis Publishing Co. reports that 
a total of $23,091,531 has been budg- 
eted this year by 270 state, area 
and community organizations 
throughout the United States for 
advertising and promotion to at- 
tract tourists and vacationers. 

The report also lists tourist ad- 














rect Mail Advertising Assn. at 
Miami Beach. 

With a circulation of nearly 800,- 
000, the magazine is now in its 
25th year. Featuring articles and 
pictures by leading magazine writ- 
ers and photographers, the publica- 
tion is distributed by nearly 2,000 
Dodge dealers via direct mail. 

+ * + 


Brunk Appoints Agency 


Kennedy-Hannaford, Inc., has 
been appointed advertising agency 
by Brunk Leasing Co., Oakland. 
The firm specializes in leasing auto 
and truck fleets to business firms 
and individuals. 

+ 


vertising and promotional expendi- 


U. S, Canada will budget $2,687,178 
for this purpose during the next 
fiscal year. The Bermuda Trade De- 
velopment Board will spend $1,538,- 
000 and the Nassau, Bahamas, De- 
velopment Board will budget $2,- 
267,482 for the promotion of tour- 
ism. 
* + . 


EJ&L Gets Account 

Eisaman, Johns & Laws Adver- 
tising Agency of Los Angeles has 
been appointed to direct advertis- 
ing and public relations for the 
King County Chevrolet Dealers 
Assn, in Washington. 

The account includes 15 Chevro- 
let dealers of the greater Seattle 
area. The account is expected to 
bill $125,000 annually. 


Account for Randall 
The Detroit Sales Executives 
Club has named Fred M. Randall 
Co, as public relations counsel. 
* + a2 


Dodge News Cited 


Top award in its class as the best 
external publication in the direct 
mail advertsiing field was presented 
to Dodge News magazine at the 
43rd annual convention of the Di- 


* * 
Shugg Heads Promotion Unit 


Richard L. Shugg jr., sales pro- 
motion manager at Dodge has been 
elected president of the Sales Pro- 
motion Executives Assn, of Detroit. 

Jack Macdonald, Hiram Walker 
& Co., was elected first vice-presi- 
dent; Frank E. Zimmerman, Ford 
Division, second vice-president; 
J. L. Barrie, Barrie, Inc., treasurer, 
and William R. Mansour, Sales 
Promotion Publishing Co., secre- 


tary. 
* * . 
Gaston Heads Soap Box Unit 


O. T. Gaston, manager of radio 
station WKZO, Kalamazoo, Mich., 
has been elected chairman of the 


on New US. Savings Bonds 


now in effect 


Now U.S. Savings Bonds are a better buy than ever in 
three important ways: 


@ All Series E and H Bonds bought since June 1, 
1959, now earn 39/4% interest when held to maturity. 


@ Older Bonds will also pay more—an extra 42%, 
from June 1 on, if you hold them to maturity. 


@ All Series E Bonds, old or new, now carry an 
automatic extension privilege; they'll keep paying 
liberal interest for 10 years beyond maturity. 

Three big new dollar benefits that make it smart to buy 
new Bonds—and hang on to the ones you have! 


40 million Americans now own Bonds 


But a good return isn’t the only reason so many people 
buy Bonds. They’ve discovered that there’s no easier, safer, 
more American way to save. 


and the Bonds you already own 


are better than ever, too! 





You can buy Bonds automatically, through the Payroll 
Savings Plan where you work; you can buy them at your 
bank; your youngsters can even buy them at school, 
through the School Savings Plan for U.S. Savings 
Stamps. 

The U.S. Government guarantees that the cash value 
of your Bonds cannot drop; it can only grow. And if your 
Bonds should be lost, stolen, or destroyed, the Treasury 


will replace them free. 


Finally, every Bond you buy does a big job for America. 
Because today peace costs money—money for military 
strength and for science; and money saved by individuals 
to keep our economy sound. 


Your Bonds help provide this money—help America 
keep the peace. So, to build a brighter future for yourself 
and your family—and to protect it—save with U.S. 
Savings Bonds. They’re better than ever. 


HELP STRENGTHEN AMERICA’S PEACE POWER 


SAVE WITH U.S. SAVINGS BONDS 


The U.S. Government does not pay for this advertising. The Treasury Department thanks 
The Advertising Council and this magazine for their patriotic donation, 








National Newspaper Control] Com- 
mittee for the All-American Soap 
Box Derby. He is the first broad- 
cast representative to be named to 
the post. 

Gaston has served for five years 
on the committee, which formulates 
rules for the coasting car event for 
boys. The Soap Box Derby is spon- 
sored nationally by Chevrolet in 
cooperation with leading newspa- 
pers, radio and TV stations, and 
civic and service organizations. 

os + * 


Allman in New Home 


Allman Co., Detroit advertising 
agency starting its 10th year in 
business, has moved its main offi- 
ces to the David Stott Building, 
where it occupies the entire 29th 
floor. rn 

* 


TV Factbook Available 

The fall-winter edition of Televis- 
ion Factbook, published by Tele- 
vision Digest, is now being distrib- 
uted. 

The 506-page book includes in- 
formation on every television sta- 
tion operating in the United States 
and its territories and Canada, plus 
a foreign television directory. It 
also includes industry statistics, 
metropolitan television market 
data, broadcast attorneys and engi- 
neers, educational television direc- 
tory, community antenna systems, 
market research firms, national 
sales organizations, a directory of 
television program sources and 
services, including newsreels, news 
photos and news sources. 

Copies have been mailed to all 
full television service subscribers 
of Television Digest. Additional 
copies can be purchased from 
Television Digest, Box 700, Radnor, 


Pa. 
7 * - 


Bulletin Scores Again 


The Philadelphia Bulletin won 
the two top awards for newspa- 
pers of more than 250,000 circula- 
tion in the Editor & Publisher 
Fourth Annual ROP Color Con- 
test. 

The awards, fifth in the last 
four years, were for the best re- 
production of three colors and 
black, and best reproduction of 
one color and black. 


Personnel Changes 


William C. Brewer from the spe- 
cial products engineering depart- 
ment to supervisor of advertising 
and sales promotion for Hyster 
Co.’s Industrial Truck Division . , . 
Jack A. Cairns from the advertis- 
ing and sale promotion department 
to new duties with the special prod- 
uct engineering department of Hy- 
ster . - Hugh C. Ralston from 
manager of the television depart- 
ment to manager of the advertising 
and sales promotion department of 
Ford International . . . Three man- 
agerial appointments at J. Walter 
Thompson: William D. Laurie jr., 
manager of the agency’s Detroit 
office and supervisor of the Ford 
account, to the board of directors; 
Wallace W. Elton and Dan Sey- 
mour, both on the Ford account, 
to the company’s executive commit- 
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$2,850* (ps); Capri 4-dr., $2,500* 
(ps). 


Average Price of Used Cars Sold at Auction mmncgay sae Meany ae ase 


(Compiled by Automotive News from Auction Reports.) oT Communes tae, wie? ten; Mab 


terey 2-dr. hardtop, $600* (ps); 4-dr. 
8 
6 
8 





hardtop, $540*. 
"56 Monterey 2-dr, hardtop, $505*; 4-dr, 
hardtop, $290*. 
‘55 Monterey station wagon, $600* (ps), 
$395* (ps). 
’54 Monterey 4-dr., §205*. 
NASH—’'55 Ambassador (8) 4-dr., $300*. 


OLDSMOBILE—’60 (98) 4-dr. Holiday, $2,- 
700* (ps); (88) 4-dr, Holiday, $2,525* 


(ps). 

’59 (98) 4-dr, Holiday, $2,350* (ps); 
(88) Super 2-dr. Scenic, $2,100* (ps); 
(88) 2-dr. Holiday, $1,990* (ps). 

"58 (88) 4-dr., $1,250* (ps); (88) Super 
4-dr. Holiday, $1,200* (ps); (98) 
conv., $1,020* (ps). 

*57 (88) Fiesta 4-dr., $1,160* (ps); (98) 
4-dr, Holiday, $1,055* (ps); (88) 
Super conv., $600* (ps). 

"56 (88) Super 4-dr. Holiday, $745° 
(ps); (88) 4-dr, Holiday, $740* (ps), 
$650* (ps); 4-dr., $400*. 

"5S (88) 2-dr. Holiday, $490* (ps). 

PLYMOUTH—'60 Fury (8) 2-dr,. hardtop, 
$2,050* (ps); 4-dr., $1,460. 

‘69 Sport Fury (8) conv., $1,335; Su- 
burban (8) 4-dr., $1,275*; Suburban 





"5S "59 "60 "59 "60 59 60 "5S 60 59 760 "58 "60 59 "60 "59 760 "59 "60 "58 "60 % s ce "= 
Dee. Jan. Feb. March April May June July Aug. Sept. Oct. <5) Sat, 9006; Savor (6) ¢ér., $i, 
Prices of '60s added and '52s dropped in December, 1959. Prices of '59s added and ’51s dropped in December, 1958. to Date "58 Fase is) oo. $585; Plaza (6) 
-dr., ; 4-dr., 40. 
Figures alongside bars represent dollars. (Copyright, 1960, by Automotive News) ‘87 Plaza 0 ®) 4-dr., $525; Savoy (6) 
-ar., le 


4-dr., $385; One-fifty (6) 2-dr., $240. da 4-dr., $835*; Pacer 4-dr, hardtop, ‘57 Fairlane 500 (8) Skyliner, $900* | PONTIAO —’60 Catalina 4-dr., 250° 
NEWINGTON, CONN. CHRYSLER—’60 Windsor 4-dr., $2,135* $775*. (ps); 4-dr., $785*, $500*; 2-dr. Vic- (ps). - 
Newington Auto Auction, Inc, Sale every (ps). FORD—’60 Galaxie (8) Starliner, $2,225; toria, $730*, $550* (ps); Del Rio (8) ’59 Bonneville conv., $2,180¢ (ps); Cata- 
Thursday. Prices are for sale of Oct, 6. ’68 NY 2-dr, hardtop, $1,445* (ps). conv., $2,100* (ps); Falcon (6) sta- 2-dr., $725; Custom 300 (8) 4-dr., lina 4-dr, Vista, $2,180* (ps), $1,830*° 
Auction seems to be stronger this week ’56 NY 4-dr., $780* (ps); Windsor 2-dr. tion wagon, $1,650%; 4-dr., $1,450; $625*, $540*; Custom 300 (6) 4-dr., (ps); conv., $1,800* (ps); 2-dr., $1,- 
despite weather and new car showings. hardtop, $390* (ps). Fairlane (6) 2-dr., $1,550; 4-dr., $1,- $450, $400; Fairlane (8) 4-dr., $525* 800* (ps); 4-dr., $1,670*. 
Clean older units holding strong, late | DeSOTO—’59 Firedome 4-dr. hardtop, $1,- 450; Fairlane (8) 4-dr., $1,300. (ps); 2-dr., $510*; Custom (6) 2-dr., "58 Chieftain 2-dr. Catalina, $1,050*. 
models down. Sold 57 cars from 89 con- 565* (ps). ’59 Thunderbird (8), $2,575* (ps); Gal- $460, $425. ‘57 Star Chief 4-dr. Catalina, $1,100° 
signments. ’58 Firedome 4-dr., $1,000*. axie (8) 2-dr, Victoria, $1,670*, §$1,- "56 Country Sedan (8) 4-dr., $655*; (ps), $900* (ps); Chieftain 2-dr. Cata- 
BUICK—’57 Century 4-dr. Riviera, $745* ’57 Firedome 2-dr. hardtop, $790* (ps); 550; 4-dr., $1,555*, $1,550" (ps); Parklane (8) 4-dr., $625* (ps), $390*; lina, $765*; Safari 2-dr., $535. 
(ps); 2-dr. Riviera, $660* (ps); Special Firesweep 4-dr., $420*, conv., $1,550* (ps); 2-dr., $1,525°; Fairlane (8) 4-dr., $535; 4-dr, Vic- ’56 Chieftain 4-dr, Catalina, $300* (ps). 
2-dr. Riviera, $670* (ps); 4-dr., $645*, ‘56 Fireflite 2-dr, hardtop, . ei (ps). Galaxie ©) oy $1,455; Pema od geree $520*; 2-dr. Victoria, $485*, *55 Chieftain 2-dr. Catalina, $250°*. 
$590*. DODGE—’59 Coronet (8) 4-dr., $1,350*. (8) 4-dr., $1,370* (ps); irlane (6) 70*, $325* (ps); 2-dr., $355*; Cus-| RAMBLE , = a 
CADILLAC—’58 (62) 4-dr. hardtop, $2,- ’58 Custom Royal (8) 4-dr., $800*; 2-dr., $1,300; Ranch Wagon (6) 4-dr., tom (6) 2-dr., $310. 100 B00 American (6) 2-dr., Gly 
200* (ps). conv., $785*. $1,150; Custom 300 (8) 4-dr., $1,075*; ‘55 Fairlane (8) 2-dr, Victoria, $700* ’59 Ambassador (8) Cross Country, $1,- 
CHEVROLET—’59 Impala (8) conv., §$1,- ‘57 Royal (8) 4-dr., $785* (ps); Coro- Custom (6) 2-dr., $890. (ps); 2-dr., $405*, $325*; conv., $320*; 500*; Custom (8) Cross Country, $1,- 
860*; sport sedan, $1,840*, (ps), $1,- net (8) 4-dr., $705*; 4-dr, hardtop, *58 Thunderbird (8) 2-dr. hardtop, §2,- Country Sedan (8) 4-dr., $400*. 250;' Super (8) 4-dr., $1,140; Super 
735* (ps); Bel Air (6) sport sedan, $400*. 110* (ps), $1,025*; Fairlane 500 (8) ’54 Custom (8) 2-dr., $280. (6) '4-dr., $600* i Cae 
$1,600*, $1,190*; Biscayne (6) 2-dr., 56 Custom Royal (8) 2-dr, hardtop, 2-dr., $1,100*; 2-dr. Victoria, $875*; | IMPERIAL — ’56 Imperial 4-dr., $1,100* 58 Super (8) Cross Country, $1,065* 
$1,140. $470*. 4-dr., $830* (ps); Fairlane 500 (6) (ps). : " e 
'58 Bel Air (8) conv., $1,385* (ps); 2-dr.| °55 Coronet (6) 2-dr., $240. 4-dr., $795; Fairlane (6) 2-dr., $799*;| °55 Imperial 4-dr., $400* (ps). MISCELLANEOUS—’55 Chevrolet (6) %- 
hardtop, $1,365* (ps). EDSEL—’58 Citation 4-dr., $865*; Bermu- Custom 300 (6) 4-dr., $700*, $530. LINCOLN—’59 Continental Mark V conv., (Continued on Page 40, Col, 1) 





’56 One-fifty (6) 2-dr., $535. 
55 Two-ten (6) 2-dr., $445*; Bel Air 
(8) 2-dr., $425*. 
54 One-fifty (6) station wagon 4-dr., 
$170. 
OHRYSLER—’56 NY 4-dr, hardtop, $590* 
(ps). 
DODGE—’55 Coronet (6) 2-dr., $280. 
FORD—’60 Ranch Wagon (8) 4-dr., $1,- 
745*. 
’59 Fairlane 500 (8) 2-dr, Victoria, $1,- 
570*; Fairlane (6) 4-dr., $1,205* (ps). 
’58 Fairlane 500 (8) Skyliner, $1,045* 
(ps); 4-dr, Victoria, $1,000* (ps). 
’57 Custom 300 (8) 4-dr., $675*, $500*; 
Fairlane (8) *2-dr, Victoria, $595*. 
’56 Country Sedan (8) 4-dr., $545*; 
Fairlane (8) 2-dr, Victoria, $485* (ps); 
































ean ne en ALABAMA FLORIDA NEW JERSEY 
country Bedan (8) tai, $670 sits" WEST PALM BEACH — Florida's 
Custom (8) 4-dr., 5*; Fairlane ) * ity” auction. ‘oon, urs- NEW YORK STATE'S OLDEST 
a. aaa JOHNSON AUTO ée. W. Palm Beach Fairground. |Minutes from New York City NATIONALLY KNOWN 
ustom (6) Country Sedan, $230. 
Ee eee an. Monterey 2-dr. hardtop, A U Cc T i oO N Ss —— TIM ANSPACH INC. 
OLDSMOBILE—'57 (88) Super 4-dr. Holi- a _ } "| &, 7 ae 
day, $900* (ps). Huntsville, Ala.—Friday BEL AIR—Bel Air Auto Auction. Ti- Menday na Il O'Clock 
PLYMOUTH TOT Duivedere. (8) 4-dr 1 Insured—No Registr Fee tles, checks guaranteed. Cars ‘ou: ital car sale average 
onenttigle aon Oh tom atten ed. Thur., 12 noon. 047 
710". ° . All Titles and Checks Guaranteed 
of Bevoy. (6 ci nae lea ” AUTO AUCTION 
PONTIAC—'56' Chieftain 2-dr, Catalina, MICHIGAN 
285". 
8 Gnietain station wagon 4-dr., $225*; COLORADO nN pt CO NORTH CAROLINA 
-dr., $205. 
RAMBLER—’55 American (6) 2-dr., $280. RALEIGH — Mann’s Auto Auction 
oS ee Colorado Auto Auction DETROIT'S EXCLUSIVELY FOR AUTO DEALERS Sale, Rt. 5. Ph. 3-1564, Titles & 
CHICAGO 4285 So. Senta Fe, Littleton, Colorado Oldest, Largest and Very Best INSURED PICKUP AND checks guaranteed. Mon. 10 A. M. 
Greater Chicago Auto Auction, Sale 
gvery Thursday, "ries, are for’ sale of] SALE EVERY TUESDAY se) ie DELIVERY SERVICE OHIO 
ats, 11:00 A.M. ee ee IM. RATE: . 
BUIOK—'60 Electra 4-dr, Riviera, $2,215* . se Mormon Gorty yi! ae ~~ een oe i AKRON—A-1 Auto Auction, U.S. 224, 
). eorge A. Lam . . 
50 Electra Estate Wagon, $2,155* (ps); . Owners & Operators 19241 Dix—Toledo Highway—Route 25 ” enna —— = PL a 2 nates te tee 
$1,600"; ‘conv., $1,060° Os). " -r MILL NACE, General Manager Just 2 mile from Detroit City Limits Dual Lane Sale—4 Auctioneers , : 
58 Century Estate Wagon, $1,400* (ps) ; Dealers Only MELVINDALE, MICHIGAN lasured 
—— a ee ee Write for FREE Market Reports. PHONE: DUnkirk 3-0150 AUCTION INSURANCE, Ao E AGENCY, PENNSYLVANIA 


Riviera, $890*. 








‘57 Century Estate Wagon, $1,165* (ps); 
2-4r. Revere. wee (pe) ox sar. A > | CO EVERY THURSDAY AT NOONI 
viera, . e iS); -dr, vi- 
era, $1,045 (ps). CONNECTICUT " ON ROUTE 46 








CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 


"56 Special 2-dr, Riviera, $665* (ps); 
4-dr., $620*; 4-dr. Riviera, $560*; 














Corvair (6) 2-dr., $1,575. A.M. Dealer-owned. Dealers only. 

'6569 Impala (8) sport coupe, $1,795, $1,- 
790* (ps), $1,735*; conv., $1,650*; Im- 
pala (6) sport coupe, $1,765* (ps), 
$1,750* (ps); Bel Air (8) 4-dr., §1,- 
290*, $1,160*; Biscayne (6) 2-dr., $1,- 
250; 4-dr., $1,130*. 

"58 Impala (8) sport coupe, $1,565*; 
Nomad (8) 4-dr., $1,275*; Bel Air (8) 


Super 2-dr. Riviera, $400*. s 
56 'Bpecial 4-dr Riviera, §275* (ps);| NEW ENGLAND'S OLDEST Flint Auto Auction, Inc. 
CADILLACL/61 (62) dear” $5075" (ps) AND BEST FLINT, MICHIGAN 
_—' -ar., . Ss). 
’60 (60) Special 4-dr., $4,550* (ps); (62) Dealers Auto Exchange in our /4th year Exclusively for Dealers 
2-dr. a $4,300* (ps); $4,100* of continuous operation. ° oa RING" 2 lines running simultane- OVER h want 
et PS), $3, ps). Sale every Wednesday - 11:00 A.M. ously, ° 
(a2 SSS) See, Karma, eee te. SOUTHERN AUTO SALES, INC. © Conveniently located in the heart of the Dealers w cs 
58 (62) Coupe de Ville, $2,415* (ps); automobile wand ° 
(62) 2-dr, hardtop, $2,300* (ps). Warehouse Point, Conn. . | Auction Action 
57 (2), ¢-4r., $1,770° (Ps), $1,500° * ~~ acres of completely fenced parking ay ss AUCTION + the 
(ps), ’ * (ps); oupe de le, . | oO 
$1,565* (ps). © Always a fine selection of sharp cars, 8 ek eS) come 
p ~ = Senn 2 yee ee 7 FLORIDA © Friendly relations prevail at all times, h ° Auto 
cry 2 gett hardton, $400" (Ps). | | DAYTONA BEACH — Florida Auto| ¢ Censenia! auctioneers, Tee Manheim 
BO pala (Oy opert coupe. $2.0008;| Auction. City Airport. Tues. 10 fe * 
600; Tespala (2) spect coupe, $3,000"; MICHIGAN’S FINEST SALE | - y+ - 1b Ps E uction 
s @ MORE BUYERS 


12:00 SALE EVERY WEDNESDAY 12:00 


M, D, McCollum, Vice-President and Manager 


MORE CAR 
3711 Western Road Phone CEdar 2-318! MO 


RE ACTION 


ST Meat yD ee 
NATIONAL AUTO Every Friday ot 10 A.M. 
DEALERS EXCHANGE Gueranteed Titles @ Auction Checks Iseved 


MANHEIM AUTO 








Crossroads 


STATE FAIR AUTO AUCTION 
19745 RALSTON 





sport sedan, $1,225*; Bel Air (6) 4= 
dr., a $885; nee 0) oan, - +» + where they meet... (Rear of 19600 Woodward, Detroit) UCTION INC 
1,120*; Bi (8) 4-dr., ,025; ° 
bar., $1,025; Brookwood. (8) 4-ar.,|| buyers and sellers . . . new and TWO SALES WEEKLY A om, . teohewk 6-2000 
$1,100*; Yeoman (8) 4-dr., $1,095*; ° 72 - Manheim, r 
gperey (8) 2-4r., $790. i $1,008° used car dealers. They meet at vena ae ar 12:30 NEW YORK a 
* r ) spor sedan, » one: ee a ee ae ee 
TROY—T Auto Auction, Inc., Box 


(ps), $1,015, $955, $950*; 2-dr., $890; . < os 
cee), Sagar: Tworten (8) 4-dr., $850, || the dealer auctions of the na C, Simpson, Pres — Sam Goodman, Mgr. 
$850*; Two-ten (6) 2-dr., $515*; One- 

fifty (6) 2-dr., $470. 


tion . . . and on the pages of 
66 Nomad (8) 2-dr., $900*; Two-ten (6) 


station wagon, §795*; 4-dr., $515*, Automotive News. - 
$475; Bel Air (8) 4-dr., $750*; sport LUCA D, the Dealers’ Directory 
coupe, $720*, $700*. 
’55 Two-ten (8) station wagon, $400; 


460, RD 4. Insured checks & titles. 
Every Thurs. 12:30. 


LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State. Check and 
fo Leading Auto Auctions. Title Protection. (Wed.) 





















Used-Car Auction Prices 





(Continued from Page 39) 


ton pickup, $425; Studebaker tractor, hardtop, $1,750; 
$400. 


2-dr., 


Bel Air (8) 4-dr., $1,510* (ps); 2-dr., 
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’58 Fairlane 500 (8) 2-dr. Victoria, $1,- 
at Country Sedan (8) 4-dr., 


300. is) 2-dr., vere $710 
(6) 2-dr., $750, $ 

"57 Country Sedan ‘sy. “4-dr., $715* (ps); 
Fairlane (8) 4-dr., $665*; conv., $590* 
(ps); Custom 300 (6) 2-dr., $650; Cus- 
tom (6) 2-dr., $445. 

"56 Fairlane (8) 2-dr., $675*; 4-dr., 
$400; Custom (8) 2-dr., $430°; 4-dr., 


$1,660* $405. 
'55 Country Sedan (8) 4-dr., $290; Fair- 


(ps); 


$1,350*; Bel Air (6) 4-dr., $1,435°; lane (8) 2-dr., $265*, 
FLINT a dae bs te ee $1,110; 2- 54 Crest (8) 2-dr, Victoria, $125*, 
r., , . ’ , ’ . ome? 
Flint Auto Auction, Sale every Wednes-| 58 Corvette (8) conv., $1,885*; Impala SS ee ton Premiere 4-dr. hardtop, 
Prices are for sale of Oct, 5, Sold (8) 2-dr., $1,290* (ps); Biscayne (8)| +57 premiere 2-dr. hardtop, $850* (ps). 


182 cars from 281 consignments. 

BUIOK—’60 Electra 225 conv., $2,800*; 
LeSabre con?’., $2,585* (ps), $2,580* 
(ps), $2,565* (ps), $2,465* (ps), 


4-dr., $830*, 
’57 Two-ten 


4-dr., $940; Biscayne (6) 2-dr., $920*; 
$810, 

(6) station wagon 4-dr., 
$900, $875; 2-dr., $645, $630; Two-ten 


MERCURY—'59 Commuter 4-dr., $1,710* 
(ps); Montclair 4-dr. hardtop, $1,615*. 

66 Montclair 4-dr., $530* (ps). 
’55 Monterey 2-dr. hardtop, $370* (ps); 


'59 LeSabre Estate Wagon 4-dr., $2,-| ,,,(8) 4-dr. hardtop, Se 4-dr., $765°. station wagon, $195; Medalist 2-dr., 
030* (ps); 4-dr, hardtop, $1,920* (ps);| ‘5 oe (6) oe. Seee , $490°; 4-dr., $155. 
conv., $1,870* (ps), $1,755* (ps); 2-dr. aa: er ae ens r.,  $620°, $460", | _'54 Monterey 4-dr., $160*. 
hardtop, $1,755*; Invicta 2-dr, hard- Fetes eee sang  Dardtop, $660°; | NASH—'56 Ambassador (6) 4-dr., $385. 
top, $1,925*' (ps). ian Welds ths tae nas ..| OLDSMOBILE—'58 (98) 2-dr., | $1,350*; 
"58 RM 4-dr., $1,960°; 4-dr, Riviers,| ‘SS Bel Air (8) é-dr., $540"; Sdr., $8808; (88) 2-dr., $900*, 
ees"; Century 4-dr, Riviera, $1,290* in nee dat. $360; Two-ten S| +57 (98) 2-dr, Holiday, $1,005* (ps); 
ps); Special 4-dr., $1,255* (ps), uitmtwian “a $200. (88) Fiesta 4-dr, Holiday, $860* (ps): 
st Super 4-dr, Riviera, $1,005* (ps); Air 2-dr., $315, conv., $855*. 
Special 4-dr Riviera, $960* (ps),| DeSOTO—'57 Firedome 4-dr., $365* (ps). ’56 (88) Super 4-dr., $560*, 
$825*; 2-dr, Riviera, $795*; RM conv., '55 Firedome 2-dr_ hardtop, $350*, $285*. | PLYMOUTH—’57 Belvedere (8) conv., 
$620° (ps). D O D G E—’57 Coronet (8) 4-dr., $575*, $500*; Plaza (6) 4-dr., $475; 2-dr., 
’56 Special conv., $640*, $560*, $555*; $555*; Royal (8) 4-dr, hardtop, $445* $450; Savoy (8) 2-dr., $410*; Savoy 
4-dr., $620* (ps), $615* (ps); 2-dr. (ps). (6) 2-dr., $365*, 
Riviera, $500*; 2-dr., $215*; Super 2- ’55 Royal (8) 4-dr., $270. 56 Plaza (8) 4-dr., $420*; Plaza (6) 
dr. Riviera, $230* (ps). FORD—'60 Country Sedan (8) 4-dr. (9 club coupe, $320, 
‘55 Century 4-dr., $380* (ps); Super 2- pass.), $2,075*; Galaxie (8) 2-dr., $1,- ’55 Belvedere (8) 2-dr, hardtop, $285* 
dr., $345*; 2-dr, Riviera, $255*; 4-dr., 885; Ranch Wagon (8) 4-dr., $1,745; (ps); 4-dr., $220*. 
$255*; Special 2-dr. Riviera, $325*; 2- Fairlane 500 (6) 4-dr., $1,575. PONTIAC—’60 Bonneville sport coupe, $2,- 
dr., $275*; 4-dr., $180. ’59 Thunderbird (8) 2-dr. hardtop, §2,- 850* (ps); Ventura sport coupe, §2,- 
OCADILLAC—’59 (62) conv., $3,125* (ps). 115* (ps); Galaxie (8) skyliner, $1,- 375* (ps). 
’6S (62) 4-dr., $1,775* (ps). 790*; Country Sedan (8) 4-dr., $1,- ‘59 Catalina Safari 4-dr., $2,055* (ps), 
CHEVROLET—’60 Impala (8) 4-dr., $2,- 605*; Ranch Wagon (8) 4-dr., $1,- $2,000* (ps); sport coupe, $1,675*. 
050*; conv., $2,015*; Bel Air (6) 2-dr., 485*; Ranch Wagon (6) 4-dr., $1,310; ’58 Star Chief 4-dr, Catalina, $1,290* 
$1,745". Fairlane (6) 2-dr., $1,330*%; Custom (ps), $1,200* (ps). 
59 Impala (8) conv., $1,775* (ps); 2-dr. 300 (8) 4-dr., $1,105*, $1,035*. ’57 Chieftain 4-dr. Catalina, $795*, 





[ 
ae 


to help you sell... | 


Mufflers of Armco ALUMINIZED STEEL 


Save Cost and Trouble 





Actual 7-year road tests show that mufflers made 
of Armco ALUMINIZED STEEL give more than 
double average service life. This means about half 
as many replacements. As a result, cost and in- 
convenience of too frequent replacement are held 
to a minimum. 

Armco ALUMINIzED STEEL delivers this extra 


life because it puts up exceptional resistance to 
heat and corrosion —the destructive combination 
that slashes muffler life, increases frequency and 
total cost of muffler replacement. Ask your parts 
supplier about availability of mufflers with vital 
parts made of this special steel, Armco Steel Cor- 
poration, 2570 Curtis Street, Middletown, Ohio. 


ARNCO STEEL 








Armco Division + Sheffield Division * The National Supply Company + Armco Drainage & 
Metal Products, Inc. » The Armco International Corporation * Union Wire Rope Corporation 


Model Breakdown 
Of Auction Averages 

















Oct., 1960 Sept., Aug., 

Model To Date 1960 1960 
1960............ $2,083 $2,239 $2,314 
1,689 1,788 

1,171 1,242 

822 841 

544 567 

403 412 

263 271 

203 198 

Average $ 868 $ 917 $ 954 





$690*; Star Chief conv., $425*, 
"56 Star Chief 4-dr, Catalina, $575*; 2- 


dr. Catalina, $565°, $495* (ps); 4-dr., 
$440* (ps); Chieftain 2-dr, Catalina, 
$480°*, 
55 Chieftain station wagon 4-dr., $310*; 
Star Chief 2-dr., $255*, 
’54 Chieftain 4- ar., $110* (ps), 
RAMBLER—'59 Super (6) Cross Country 


4-dr., $1,505, $1,485; Super (8) Cross 
Country 4-dr., $1,050; American (6) 
2-dr., $890, 


"56 Super (6) 2-dr., $365. 
STUDEBAKER—'59 Lark (8) 2-dr., 


MISCELLANEOUS—'59 Chevrolet 
pickup, $1,255. 
"57 Ford (6) Ranchero, $805, 
’55 Ford %-ton pickup, $405, $350. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales Auction, Inc, Sale 
oer. Wednesday, Prices are for sale of 
BUICK—'58 Century conv., 

Special 2-dr, Riviera, 

‘56 Special 2-dr, Riviera, $650*; 4-dr., 
$575* (ps), $510* (ps); Century 4-dr. 
Riviera, $570* (ps). 

"54 Special 2-dr. Riviera, $320*, $150*; 

$1,- 


$880. 
%-ton 


$1,035* (ps); 
$930* (ps). 


RM 2-dr. Riviera, $175* (ps). 

CADILLAC—’'57 (62) 4-dr. hardtop, 

735* (ps), $1,650* (ps). 

"52 (62) 4-dr., $170* (ps). 

"49 Ambulance, $175. 

CHEVROLET—’'59 Impala (8) sport sedan, 

$1,680* (ps), $1,625* (ps), $1,600* 
(ps), $1,595* (ps), $1,575* (ps); Bel 
Air (8) 4-dr., $1,500*, $1,455* (ps); 
Brookwood (6) 4-dr., $1,450. 

"58 Bel Air (8) sport coupe, $1,360; 
sport sedan, $1,230*; 4-dr., $1,085* 
(ps), $1,070*; Brookwood (6) 4-dr., 
$1,150*; Biscayne (6) 4-dr., $980*, 
$750. 

"57 Bel Air (6) sport coupe, $1,050*; 
Bel Air (6) 2-dr., $700; Two-ten (8) 

$950; Two-ten 

(6) station wagon 2-dr., $925; 2-dr., 

$735. 

’56 Two-ten (8) 4-dr., 
tion wagon 4-dr., 
4-dr., $500*; 2-dr., 
2-dr., $475. 


$705*, $650*; sta- 
$700; Two-ten (6) 
$490*; Bel Air (8) 


"55 Two-ten (6) Delray, $510; 4-dr., 
$450, $445*; 2-dr., $365; station wag- 
on 2-dr., $250; Two-ten (8) 4-dr., 
$500*; One-fifty (6) 2-dr., $405. 

oo Porter, $285; Two-ten 2-dr., 


$150. 

’53 Deluxe 2-dr, hardtop, $335; Bel Air 
4-dr., $175, $135; 2-dr., $150. 

"52 Deluxe 4-dr., $130*. 


CHRYSLER—’57 Windsor 4-dr. hardtop, 
$925* (ps), $895* (ps). 

‘56 Windsor 2-dr, hardtop, $380* (ps). 

DODGE —'58 Coronet (8) conv., $750* 
(ps). 
‘57 Sierra (8) 4-dr., $850* (ps3). 
‘55 Royal (8) 4-dr., $365* (ps). 
FORD — '59 Galaxie (8) 4-dr, Victoria, 
$1,560*. 

"58 Custom 300 (6) 4-dr., $825*. 

’57 Country Sedan (8) 4-dr., $870* (ps); 
Custom 300 (6) 2-dr., $650*; Custom 
300 (8) 2-dr., $565; Custom (6) 2-dr., 
$550*; Ranch Wagon (6) 2-dr., $550. 

"56 Custom (8) 4-dr., $490*, $460, $350*; 


Custom (6) 2-dr., $250; Ranch Wagon 


(8) 2-dr., $465. 

'55 Custom (8) 4-dr., $425*, $340; Cus- 
tom (6) 2-dr., $150; Fairlane (8) 
2-dr., $160. 

"54 Crest (8) conv., $195* (ps); Custom 
(8) 4-dr., $105. 

"53 Custom (8) 2-dr., $170, $100; Crest 


(8) 2-dr. Victoria, $150* (ps). 
HUDSON—'56 Wasp (6) 4-dr., $440*. 
LINCOLN—’54 Capri 4-dr., $135* (ps). 


MERCURY—’'58 Commuter 4-dr., $1,025* 
(ps). 
"57 Monterey 4-dr., $815* (ps). 
"56 Monterey 2-dr., $460*. 
’55 Monterey station wagon 4-dr., $485*; 
2-dr. hardtop, $450, $395*, $305*. 


’54 Monterey 2-dr. hardtop, $155*. 
OLDSMOBILE—'57 (98) conv., $610* (ps). 
"56 (88) Super 2-dr, Holiday, $690* (ps); 


(88) 4-dr., $550*; 2-dr. Holiday, $460* 
(ps). 
’55 (88) 2-dr., $510*; 2-dr, Holiday, 
$450* (ps). 
"54 (88) Super 4-dr., $160*%; (88) 4-dr., 
$120*. 
'53 (88) 2-dr., $135*. 
PACKARD—'56 Clipper 4-dr., $590* (ps). 
PLYMOUTH—'59 Savoy (8) 4-dr., $990. 
"58 Savoy (8) 4-dr., $615. 

‘57 Savoy (8) 4-dr., $600*; Savoy (6) 
4-dr., $530*; Plaza (6) 2-dr., $490. 
‘56 Belvedere (8) 2-dr., $650*, $520*; 2- 

dr, hardtop, $535*. 
PONTIAC — '55 Chieftain 4-dr., $§360*; 
conv., $225*. 
RAMBLER—'59 Super (6) Cross Country, 
$1,375. 
MISCELLANEOUS — '56 Chevrolet %-ton 
pickup, $475. 
‘55 Ford F-100 pickup, $300, $250; 
Dodge %-ton panel, $110. 
"50 Dodge %-ton pickup, $400, $135. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for sale of Oct. 3. 
Car prices eased on all cars 1957 and under. 
The market is leveling off gradually. 1958, 
‘59 and ‘60s were selling as high as ever. 
Sold 142 cars from 197 consignments. 
BUICK-—’'58 Limited conv., $1,050* (ps). 

’57 Special 2-dr., $800*; Estate Wagon, 

$800° (ps). 

'56 Special 2-dr., $320; Super conv., $200* 

(ps). 
’55 Super 2-dr. Riviera, $385* (ps). 
‘54 Special 2-dr. Riviera, $250; conv., 
$100* (ps); Super 2-dr. Riviera, $150*. 
CADILLAC—'60 (62) 4-dr. hardtop, $4,- 
050° (ps); 2-dr. hardtop, $3,900* (ps). 

"56 (62) 2-dr. hardtop, $1,300* (ps). 
CHEVROLET—'60 Impala (6) conv., $2,- 

285* (ps); Impala (8) conv., $2,275°*; 
Brookwood (6) 4-dr., $2,010* (ps); 


Bel Air (8) sport coupe, $1,800; Bel 
Air (6) 4-dr., $1,720. 


’59 Impala (8) sport sedan, $1,700* (ps); 


4-dr., $1,650* (ps); Bel Air (8) 4-dr., 
$1,650*, $1,425*, $1,350; Bel Air (6) 
4-dr., $1,200; Biscayne (6) 2-dr., $1,- 
300. 

58 Impala (8) conv., $1,250*; sport 
coupe, $1,220*; Yeoman (6) 2-dr., 
$950; Biscayne (8) 2-dr., $920*. 

’57 Bel Air (8) sport sedan, $1,110*; 
4-dr., $1,100* (ps); 2-dr., $795*; Bel 
Air (6) 2-dr., $1,020*, $950; Two-ten 
(8) 4-dr., $910*, $810*; Two-ten (6) 
station wagon, $800. 

’56 Bel Air (8) 4-dr., $750*; Two-ten (6) 
4-dr., $600*. 

55 Two-ten (6) station wagon, $590*; 
sport coupe, $460; 4-dr., $360; Bel Air 
(8) conv., $420*; 2-dr., $210* (ps); 
One-fifty (6) 2-dr., $330. 

’54 Bel Air 4-dr., $300*, $270*; sport 
coupe, $250*; Two-ten 4-dr., $290; 
2-dr., $250*, $210. 

CHRYSLER — ’57 Windsor 4-dr., $800* 
(ps). 
DeSOTO—'56 Fireflite 4-dr., $660*; Fire- 


dome 4-dr., $620* (ps); 2-dr. hardtop, 
$380* (ps). 
’55 Firedome 4-dr., $290*. 
= Dart (8) Seneca 4-dr., 
575. 
65 Royal (6) 2-dr. hardtop, $270* (ps); 
Coronet (6) 2-dr., $230. 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 


$1,- 


$3,400* (ps), $3,160* (ps); Fairlane 
(6) 2-dr., $1,360; Falcon (6) 2-dr., 
$1,400, 


"59 Galaxie (8) 4-dr., $1,575*. 

’58 Thunderbird (8) 2-dr. hardtop, $2,- 
150* (ps); Fairlane 500 (8) conv., 
$930*; 4-dr., $850*; Custom 300 (6) 
4-dr., $580*. 

’57 Country Sedan (8) 4-dr., $800*, 
$625* (ps); Fairlane 500 (8) 2-dr., 
$720*, $585* (ps); 4-dr., $570*; Fair- 
lane (8) 4-dr., $650*, $460* (ps); 
Ranch Wagon (6) 2-dr., $550; Custom 
(8) 2-dr., $410*. 


‘56 Fairlane (8) 2-dr. Victoria, $650*, 
$625* <«(ps); Crown Victoria, $585* 
(ps); conv., $455* (ps); 2-dr., $335*, 
$235* (ps); Custom (6) 4-dr., $550, 
$320; Custom (8) 2-dr. Victoria, $485* 
(ps), $420*; 2-dr., $360*; 4-dr., $290*; 
Ranch Wagon (8) 2-dr., $480, $310. 

55 Ranch Wagon (8) 2-dr., $468*; Fair- 
lane (8) 2-dr. Victoria, $450*; 4-dr., 
$400*; 2-dr., $380*, $375*, $320. 

"54 Custom (6) 4-dr., $160; Main (6) 
2-dr., $100, 


MERCURY—'58 Monterey 4-dr., $810* (ps). 
57 Monterey 2-dr., $720* (ps), $700* 
(ps), $580*, $400*; 4-dr., $485* (ps). 
56 Custom 4-dr., $490* (ps); 2-dr., 
$400*. 
OLDSMOBILE — ’60 
Scenic, $2,900* (ps). 
’57 (98) 2-dr. Holiday, $1,180* (ps). 
56 (88) Super 4-dr. Holiday, $650*; 
4-dr., $550*; 2-dr., $450*. 
"55 (88) 4-dr., $450*, $240*. 
PLYMOUTH—’5S8 Savoy (8) 2-dr., $450*. 
’57 Suburban (8) 4-dr., $550*; Savoy (8) 
2-dr., $430; Belvedere (8) 4-dr., $400*. 
‘56 Savoy (8) 4-dr., $500*; Suburban (6) 
Custom 4-dr., $390, 


(88) Super 2-dr. 


(88) 


"55 Savoy (6) 2-dr., $260; 4-dr., $260. 
’54 Plaza 2-dr., $160. 
PONTIAC—’59 Catalina 4-dr., $1,850". 
’56 Chieftain 4-dr., $590*; 2-dr., $485*; 
Star Chief 4-dr., $520*. 
’55 Catalina 2-dr., $400*. 
*54 Star Chief 4-dr., $260*. 
RAMBLER—’58 Deluxe (6) 4-dr., $850". 
"57 Super (6) 4-dr., $512*. 
55 Custom 2-dr. hardtop, $210*. 
STUDEBAKER—’58 Champion (6) 4-dr., 
0*. 
MISCELLANEOUS — ’57 Chevrolet %-ton 


pickup, $240. 
'56 Dodge %-ton pickup, $200. 
"55 Chevrolet 2-ton refrigerator truck, 
$725. 
’51 Chevrolet 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are 
for sale of Oct. 4. 

BUICK—’59 Electra 4-dr. Riviera, $2,195*; 
4-dr., $1,900* (ps); Invicta 2-dr. hard- 
top, $2,090* (ps); LeSabre Estate 
Wagon, $2,065* (ps); 2-dr. hardtop, 
$2,045* (ps). 

"58 Century 2-dr. $1,390*. 

"57 Century 4-dr, $950*, $935* 

(ps). 


’56 Super 2-dr. Riviera, $650* (ps), $430* 


%-ton pickup, $150. 


Riviera, 
Riviera, 


(ps); Super 2-dr. Riviera, $650*; RM 
2-dr. Riviera, $550* (ps). 

55 Century 4-dr. Riviera, $560* (ps); 
Super 2-dr. Riviera, $475* (ps); Spe- 


cial 4-dr, Riviera, $450*; 2-dr. Riviera, 


$400*; 4-dr., $380*; RM 2-dr. Riviera, 
$390* (ps). 

’54 Century 2-dr, Riviera, $350*; RM 
2-dr, Riviera, $235* (ps); Super 2-dr. 
Riviera, $210*. 

’563 RM 4-dr., $245* (ps), $185* (ps); 
2-dr. Riviera, $185* (ps); Super 2-dr. 
Riviera, $150*. 

’52 Super 4-dr., $120*. 

’51 Special 2-dr. Riviera, $125. 

CADILLAC—'59 de Ville 2-dr. hardtop, 
$4,000* (ps); 4-dr. hardtop, $3,800* 
(ps); (62) 4-dr., $3,500* (ps). 

"58 (62) Coupe de Ville, $2,550* (ps); 
2-dr. hardtop, $2,525* (ps); Sedan de 
Ville, $2,295* (ps). 

"57 (62) Coupe de Ville, $2,150* (ps); 
2-dr, hardtop, $1,935* (ps); Sedan de 
Ville, $1,635* (ps). 

’56 Eldorado Seville, $1,385* (ps); (62) 
Sedan de Ville, $1,375* (ps); Coupe 
de Ville, $2,275* (ps); (60) Special 
4-dr., $1,130* (ps). 

55 (62) Coupe de Ville, $1,235* (ps); 
2-dr, hardtop, $1,080* (ps). 

’54 (60) Special 4-dr., $875* (ps); (62) 
Coupe de Ville, $790* (ps). 

"53 (62) 4-dr., $290*. 

"52 (62) 2-dr. hardtop, $545* (ps); 


conv., $125* (ps). 

CHEV ROLET—’'60 Impala (8) sport coupe, 
$2,335 (ps); Corvair 700 (6) 4-dr., 
$1,700; Biscayne (6) utility sedan, 
$1,600. 

"59 Impala (8) sport sedan, 
(ps), $1,850* (ps); sport coupe, $1,- 
975* (ps), $1,965* (ps), $1,950*, $1,- 
935; conv., $1,750* (ps); 4-dr., $1,600* 
(ps); Biscayne (8) 2-dr., $1,450; Bis- 
cayne (6) 2-dr., $1,390; Bel Air (8) 


4-dr., $1,350. 

’58 Corvette (8) conv., $1,900; Impala 
(8) conv., $1,590* (ps); sport coupe, 
$1,435* (ps); Nomad (8) 4-dr., $1,- 
450* (ps); Bel Air (8) sport coupe, 
$1,235*. 

’57 Bel Air (8) sport coupe, $1,300* (ps), 


$1,990* 


$1,135*; Two-ten (8). station wagon, 
$1,165*; 2-dr., $1,000*, $975, $680*; 
Two-ten (6) station wagon, $1,085*; 


(Continued on Page 41, Col, 1) 
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’51 Deluxe 4-dr., $165; 2-dr., $135*. 
OHRYSLER — '55 (300) 2-dr. hardtop, 
$750* (ps). 
’53 Windsor 4-dr., $215*. 
DODGE—’'58 Coronet (8) 4-dr. hardtop, 


EDSEL—’58 Pacer 2-dr. 
(ps). 
FORD—’60 Galaxie (8) Starliner, $2,305* 


LINCOLN—’59 Continental Mark IV 4-dr, 


MERCURY — ’59 Monterey 2-dr., 


OLDSMOBILE—’60 (88) Fiesta 4-dr., $3,- 


PACKARD —’'55 Clipper 2-dr. 
PLYMOUTH—’60 Suburban (8) 4-dr., $2,- 


PONTIAC—’60 Catalina Safari 4-dr. (9 


RAMBLER-~ 


STUDEBAKER—’59 Silver Hawk (6) 2-dr. 


MISCELLANEOUS—’60 Ford (6) Falcon 
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One-fifty (6) 2-dr., $735; 4-dr., $715* 
) 


(ps). 

’56 Bel Air (8) sport coupe, $775, $715*; 
Two-ten (8) station wagon, $610. 

55 Two-ten (8) Delray, $605*; station 
wagon, $600*; 2-dr., $560; Bel Air (8) 
conv., $490*, $430*; One-fifty (6) 2- 
dr., $460. 

’54 Bel Air sport coupe, $465*; 4-dr., 
$185*; One-fifty 4-dr., $355; Two-ten 
4-dr., $315*. 

’563 Bel Air conv., $340* (ps), $220; 
sport coupe, $280; Two-ten sport coupe, 
$335; station wagon, $265; 4-dr., 
$165*, $120; One-fifty 2-dr., $155. 

"52 Deluxe conv., $200; 2-dr., $160; 
2-dr. hardtop, $110*. 


$1,075* (ps). 

57 Coronet (8) 2-dr, 
4-dr., $660*. 

5S Royal (8) 4-dr., $475* (ps); 2-dr. 
hardtop, $460*. 

53 Coronet (8) 2-dr., $270*, $200*. 


hardtop, $875* 


hardtop, $795*; 


(ps); Falcon (6) 2-dr., $1,760*; 4-dr., 
$1,750*; Custom 300 (8) 2-dr., $1,- 
650*. 

59 Thunderbird (8) 2-dr, hardtop, $2,- 
375* (ps); Country Sedan (8) 4-dr. 
(9 pass.), $1,665*; Fairlane 500 (8) 
2-dr, Victoria, $1,625* (ps); Ranch 
Wagon (8) 2-dr., $1,595*; Ranch Wag- 
on (6) 2-dr., $1,450; Galaxie (8) 4-dr,, 
$1,545; Custom 300 (8) 2-dr., $1,375. 

58 Country Sedan (8) 4-dr., $1,500* 
(ps); Del Rio (8) 2-dr., $980* (ps); 
Ranch Wagon (6) 4-dr., $945*, $955*; 
Custom 300 (8) 4-dr., $750*. 

’57 Thunderbird (8) conv., $1,885* Fair- 
lane 500 (8) 2-dr. Victoria, $1,035* 
(ps), $960* (ps); 4-dr, Victoria, $925* 
(ps); conv., $855* (ps), $785* (ps), 
$735*; Country Squire (8) 4-dr., $900* 
(ps); Country Sedan (8) 4-dr. (9 
pass.), $875* (ps); Fairlane (8) 4-dr., 
$690*, $600* (ps). 

56 Country Squire (8) 4-dr., $750* (ps); 
Country Sedan (8) 4-dr, (9 pass.), 
$675* (ps); Fairlane (8) 2-dr., $615* 
(ps); 4-dr. Victoria, $400*; Custom (6) 
4-dr., $540*, $485*; Ranch Wagon (8) 
2-dr., $450*. 

’55 Thunderbird (8) conv., 
try Sedan (8) 4-dr. (9 pass.), $495*; 
Fairlane (8) 2-dr, Victoria, $475*, 
$430, $425*; 2-dr., $420*, $415*, $400*, 
$285*; 4-dr., $410*; Custom (8) 2-dr., 
$450*; Custom (6) 2-dr., $305. 

"54 Main (8) 2-dr., $300; 4-dr., $210; 
Ranch Wagon (8) 2-dr., $300, $235; 
Custom (8) 2-dr., $290*; 4-dr., $135; 
Crest (6) 2-dr, Victoria, $260*; Coun- 
try Sedan (8) 4-dr., $245*. 

*53 Crest (8) 2-dr. Victoria, $370* (ps), 
$145*; Main (6) 2-dr., $220; Country 
Sedan (8) 4-dr., $195*. 

52 Country Sedan (8) 4-dr., $165*. 

’51 Deluxe (8) business coupe, $125. 


$800*; Coun- 


hardtop, $3,790* (ps). 

’56 Premiere 2-dr, hardtop, $1,035* (ps); 
Capri 2-dr. hardtop, $900* (ps). 

$1,850* 
(ps). 

’57 Monterey 2-dr., 
muter 4-dr., $910. 

’56 Monterey 2-dr, hardtop, $570*. 

’54 Monterey 2-dr. hardtop, $315*; 2-dr. 
hardtop, $300* (ps), $295*. 

53 Monterey 2-dr, hardtop, $415*; 4-dr., 
$285. 

’51 Monterey 2-dr., 


$925* (ps); Com- 


$195, $170*. 


080* (ps); 4-dr. Holiday, $2,825* (ps). 
’59 (88) Fiesta 4-dr., $2,385* (ps); 2-dr. 


Scenic, $2,075* (ps), $2,010*%; (98) 
4-dr., $2,300* (ps). 

’58 (88) conv., $1,300* (ps). 

57 (88) 2-dr. Holiday, $1,025* (ps), 
$950* (ps); (88) Super 4-dr, Holiday, 
$660* (ps). 


’56 (88) 2-dr. Holiday, $920* (ps); (88) 
Super 2-dr, Holiday, $890* (ps). 

55 (88) Super 2-dr. Holiday, $565* (ps); 
(98) 2-dr, Holiday, $445*; 4-dr, Holi- 
day, $385* (ps). 

’54 (88) 2-dr, Holiday, $555* (ps); (98) 
2-dr. Holiday, $450* (ps), $275* (ps); 
(88) Super 2-dr. Holiday, $160*. 

"52 (88) 4-dr., $125* (ps); (88) Super 
2-dr., $105*. 

hardtop, 


$435* (ps); 4-dr., $265*. 


150* (ps). 

’59 Suburban (8) Custom 4-dr., $1,745* 
(ps). 

’58 Suburban (8) Custom 4-dr., $1,205* 


(ps). 

’57 Savoy (8) 2-dr. hardtop, $675*; 4-dr. 
hardtop, $595*. 

’56 Belvedere (8) 2-dr, hardtop, $550*; 
Suburban (8) 4-dr., $550*; Suburban 
(6) 2-dr., $375. 

55 Belvedere (8) Suburban, $390*; 2-dr., 
$340. 


pass.), $2,850* (ps). 

’59 Catalina Safari 4-dr, (9 pass.), $2,- 
265* (ps); Star Chief 4-dr, Vista, $2,- 
115* (ps). 

’56 Star Chief 4-dr. Catalina, $650* (ps); 
2-dr, Catalina, $565* (ps); Chieftain 
2-dr., $510; 2-dr. Catalina, $460*; 4-dr. 
Catalina, $385* 

’54 Chieftain 4-dr., $230*. 

'59 Super (8) 4-dr., $1,685* 
(ps); Super (6) 4-dr., $1,355". 

‘56 Custom Cross Country, $800. 

’55 Custom Cross Country, $500, $500*, 
$400. 

’53 Custom 2-dr. hardtop, $260. 


hardtop, $1,385; Lark (6) station wag- 
on, $1,255. 

566 Commander (8) 4-dr., $560*. 

’53 Champion (6) 4-dr., $125*. 
Ranchero, $1,665*; Chevrolet (6) %- 
ton pickup, $1,320. 

"659 Ford (8) Ranchero, 
%-ton pickup, $1,050*, 
let (6) El Camino, 
pickup, $1,175. 

’58S Ford (8) F-100 pickup, $1,085; (8) 
F-250 %-ton pickup, $995*; Chevrolet 
(8) %-ton pickup, $1,040*. 

’57 Chevrolet (6) delivery sedan, $650. 

’56 Ford (6) %-ton pickup, $480. 


$1,575*; (6) 
$940; Chevro- 
$1,425; %-ton 


































FORD—’60 Falcon (6) 2-dr., 


’55 Chevrolet (6) %-ton pickup, $690, 
$535* 


"54 Ford (8) F-100 %-ton pickup, $415; 
(6) F-250 %-ton pickup, $300*. 

’53 Dodge %-ton pickup, $240. 

’49 Chevrolet %-ton pickup, $285. 


DETROIT 


State Fair Auto Auction. Sale every 


Tuesday. Prices are for sale of Oct, 4. 
Plentiful supply of cars. Prices sliding. Sold 
62 cars from 159 consignments. 


BUICK—’59 Electra 4-dr. hardtop, $1,835* 


(ps); LeSabre 2-dr., $1,640* 
’58 Special 2-dr. Riviera, $1,145* (ps). 
’56 Special 2-dr. Riviera, $595* (ps), 
$400*, $310*. 
’55 Special 2-dr. Riviera, $315*. 


CHEVROLET—’60 Corvair (6) 4-dr. $1,- 


405, $1,400. 

’59 Brookwood (6) 4-dr., $1,380; Biscayne 
(6) 2-dr., $1,050, $710*, $710. 

’58 Delray (6) 2-dr., $770*. 

’56 Bel Air (8) 2-dr., $600* (ps); conv., 
$430*; Two-ten (6) 2-dr., $340*. 

’54 One-fifty station wagon 4-dr., $340*. 

’53 Bel Air 2-dr., $170. 


DeSOTO—’57 Firesweep 2-dr., $760*. 
DODGE—’57 Coronet (8) 2-dr., 


$775*; 
Suburban (8) 2-dr., 

’55 Royal (8) 4-dr., 
4-dr., $175*. 


$665*. 
$430*; Coronet (8) 
$1,510". 
’59 Galaxie (8) conv., $1,570. 

"58 Custom 300 (6) 2-dr., $635. 


STROMBERG 





— Patrician 2-dr. 
$100*. 
PLYMOUTH—’57 Fury (8) 2-dr. hardtop, 


PONTIAC—’56 Chieftain 2-dr. 


’57 Fairlane 500 (8) skyliner, $900* (ps); 
2-dr., $695* (ps); Fairlane (8) 4-dr., 
$695*; Country Sedan (8) 4-dr., $670* 
(ps); Custom 300 (8) 4-dr., $620°; 2- 


$585. 
56 Fairlane (8) 4-dr, Victoria, .§350*, 
$325*; Custom (8) 2-dr., $300, 
55 Fairlane (8) 2-dr. Victoria, $445°; 
2-dr., $340. 
‘54 Custom (8) 2-dr., 
‘53 Main (6) 4-dr., $190. 


$100*. 


MERCURY—’57 Monterey 2-dr., $685* (ps) ; 


2-dr. hardtop, $675* (ps). 
’55 Montclair 2-dr. hardtop, $360*. 


OLDSMOBILE—’59 (88) 2-dr. Scenic, $1,- 


680°. 
"56 (88) 2- dr., $555°*. 
’55 (98) 4-dr. Holiday, $375* (ps). 
hardtop, 


$825* (ps); Belvedere (8) 2-dr. hard- 
top, $725* (ps); Savoy (6) 2-dr., $500*; 
Plaza (6) 2-dr., $360. 

’56 Belvedere (6) 2-dr., $250*. 

’53 Cranbrook 2-dr., $170. 

Catalina, 

$190*. 


RAMBLER—’59 Super (6) oe Country 


4-dr., $1,265; 4-dr., $1,200 


MISCELLANEOUS—’60 | Ford sek, $1,- 


275. 
’56 Ford %-ton pickup, $450. 


DYER, IND. 


Dyer Auto Auction. Sale every Friday. 


Prices are for sale of Oct. 7. Sold 273 cars 
from 360 consignments, 
BUICK—’57 Super 4-dr. 


Riviera, $850* 


(ps). 

’56 Special Estate Wagon, $515*; 2-dr. 
Riviera, $505*, $460; conv., $435*; 4- 
dr., $360, $360*; Super 2-dr. Riviera, 
$510* (ps); 4-dr., $300*, $250*. 

‘55 Special 4-dr., $305*, $250*. 


‘54 Special 2-dr. Riviera, $195* (ps). 





Galaxie (8) 4-dr. Victoria, $1,870* 
$725* (ps). (ps); conv., $1,540°; Country Sedan 
(8) 4-dr., $1,435* (ps), $1,280°; Fair- 
lane (8) 4-dr., $1,185*; 2-dr., $1,000; 
Custom 300 (8) 4-dr., $980*; 2-dr., 


$630. 
’58 Fairlane 500 (8) 2-dr. Victoria, $1,- 


'53 Special 4-dr., $225*. 
CADILLAC—'56 (62) conv., 
"55 (62) 4-dr., $500* (ps). 
54 (62) 2-dr. hardtop, $465° (ps). 

"52 (62) 4-dr., $125°. 


CHEVROLET— ’60 Impala (8) sport sedan, 


$2,205* (ps); sport coupe, $2,140* (ps); ; 

Impala (6) sport coupe, $2,095" (ps):| $6508. ‘Custom 300 (8) 2-d¥-,, $730 4- 
~ . . ; - ’ 

Brookwood (8) 4-dr., $2,015* (ps); Bel ar., $650*°; Custom 300 (6) 4-dr., 


Air (6) 4-dr., $1,780*; Bel Air (6) 
sport coupe, $1,740*; Biscayne (6) 2- 
dr., $1,780 

59 Impala 8) sport sedan, $1,905* (ps); 
sport coupe, $1,830* (ps), $1,625*; 
conv., $1,805* (ps), $1,600; Bel Air 
(8) sport sedan, $1,400*; Bel Air (6) 
2-dr., $1,170* (ps). 

ee (8) sport coupe, $1,580*, $1,- 

. 
‘57 Bel Air (8) sport coupe, $1,140* (ps); 


$465. 

‘57 Fairlane 500 (8) 4-dr. Victoria, 
$885*; 2-dr. Victoria, $870*, $820* 
(ps); Fairlane (8) 2-dr., $585*, $430*; 
2-dr. Victoria, $375*; Ranch Wagon 
(8) 2-dr., $550. 

'56 Ranch Wagon (8) 2-dr., $580*; Coun- 
try Sedan (8) 4-dr., $520*, $490; Coun- 
try Sedan (6) 4-dr., $300*; Fairlane 
(8) a Mi ge met =! 2-dr., ph 

. 45*; Custom (6) 4-dr. ; 

2-dr., $1,070* (ps); 4-dr., $885*; Two- ennai (8) ‘4-dr., $385°; Main (8) 2- 
Se 4-dr., $800; Two-ten (6) 2-dr., ig its $330", $290°; ;Main @ 2-dr., $295. 

"86 Bel Air (8) sport sedan, s7ose,| ‘5 Palrlane (8) 2dr Nicworia) iar, 


$635*; 4-dr., $600*; conv., $385* (ps); ae . = 
Two-ten (8) 2-dr., $350*, $340, $325; i. ae or ae ee ee 
4-dr., $350*. 


’54 Custom (8) 2-dr., $175°, $140; Main 
(8) 2-dr., $145, $130 

"53 Crest (8) 4-dr., $190, $150; conv., 
$150; Country Sedan (6) 4-dr., $130*; 
Custom (6) 4-dr., $110. 


’55 Bel Air (8) sport coupe, $510* (ps); 
4-dr., $450*; Two-ten (8) 2-dr. hard- 
top, $360*; 2-dr., $325*; Two-ten (6) 
4-dr., $310°; 2-dr. hardtop, $300. 

Oe ro ere ae ee at 215i* ere, | 52 Crest (8) 2-dr. Victoria, $295°; Cus- 
Sise*; Two-ten 3-dr., 3 at F180; Cne- tom (8) 2-dr., $185; Main (8) 4-dr., 
fifty 4-dr., $130. $160 

*53 Two-ten 4-dr., $225. 35 2-dr., $230 

CHRYSLER—’60 NY 4-dr., $2,625* (ps). HUDSON—’56 Hornet 4-dr., $290*. 


’56 Windsor 4-dr., $210*. '55 Hornet 4-dr., $175* 
’55 Windsor 4-dr., $355*. ae! ‘o e * 
DODGE—'56 Custom Royal (8) conv., ae 56 Capri 2-dr. hardtop, $600 


58 Coronet (6) 2-dr., $140 ‘95 ‘Capri conv., $220* (ps) 
’55 Corone ) 2-dr., , , Oa or 
FORD—'60 Thunderbird (8), $3,115* (ps) ; ate Me ee 
Galaxie 4-dr. Victoria, $2,105* ee 
tease een. Gore teens Ghana SS: | MERCURY—'59 Monterey 4-dr., $1,475°. 
dan (8) 4-dr., $1,920*; Faleon (6) 2-| '57 Monterey 4-dr. hardtop, $535*. 
dr., $1,430 56 Medalist 4-dr., $350*. 


59 Thunderbird (8) conv., $2,365* (ps); (Continued on Page 42, Col, 2) 












ul “Yes, this year’s customers will be next 
year’s buyers—that is, if they receive good 


performance from our present cars. Customers 
expect and deserve good gas mileage, prompt, 
easy starting and no stalling. What’s a good 
way to give it to them?” 





CARBURETOR 
MILES-PER-GALLON 
HELP SELL 
NEXT YEAR’S MODELS, TOO 











“Easy — specify STROMBERG* — the 
carburetor that delivers economy, reli- 
ability and efficiency. It’s built by Bendix—a 
leading builder of automotive and aircraft fuel 


systems for over forty years.” *Reg. U. S. Pat. Of. 


Bendix-Elmira 


ECLIPSE MACHINE DIVISION 
ELMIRA, NEW YORK 
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‘655 Montclair 2-dr. hardtop, $440*; Mon- 
top, $300*; Custom sta- 

agon, $300*; 4-dr., $300, $295° 
(ps), $215; 2-dr. hardtop, $300*; 2-dr., 
205. 


$205. 
’54 Monterey station wagon, $175; Cus- 
tom 2-dr., $170*; 2-dr. hardtop, $120. 
NASH—’55 Ambasador (6) 4-dr., $150* 
(ps). 
OLDSMOBILE—’56 (98) 4-dr., $760* (ps); 
2-dr. Holiday, $690* (ps); (88) 4-dr., 
*; 2-dr., $340*, $250*. 

’S55 (88) Super 2-dr. Holiday, $530* (ps), 
$525°; 2-dr., $450°; 4-dr., $400*°; (98) 
4-dr., $400°* (ps); (88) 2-dr., $210*, 

* 





$200°. 

PLYMOUTH — ’'57 Belvedere (8) 4-dr., 
$610*; Savoy (8) 4-dr., $475*; 2-dr., 
$400*; Plaza (8) 4-dr., $380*, $325; 


Plaza (6) 2-dr., $250*. 


Navy Cites Dealer— 

Edward J. Butler jr., right, president, 
Butler Chevrolet, Inc., New London, Conn., 
receives a certificate of appreciation “in 
recognition of outstanding service to the 
United States Navy recruiting service.” 
Butler also was cited for his work in the 
Navy relief program. The presentation) '54 Star Chief 4-dr., $250°. 
ls made by U-Commander &. & DeSmet,| mamueun "ss ‘Atsbanador (8) 4-dr., 
center, while C. F. Clark, SFI, left, looks $790°. 


'57 Custom (8) 4-dr., $745*. 
*56 Custom 4-dr., $610*. 


(8) 4-dr., $225, $130. 
’55 Plaza (8) 4-dr., $115. 

'54 Belvedere 2-dr. hardtop, $155*. 
PONTIAC—’57 Star Chief 2-dr. Catalina, 
$835*; Chieftain 4-dr., $655* (ps). 

’56 Star Chief 2-dr. Catalina, $535°, 
$515°. 

’55 Star Chief 2-dr. Catalina, $450* (ps); 
4-dr., $385*, $365*; Chieftain 4-dr., 
$170*, $130°*. 











TRI-EX REFINED 
Wolfs Head Oil 


wWigy 
ee Yer 


Comparative tests and records of countless motor- 
ists prove that regular use of WOLF’s HEAD makes a 
real difference in lower operating and upkeep costs. 
That’s why car owners everywhere insist on WOLF’S 
HEAD, “finest of the fine’ premium motor oils. 
WoLFr’s HEAD is 100% Pure Pennsylvania—the oil 
with Nature’s Miracle Molecule . . . Tri-Ex refined 
three extra steps for truly superior performance... 
and Scientifically Fortified for complete protection. 
With WoLF’s HEAD you can keep your 

customers coming back. WOLF’sS 
HEAD commands distinctive cus- 
tomer loyalty the world over. 





AWO LveES 





WOLF’S HEAD 
Oil REFINING CO., INC. 


Ol CITY, PA. 





(Continued from Page 41) 


’56 Plaza (6) 4-dr., $255*, $235; Plaza 


’55 Deluxe 4-dr., $125*. 
"64 Super 4-dr., $105*. 
a Lark (6) 2-dr., $1,- 
020°. 
°68 Champion (6) 4-dr., $370*; 2-dr., 
$290. 


’57 Champion (6) 4-dr., $600*. 
*55 Commander (8) station wagon, $290. 
MISCELLANEOUS—’59 Chevrolet (6) %- 

ton pickup, $1,325. 

’58 Dodge panel, $760; Willys Jeep, $585. 

‘57 Ford %-ton truck, $545. 

"56 Dodge %-ton truck, $340; Ford \%- 
ton truck, $300. 

53 Chevrolet 1-ton, $125. 

°50 Chevrolet %-ton, $125. 

*49 Studebaker i-ton, $140. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of Oct. 6. Action 
was good. Prices somewhat softer on late 
stuff. Average and below cars selling at a 
price. Sold 208 cars from 258 consignments, 
BUICK—’60 Invicta 4-dr. hardtop, $2,400* 






















































(ps). 

"59 LeSabre conv., $1,810* (ps); 4-dr., 
$1,605* (ps); Invicta 4-dr, hardtop, 
$1,670* (ps). 

’68 RM 2-dr. Riviera, $1,340* (ps); Spe- 
cial 2-dr., $1,030*, 

’°57 RM 2-dr. Riviera, $875*; Century 4- 
dr., $840* (ps); Special 4-dr., $740* 
(ps); 2-dr. Riviera, $640*, $395*. 

°56 Century 2-dr. Riviera, $640* (ps); 
4-dr., $635* (ps); RM conv., $500* 
(ps); Super 4-dr, Riviera, $495* (ps); 
2-dr. Riviera, $260* (ps). 

55 Special 2-dr. Riviera, $310; Super 4- 
dr., $300* (ps); Century 4-dr., $265* 


(ps). 

’54 Special 4-dr., $275* (ps) 

CADILLAC—’58 (62) Coupe de Ville, $2,- 

380° (ps); 4-dr., $2,370* (ps). 

"57 (62) 4-dr., $1,800* (ps), $1,700* 
(ps); (60) Special 4-dr., $1,670* (ps). 

"56 (62) conv., $1,240* (ps); 4-dr., $1,- 
060* (ps); (60) Special 4-dr., $1,060* 


(ps). 

CHEVROLET—’'60 Be. Air (8) 4-dr., $2,- 
325* (ps), $1,950* (ps), $1,860* (ps), 
$1,625* (ps); Corvair (6) 4-dr., $1,- 
300. 


‘59 Impala (8) conv., $1,695* (ps); 4- 
dr., $1,645* (ps); Parkwood (8) 4-dr., 
$1,405*; Bel Air (8) 4-dr., $1,385*, 
$1,360*, $1,350°, $1,260°, $1,215*; Bel 


Air (6) 4-dr., $1,375*, $1,350*, $1,- 
345*, $1,325*, $1,300*, $1,300* (ps), 
$1,290*, $1,280*, $1,270*, $1,225, $1,- 


200, $1,155; 2-dr., $1,200. 

"6568 Impala (8) conv., $1,300* (ps); Bel 
Air (8) conv., $1,250* (ps), $1,245* 
(ps), $1,220° (ps); 4-dr., $1,070* (ps); 
Brookwood (6) 4-dr., $1,120*; Bis- 
cayne (6) 4-dr., $1,000*, $945* (ps), 
$935, $920°; Biscayne (8) 4-dr., $950*. 

‘S57 Bel Air (8) 2-dr., $975*; 2-dr. hard- 
top, $935*; One-fifty (6) 2-dr., $680*; 
One-fifty (8) 4-dr., $675* (ps). 

’56 Bel Air (8) 4-dr., $730, $660*, $735*; 
Bel Air (6) 2-dr., $665*, $580* (ps); 
Two-ten (8) station wagon 4-dr., 
$400". 

*55 Bel Air (8) 2-dr. hardtop, $480* (ps), 
$460°; 4-dr., $375*; Bel Air (6) 4-dr., 

05. 


$405. 
54 Bel Air 2-dr., $255*, $145. 
’53 Bel Air 4-dr., $225. 
CHRYSLER—'58 NY 4-dr., $1,340* 
Saratoga 4-dr., $1,180* (ps). 
57 NY 2-dr. hardtop, $1,070° (ps), 
"655 Windsor 4-dr., $280*. 
DeSOTO—'58 Firedome 4-dr., $1,085*. 
’57 Fireflite 4-dr., $925*, 
56 Firedome 4-dr., $545*; Fireflite 4- 
dr. hardtop, $455* (ps). 
‘55 Firedome 4-dr., $410* (ps). 


(ps); 


DODGE—’61 Dart (6) Seneca 4-dr., $2,- 
185°; 2-dr., $1,950. 
"658 Coronet (8) 2-dr. hardtop, $1,010* 


(ps). 

‘57 Custom Royal (8) 4-dr., $890*; Royal 
(8) 4-dr., $545°; Coronet (8) conv., 
$850* (ps); 4-dr., $725° (ps); 2-dr. 
hardtop, $690°*. 

'56 Coronet (8) 4-dr., $510* (ps); 2-dr. 
hardtop, $250*. 

"6565 Royal (8) 2-dr. hardtop, $230* (ps). 

'54 Royal 4-dr., $185* (ps), $160*; Cor- 
onet 4-dr., $155. 

FORD—’59 Custom 300 (8) 4-dr., $1,220° 
$1,050; 2-dr., $1,120° (ps), 


2-dr, Victoria, $1,040*° (ps); Fairlane 
(8) 4-dr., $905*; Ranch Wagon (8) 2- 
os $755, $500*; Custom 300 (8) 4-dr., 
$740. 

‘S57 Fairlane 500 (8) 2-dr. Victoria, $755*° 
(ps); Custom (8) 2-dr., $550° (ps); 
Custom (6) 4-dr., $485*; Country Se- 
dan (6) 4-dr., $500*. 

’56 Country Squire (8) 4-dr., $510* (ps); 


Fairlane (8) 2-dr., $375* (ps); Cus- 
tom (8) 4-dr., $300°; 2-dr., $280. 
‘55 Custom (8) 4-dr., $345*, $150°; 2- 


dr., $260; Main (6) 2-dr., $280. 
‘53 Custom (8) 4-dr., $110*, $105; 2-dr., 


$100. 

IMPERIAL — '57 Imperial 4-dr., $1,135* 
(ps). 

LINCOLN — ‘58 Premiere 4-dr. hardtop, 
$1,800* (ps). 


‘ST Capri 4-dr., $1,060* (ps). 
‘56 Capri 4-dr., $600* (ps). 
MEROURY—’'59 Montclair 4-dr., 

(ps). 

'58 Monterey 4-dr., $960°. 

’S7 Montelair 2-dr. hardtop, $925*. 

'56 Monterey 4-dr., $590*; conv., $475°; 
Custom 4-dr. hardtop, $310* (ps). 


$1,600° 


‘54 Monterey 2-dr., $160. 
OLDSMOBILE—’'60 (88) Super Fiesta 4- 
dr., $2,500° (ps), $2,280* (ps). 

‘59 (98) 2-dr. Scenic, $1,935* (ps); 
conv., $1,840* (ps); (88) Super 4-dr. 
Holiday, $1,710* (ps); (88) 4-dr., $1,- 
670° (ps). 

‘58 (98) 4-dr. Holiday, $1,465° (ps); 
(88) Super 4-dr., $1,375* (ps). 

‘S57 (88) Super 2-dr. Holiday, $1,050* 


(ps); (88) 4-dr., $820* (ps). 

'56 (88) 2-dr. Holiday, $570*, 

‘54 (88) 4-dr., $300* (ps). 

PACKARD—'55 Clipper 2-dr., $100*. 

PLYMOUTH—'59 Belvedere (8) 4-dr., $1,- 
130°; Savoy (8) 4-dr., $1,100* (ps), 
2 at $920. 

‘58 Savoy (8) 4-dr. hardtop, $825° (ps); 
Plaza (8) 2-dr., $600°, 

'S7 Suburban (8) 4-dr., §760*; Belvedere 
(8) 4-dr., $680°; 2-dr. hardtop, $410°; 
Savoy (8) 2-dr,. hardtop, $510*, 

‘56 Belvedere (8) 4-dr, hardtop, $475*; 
Plaza (8) 2-dr., $390. 
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65 Plaza (6) 4-dr., $315; 2-dr., $260,| CHEVROLET—’59 Impala (6) sport coupe, 
$175; Belvedere (6) 2-dr., $155. $1,670*; Bel Air (8) 2-dr., $1,285*. 
’54 Savoy 4-dr., $280*. ‘57 Bel Air (8) conv., $1,140* (ps), $1,- 
PONTIAC—’59 Bonneville conv., $2,150* 030*; 4-dr., $1,045* (ps), $945*; Two- 
(ps); Star Chief 4-dr., $1,840* (ps). ten (6) 4-dr., $795*; station wagon 

’58 Chieftain 2-dr., $930* 2-dr., $735* 


57 Chieftain 2-dr., $630* (ps). 


‘56 Star Chief 4-dr. Catalina, $565* 
(ps), $425*. 
oo get 2-dr, Catalina, $185; 2-dr., 
5. 


’54 Chieftain 2-dr, Catalina, $180*. 
RAMBLER—’60 Custom (6) 4-dr., $1,730*. 
MISCELLANEOUS—’55 Ford (8) stake, 

$360; pickup, $350; Chevrolet (6) 1-ton 
panel, $300 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Oct. 4. 
BUICK—’60 LeSabre 4-dr., $2,200* (ps). 

‘59 LeSabre 4-dr, hardtop, $1,880* (ps). 

’57 Super 4-dr. Riviera, $850* (ps). 

’56 Special 4-dr. Riviera, $615*; RM 4- 
dr., $595* (ps). 

’55 Super 4-dr., $400* (ps). 

CADILLAC—’58 (60) Special 4-dr. hard- 
top, $2,490* (ps); (62) Coupe de Ville, 
$2,340* (ps); 2-dr. hardtop, $2,300* 
(ps), $1,960* (ps); 4-dr. hardtop, $1,- 
925° (ps). 

’57 (62) 2-dr. hardtop, $1,585* (ps). 

"56 (62) Coupe de Ville, $1,195* (ps); 
Sedan de Ville, $1,115* (ps); 4-dr., 
$1,085* (ps). 

"55 (62) 2-dr. hardtop, $700* (ps). 

"53 (62) 4-dr., $375* (ps), $357* (ps). 

CHEVROLET—’60 Corvair (6) 4-dr., $1,- 
565*. 


'59 Impala (8) conv., $1,530; sport 
coupe, $1,525* (ps). 

58 Brookwood (8) 4-dr., $1,250* (ps); 
Impala (8) conv., $1,185* (ps), $1,- 


020* (ps); Nomad (8) 4-dr., $1,180*. 


57 Bel Air (8) 4-dr., $1,000*; station 
wagon, $925*; 2-dr., 3915*; Bel Air 
(6) sport coupe, $990; One-fifty (6) 
4-dr., $540. 


56 Bel Air (6) sport sedan, $675. 
55 Two-ten (6) 4-dr., $465*. 
'54 Two-ten 2-dr., $200*, $195*, 
’53 Bel Air 4-dr., $255* (ps). 
CHRYSLER—’57 Saratoga 4-dr. hardtop, 
$980°*; Windsor 4-dr., $720*. 
DODGE—’55 Coronet (8) 2-dr. hardtop, 
$350; Coronet (6) 4-dr., $290*, 
FORD—'60 Country Sedan (8) 4-dr., $2,- 
075* (ps); Galaxie (8) 4-dr. Victoria, 
$2,040* (ps); starliner, $1,880* (ps), 
$1,695 (ps); Ranch Wagon (8) 4-dr., 
$1,745*; Falcon (6) 4-dr., $1,490. 
*59 Thunderbird (8) conv., $2,810* (ps); 
Galaxie (8) 4-dr. Victoria, $1,915* 
(ps), $1,525* (ps); 2-dr. Victoria, $1,- 


415*; 4-dr., $1,270*; Country Sedan 
(8) 4-dr., $1,770* (ps), $1,625* (ps), 
$1,370*; Fairlane 500 (8) 2-dr., $1,- 
250* (ps); Custom 300 (8) 2-dr., $1,- 
100. 

’58 Fairlane 500 (8) 2-dr. Victoria, $1,- 
125* (ps), $1,000* (ps); 4-dr., $910* 
(ps); Fairlane (8) 2-dr., $790. 

’57 Fairlane 500 (8) conv., $785* (ps); 


Fairlane 500 (6) conv., $610; Custom 
300 (8) 2-dr., $530. 
*56 Country Sedan (8) 4-dr., $500*, 
"55 Fairlane (8) 2-dr., $425*; 4-dr., 
. 


$405*. 

IMPERIAL—’58 Imperial conv., $1,800* 
(ps). 

LINCOLN—’'54 Capri 2-dr. hardtop, $300*. 


MEROURY—’57 Monterey 2-dr. hardtop, 
$800° (ps). 
OLDSMOBILE — ‘59 (88) 4-dr., $2,080* 


(ps). 

"58 (98) 4-dr. Holiday, $1,330* (ps); 
(88) 4-dr. Holiday, $1,250* (ps). 

"56 (98) 2-dr, Holiday, $735* (ps); (88) 
Super 4-dr, Holiday, $665*; (88) 4-dr., 
$535* (ps). 

’55 (88) 2-dr. Holiday, $420*, 

’54 (88) 4-dr., $375* (ps); 2-dr. Holiday, 
$220° (ps). 

PLYMOUTH—'57 Savoy (8) 4-dr., $500 
PONTIAC—’60 Bonneville 4-dr, Vista, 
920° (ps). 

‘59 Bonneville conv., $1,955* (ps). 

’57 Chieftain 4-dr. Catalina, $780. 

’56 Chieftain station wagon, $500*; 2-dr. 
Catalina, $455*. 

‘55 Star Chief conv., $150*, 

’54 Star Chief conv., $325* (ps). 

RAMBLER—’58 Custom (6) Cress Coun- 
try, $1,265*; Custom (8) Cross Coun- 
try, $1,170; Super (6) Cross Country, 
$975. 

'57 Super (6) Cross Country, $680*. 

56 Custom 4-dr., §700*; Deluxe 4-dr., 
$475*. 

VALIANT—’'61 Valiant station wagon, $2,- 
060*; 4-dr., $1,950*, $1,890. 

60 Valiant 4-dr., $1,460. 

MISCELLANEOUS—’57 Ford %-ton truck, 


$560. 
"56 Chevrolet pickup, $495; %-ton truck, 


$2,- 


"55 Chevrolet %-ton truck, $390, 


FONTANA, WIS. 


Fontana Auto Auction, Sale every Tues- 
day. Prices for sale of Oct. 6. Market was 
slightly off, due to various new car show- 
ings. Sold 123 cars from 218 consignments. 
BUICK—’57 Special 4-dr., $725* (ps). 

'56 Special 4-dr. Riviera, $585*, $500* 

(ps); 2-dr. Riviera, $500°; Century 
2-dr. Riviera, $515*. 


’55 Special 2-dr. Riviera, $465*, $300°*. 


"54 Special 4-dr., $245*; RM 4-dr., $175*. 
CADILLAC—'56 (62) 2-dr. 
245°. 


hardtop, $1,- 








FENDER REPAIR PANELS — Latest addi- 
tions to the Anzick Detroiter Slip-Fit line 
of die-formed autobody replacement pan- 
els and partial repair sections are rear 
fender repair panels which can be used 
either to slip over or replace rusted out 
fender sections. Detroiter Slip-Fit panels 
are produced by Anzick Mfg. Co., 23675 
Mound Rd., Warren, Mich. The panels elim- 
inate any need to remove the damaged 
or rusted out section, it is said. The die- 
formed panels are pre-cut and contoured 
to original body lines, it is said. 





"cake Seth An nasil 


56 Bel Air (8) 4-dr., $830*, $660*; 2-dr., 
$590*; Bel Air (6) conv., $580*; Two- 
ten (8) 4-dr., $625*; 2-dr., $590*. 


a ee 


'55 Two-ten (8) Delray, $590*; 4-dr., 
$400*; Two-ten (6) 2-dr., $340*; Bel : 
Air (8) 2-dr., $555*, $450*; Bel Air : 
(6) 4-dr., $480*; 2-dr., $280*, ; 

*54 Corvette (6) conv., $740*. { 

’53 Two-ten station wagon, $130, 

CHRYSLER—’57 Saratoga 2-dr. hardtop, 


$890*. 
DeSOTO—’57 Firedome 4-dr., $650*. 

’55 Firedome 2-dr., $245*, 

DODGE—’59 Coronet (6) 4-dr., $1,145*. 

’58 Coronet (8) 2-dr, hardtop, $780*. 

FORD—'60 Thunderbird (8) 2-dr, hardtop, 
$3,000* (ps). 

58 Fairlane 500 (6) 2-dr. Victoria, $1,- ¥ 
025*; conv., $840*; 4-dr., $840* (ps), 
$800* (ps), $750* (ps); Country Sedan 
(8) 4-dr., $675* (ps). 

'57 Country Sedan (6) 4-dr., $845*, 
$700*; Fairlane (8) 4-dr., $790* (ps); 
2-dr., $725*; Fairlane 500 (6) 2-dr., 
$670*; Custom (8) 4-dr., $490*. 

’56 Ranch Wagon (6) 2-dr., $650; Ranch 


Wagon (8) 2-dr., $530*; Fairlane (8) a 
2-dr, Victoria, $645*; 4-dr., $600*, 
$520*; 2-dr., $480*; conv., $450*, 


$385*; Fairlane (6) 4-dr., $550°%; Cus- 
tom (8) 2-dr., $425. 
’55 Custom (8) 4-dr., $435*; 2-dr., $255*. 
’54 Custom (8) 4-dr., $180*, $135*, 
’53 Custom (8) 4-dr., $130*; Custom (6) 


(Continued on Page 43, Col. 1) 


Used Imported 
Cars 


ALBANY 
Vauxhall—’58 Victor station wagon 4-dr., 
$780. 
Volkswagen—’60 2-dr., $1,450. 


BORDENTOWN, N. J. 
Fiat—’'59 2-dr., $700. 
MG—’60 MGA conv., $1,680. 
Renault—'58 4-dr., $885. 
Triumph—’58 station wagon 2-dr., $400. 
Vauxhall—'56 4-dr., $380, 
Volkswagen—’59 2-dr., $925. 


CALDWELL, N. J. 
Austin-Healey—'60 3000 2-dr., $1,925. 
Hililman—’'60 Minx conv., $1,190. 
Metropolitan—’'58 2-dr. hardtop, $610. 
Volkswagen—'58 151 conv., $775. 


CHICAGO 
Metropolitan—'59 conv., $875. 
Renault—'59 4-dr., $680. 
Skoda—’59 2-dr., $290. 
Triumph—’59 TR-3 roadster, $1,280. 


DAYTONA BEACH, FLA. 
Datsun—'59 4-dr., $500. 
Fiat—'59 4-dr., $500. 
Ford (English)—’60 2-dr., $950. 
Goliath—'59 2-dr., $300. 


DETROIT 
Ford (English)—'59 Anglia 2-dr., $750. 
Renault—'60 Dauphine 4-dr., $1,060. 
Simea—’'59 Ocean conv., $700. 


DYER, IND. 
Volkswagen—'59, $900. 
"55, $425. 
FLINT 


Opel—’59 Rekord 2-dr., $865. 
Volkswagen—'60 2-dr., $1,415. 


FONTANA, WIS. 
Austin-Healey—’'57, $1,210*, 
Triumph—’59 4-dr., $550*. 


LOS ANGELES 
saa Deluxe roadster, $1,- 


50. 
ward—'59 2-dr., $905. 

"58 Isabella 2-dr., $590. 

MG—’59 MGA roadster, $1,605, $1,175. 

'58 MGA roadster, $960. 

'53 MGA roadster, $375. 
Rover—'52 4-dr., $155. 
Taunus—’'59 station wagon, $635. 
Triumph—’59 TR-3 roadster, $1,500. 
Volkswagen—'57 2-dr., $750. 

'51 2-dr., $285, 


MANHEIM, PA. 
Alfa-Romeo—’'58 2-dr., $1,065. 
BMW—’58 4-dr., $1,600. 
Borgward—'58 station wagon, $915, 
Fiat—’'60 600 2-dr., $735. 
Hiliman—’'58 4-dr., $500. 
daguar—'59 4-dr., $2,150. 
'58 XK150, $1,610, 
’S7T conv., $1,550, 
‘55 conv., $810. 

MG—’'60 conv., $1,530. 
‘59 roadster, $1,260; MGA conv., §$1,- 
150. 

’58 conv., $1,070; MGA roadster, $1,050, 
$1,035. 

"53 roadster, $600. 


Mercedes-Benz—'59 180 4-dr., $1,965, $1,- 
810. 
‘58 190, $1,225. 
Morris—'58 Minor station wagon 2-dr., ' 
$625. 


Opel—'60 station wagon, $1,200. 
Renault—'58 Dauphine, $525. 
Simea—’'58, $400. 
Skoda—'60 conv., $850. 
Triumph—'59 TR-3 roadster, $1,460, $1,- 
300. 6 
‘S57 TR-3 roadster, $1,015. 
Volkswagen—'60 2-dr., $1,455, 2 at §$1,- 
450, $1,425, $1,410, $1,340, $1,280; 
Deluxe, $1,385. 
‘69 2-dr., $1,355, $1,275, $1,205, $1,115, 
$995; conv., $1,250. 
Volve—'59 2-dr., $1,400. 


NEWINGTON, CONN. 
Peugeot——'58 403 4-dr., $925. 
Vauxhall—'58 Victor 4-dr., $610. 
Volkswagen——'57 Karmann-Ghia, $910. 

‘56 113 2-dr., $700. 


WAREHOUSE POINT, CONN. 
Ford (English)—'58 Anglia 2-dr., $425. 
MG—’'59 conv., $1,515, $1,450. 
Renault—'59 Dauphine 4-dr., $750. 

‘58 Dauphine 4-dr., $360, $325. 
Volkswagen—'58 2-dr., $760. 
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~ 2-dr., $120*, 
- IMPERIAL — "'56 Imperial 4-dr., $590* 
: (ps). 
: LINCOLN—’56 Premiere 4-dr., $810* (ps). 
MERCURY—’55 Monterey 2-dr, hardtop, 
P, $280°*. 
OLDSMOBILE—’59 (88) Super 4-dr., $1,- 
650*. 
"58 (88) Super 4-dr., $1,450* (ps). 
"56 (98) 4-dr., $815* (ps); (88) Super 
4-dr., $725* (ps); (88) 2-dr., $635* 
D, (ps); 4-dr., $615* (ps), $500*. 
’55 (88) Super 4-dr., $565* (ps); (88) 
" : 4-dr., $280*, $290*. 
), PLYMOUTH—’57 Savoy (6) 4-dr., $535*; 
in 4 Plaza (6) 4-dr., $385. 
56 Belvedere (8) 2-dr., $515*; conv., 
., $385*; Savoy (8) 2-dr., $410*; 4-dr., 
; $395*; Plaza (6) 2-dr., $290*, 
“ ’55 Savoy (6) 2-dr., $235*. 
PONTIAC—’'59 Catalina 4-dr., $1,695*; Sa- 
h fari 4-dr., $1,775* (ps). 
3) ® ’58 Chieftain 2-dr., $1,110*, 
», ’57 Chieftain 2-dr., $675*. 
, ’55 Chieftain 4-dr., $595* (ps). 
3- ’53 Chieftain 2-dr., $115*. 


RAMBLER—’59 American (6) station wag- 
,e on 2-dr., $930; 4-dr., $775*. 
’55 American (6) 4-dr., $280*, $230*; 
) Custom (6) 2-dr, hardtop, $250*. 
MISCELLANEOUS—’'57 Ford %-ton pick- 
up, $650*. 
56 Ford %-ton, $375. 
’55 Chevrolet %-ton pickup, $450 (ps); 
Studebaker %-ton pickup, $245, 
’54 Ford \%-ton pickup, $330*. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Oct. 5. 
BUICK—’60 LeSabre conv., $2,415* (ps). 
CADILLAC—’59 de Ville 4-dr. hardtop, 

$3,165* (ps). 

’57 (62) Coupe de Ville, $1,800*. 

CHE VROLET—’' 60 Impala (8) sport coupe, 
$2,140*; sport sedan, $2,100* (ps); Bel 
Air (6) 2-dr., $1,680°. 

’59 Parkwood (8) 4-dr., $1,565*; Bel 
Air (8) sport sedan, $1,500*; Bel Air 
(6) 2-dr., $1,350*. 

’58 Impala (8) conv., $1,360* (ps); Bis- 
cayne (6) 2-dr., $1,025, $950*. 

’57 Bel Air (8) conv., $890°. 

’56 Bel Air (8) 4-dr., $585. 

CHRYSLER—’55 NY Deluxe 2-dr, hardtop, 
$630* (ps). 

DeSOTO — '57 Firedome 2-dr. 
$750* (ps). 

DODGE — '58 Sierra (8) 4-dr., $1,060*; 
Coronet (8) 4-dr., $860*. 

’55 Coronet (8) 2-dr, hardtop, $235*. 
FORD—’60 Galaxie (8) 4-dr, Victoria, $1,- 

965* (ps); Falcon (6) 4-dr., $1,650*. 

’59 Galaxie (8) 4-dr. Victoria, $1,760* 
(ps); conv., $1,575*; 2-dr, Victoria, 
$1,550*, $1,480*; 4-dr., $1,500* (ps); 
Country Sedan (8) 4-dr., $1,350, $1,- 
335*; Custom 300 (8) 2-dr., $1,315* 
(ps); Custom 300 (6) 2-dr., $1,085*; 
Fairlane 500 (8) 2-dr., $1,300. 

’58 Fairlane 500 (8) conv., $1,075"; 4- 
dr, Victoria, $1,050* (ps); Fairlane 
(8) 4-dr, Victoria, $980*; 2-dr, Vic- 

, toria, $975*; Ranch Wagon (8) 2-dr., 
$960; Custom 300 (6) 2-dr., $765; Cus- 
tom 300 (8) 2-dr., $735. 

’57 Country Sedan (8) 4-dr., $750*; 
Fairlane 500 (8) 4-dr., $725*. 

’56 Country Sedan (8) 4-dr., $580* (ps); 
Country Squire (8) 4-dr., $550*° (ps); 

’ Custom (8) 2-dr., $370; Fairlane (6) 
2-dr., $300. 

’55 Thunderbird (8) conv., $1,080*. 

’54 Custom (6) 2-dr., $300. 

’53 Crest (8) 2-dr, Victoria, $290* (ps). 
IMPERIAL—’60 Crown 4-dr. hardtop, $3,- 

280* (ps). 
MERCURY — '59 Montclair conv., $1,700* 
(ps). 

"58 Montclair conv., $1,020* (ps); Stand- 
ard 4-dr., $880°. 

’57 Monterey conv., $690*. 

OLDSMOBILE—’59 (88) 4-dr. Holiday, $1,- 
750* (ps). 

’58 (98) 2-dr. Holiday, $1,550° (ps); 
(88) Super 4-dr, Holiday, $1,360* (ps). 

’57 (98) 4-dr, Holiday, $1,035* (ps). 
PLYMOUTH—’58 Plaza (6) 4-dr., $700; 

Savoy (8) 2-dr., $690*. 

"57 Dewvedeee (8) 2-dr, hardtop, $575*; 
Plaza (6) 4-dr., $225. 

’56 Savoy (6) 4-dr., $415*; Belvedere 
(8) ont. 200° 

. Savoy (8) 4-dr., i 
PONTIAC’59 Star Chief 4-dr., $1,775*. 

’58 Star Chief 4-dr, Catalina, $1,250°. 

’55 Star Chief 4-dr., $205*. 
RAMBLER—’59 American (6) 2-dr., $1,- 

100, $775. 
’58 Super (6) 4-dr., $910. 
’5S7 Super (8) 4-dr., $500°*. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday. Prices are for sale of 
Oct. 5. Prices for right and ready cars 
were firm on early models. 1955 and down, 
are in great demand and bringing top dollar 
later model cars were affected by market 
readjustment due to the new car announce- 
ments. Sold 71 percent of 476 consignments. 
BUICK—’60 LeSabre 4-dr. hardtop, $2,- 

025° (ps). 

'59 LeSabre 4-dr. hardtop, $1,810* (ps); 
Invicta conv., $1,620* (ps). 

'58 Super 4-dr. Riviera $1,250* (ps); 

9 Special 2-dr. $1,000° (ps). 

’S7 RM 4-dr. Riviera, $750° (ps). 

'56 RM 4-dr. Riviera, $600* (ps); Century 
4-dr. Riviera, $575* (ps); Special 2-dr. 
Riviera, $475*. 

‘SS RM 2-dr. Riviera $250° (ps); Super 

j 4-dr., $180* (ps). 

'54 Special 2-dr. Riviera, $315*. 
OADILLAC—'59 de Ville 4-dr. hardtop, 

$3,450° (ps). 

'56 (62) conv., $1,060*° (ps). 

'55 (62) 4-dr. $575° (ps). 

'S3 (62) 2-dr. hardtop, $225° (ps). 

"52 (62) 4-dr., $235° (ps). 
OHEVROLET—'60 Impala (8) 2-dr. hard- 

top, $2,200° (ps). 

‘59 Impala (8) 2-dr. hardtop, $1,780° 
(ps), $1,740*, $1,725*; conv., $1,725; 
4-dr. hardtop, $1,650; Bel Air (8) 4-dr. 
hardtop, $1,600* (ps); 4-dr., $1,350°; 
Bel Air (6) 2-dr., $1,505*; Biscayne (8) 
2-dr., $1,225; Biscayne (6) 2-dr., $1,- 
090*, $980°. 

'58 Impala (8) conv., $1,425* (ps), $1,- 
300° (ps); 2-dr. hardtop, $1,370*, $1,- 
220, $1,175, $875* (ps); Bel Air (8) 
2-dr. hardtop, $1,200* (ps); 4-dr., $1,- 
165°; 4-dr. hardtop, $925 (ps); Brook- 


hardtop, 





wood (8) 4-dr., $835*, $815*,. 

’57 Impala (8) conv., $1,850*; Nomad 
(8) 2-dr., $1,225* (ps); Bel Air (8) 
station wagon 4-dr., $1,135*; 2-dr. 
hardtop, $1,050*; 4-dr., $985*; Bel Air 
(6) 4-dr, hardtop, $975*; Two-ten (8) 
4-dr., $780*; 2-dr., $760*; Two-ten (6) 
2-dr. hardtop, $750*. 

'56 Bel Air (8) 4-dr. hardtop, $825* (ps); 
2-dr. hardtop, $335*; Bel Air (6) sta- 
tion wagon 4-dr., $775*; Two-ten (8) 
2-dr., $650; station wagon 4-dr., $550*; 
Two-ten (6) 2-dr., $560, $425; 4-dr., 
4 $470;; station wagon 4-dr., $420* 
ps 


’55 Bel Air (8) 4-dr., $550*, $480*; Bel 
Air (6) 2-dr., $430*; One-fifty (8) 
station wagon 4-dr., $430; 2-dr., $300. 

~ > Air 2-dr. hardtop, $350*, $220* 
ps). 


CHRYSLER—’57 Windsor 4-dr. hardtop, 


$990* (ps); 4-dr., $650 (ps); 2-dr. 
— $800* (ps); NY 4-dr., $810* 
ps). 





Fisher Buys Chrysler Deal 


KLAMATH FALLS, Ore.—Joe 
Fisher, Portland, hag purchased 
Cunningham & Rickey Motors 
(Chrysler-Imperial-Dodge), 677 S. 
Seventh St. The firm has been 
renamed Joe Fisher. Charles A. 
Ramp is general manager. 


Sun’s New Exciting 
Program 


<<cATISFA 
GUA 


SUN STO 





DeSOTO—’57 Firedome 2-dr. hardtop, $770* 
(ps); Firesweep, 2-dr, hardtop, $770* 
(ps), $700* (ps); 4-dr. hardtop, $715*; 
4-dr., $615* (ps). 

DODGE—’59 Custom Royal (8) 2-dr. hard- 
top, $1,750* (ps), 

*58 Coronet (8) 4-dr., $700* (ps). 

"57 Custom Royal (8) 4-dr, hardtop, 
$885* (ps). 

*56 Coronet (8) 2-dr., $300*. 

‘53 Meadowbrook 2-dr., $130. 

FORD—’60 Galaxie (8) conv., $2,020* (ps); 
4-dr. Victoria, $1,990* (ps); Country 
Sedan (8) 4-dr., $1,810*. 

*59 Thunderbird (8) 2-dr. hardtop, $2,- 
625* (ps); Galaxie (8) conv., $1,735*; 
Fairlane 500 (8) conv., $1,650* (ps); 
Country Sedan (8) 4-dr., $1,620* (ps); 
Ranch Wagon (8) 4-dr., $1,590* (ps); 
Custom 300 (8) 2-dr., $1,200*, $1,130; 
Custom 300 (6) 2-dr., $1,110, 

‘58 Fairlane 500 (8) 2-dr, Victoria, $1,- 
225*, $925* (ps); conv., $1,110*; Fair- 
lane (8) 2-dr., $950*; Country Sedan 
(8) 4-dr., $1,150*; Custom 300 (8) 4- 
dr., $925*, 

’57 Country Sedan (8) 4-dr., $870* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $670* 
(ps); 4-dr. Victoria, $520* (ps); Fair- 
lane (8) conv., $575* (ps). 

’56 Fairlane (8) 4-dr., $625*, $300*; 
Ranch Wagon (8) 2-dr., $500*; Custom 
(8) 4-dr., $415*, $350. 

’55 Fairlane (8) 2-dr. Victoria, $450*, 
$200*; Custom (8) 4-dr., $350*, $295. 

’54 Custom (8) 4-dr., $120*, $105. 

IMPERIAL—’57 Crown 4-dr, hardtop, $1,- 
350* (ps), $1,260* (ps). 

"55 Imperial 4-dr., $590* (ps), 

LINCOLN—’57 Premiere 4-dr. hardtop, $1,- 
300* (ps). 








“Here are the places where I 
can get a better deal.” 








PACKARD—’56 Clipper 4-dr., §410* (ps), 
i. 


PLYMOUTH—’59 Fury (8) 4-dr. hardtop, 
$1,575* (ps); 2-dr.. $1,435* (ps); 2-dr. 
hardtop, $1,350* (ps); Suburban (8) 
ay $1,620* (ps); Savoy (8) 2-dr., 


$1,000. 

’58 Savoy (6) 4-dr., $600, $525*; Plaza 
(6) 4-dr., $410, 

'57 Suburban (8) 2-dr., $850*; Belvedere 
(8) 2-dr. hardtop, $635*; 4-dr. hardtop, 
$630; Savoy (8) 4-dr., $610, $475*; 2- 
dr. hardtop, $500*; 2-dr., $410. 

*56 Suburban (6) 2-dr., $325. 
PONTIAC—’60 Bonneville 4-dr., $2,575* 
(ps); 2-dr. hardtop, $1,910* (ps). 
’58 Chieftain 4-dr. Catalina, $1,300* 


(ps). 
’57 Star Chief 4-dr. Catalina, $900* 
(ps); Chieftain 2-dr. Catalina, $685* 
. 


(ps), $500°*, 

'56 Star Chief 4-dr. Catalina, $780* (ps); 
2-dr. Catalina, $410*. 

’55 Chieftain 2-dr. Catalina, $350*; 4-dr., 
310* 


54 Chieftain 4-dr., $165. 
STUDEBAKER—’59 Lark 2-dr. hardtop, 
$1,260*. 
VALIANT—’60 Valiant (6) 4-dr., $1,480. 
MISCELLANEOUS—’59 Chevrolet Carryall 
2-dr., $870. 


* * * 
— Auctions in Brief — 


CHICAGO 
Arena Auto Auction. Sale every Tuesday 


See othe ns). (oe) Super Fiesta 4-dr., | (oct. 4). Dealers attention market still on 
*59 (88) 2-dr. Scenic, $2,010* (ps). 
58 (88) 2-dr, Holiday, $1,350° (ps); 4-| in demand. Sold 376 cars from 621 consign- 


the decline on late model and heavy cars. 
Older cars and all sharp cars very much 


MERCURY—’59 Monterey 4-dr. hardtop, dr. Holiday, $1,160*. ments 
$1,550* (ps), $1,375*; 2-dr., $1,350*. "57 (88) 2-dr, Holiday, $1,060* (ps); , * * * 
’58 Monterey 2-dr. hardtop, $1,210* (ps), 4-dr., $850* (ps); (98) 2-dr. Holiday, 
$1,125* (ps). 56 (88) 4-dr. *; conv., MANHEIM, PA. 
’57 Monterey 2-dr., $725*, $675*. $675* (ps); $425. Manheim Auto Auction, Sale every Fri- 
’56 Monterey 2-dr. hardtop, $650 (ps), 55 (88) 2-dr. Holiday, $360* (ps), $305*, | day (Oct. 7), Weather: Clear. Sold 70 per- 
$340*; conv., $215°*. $205* (ps). cent of 761 consignments, 
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... SETS YOU UP AS NEVER BEFORE TO CASH IN ON 


car factory maintenance programs 


Now...only Sun gives you a program 








I) oo 





units you need to spot trouble faster. 














EQUIPMENT SELECTION HELP—Your Sun rep- 
resentative will analyze your business and 
your present equipment to heip you determine 
which models best suit your needs. 


EQUIPMENT TRAINING — He'll train you and 
your men so that you can IMMEDIATELY getthe 
full value from your equipment. He'll provide 
you with all the “know-how” and technical infor- 
mation that will make you a real expert. 











that enables you to cash in on the magic 
selling words of “Satisfaction Guaran- 
teed.” Your customers get it with the 
Expert Engine Service you perform 
with Sun precision equipment. 


Model 510 Scope Motor Tester (left), 
for instance, enables you to perform all 
the approved tests recommended by the 
A.E.A. Just one package contains all the 


EASY PAYMENT PLAN—Your Sun man has a 
tailor-made purchase plan for you. He'll be able 
to set you up in profitable business that will 
actually pay for your equipment as you use it. 





“ ve 


You'll stop comebacks, increase your 
volume — and you'll be able to guar- 
antee customer satisfaction. 


You'll get “Satisfaction Guaranteed,” 
too, with your Sun equipment purchase 
...from your Sun representative and 
his 5-point plan below. Only Sun can 
give you these extras —and only Sun 
gives you “Satisfaction Guaranteed.” 





C7 


DELIVERY and INSTALLATION—The same Sun 


man from whom you buy the equipment will 
expedite the delivery...then organize the instal- 
lation in your shop so it’s right! 





MERCHANDISING and SALES AIDS — And you 
get more than just equipment! Your Sun repre- 
sentative has exciting new merchandising pro- 
grams for you. The sign pictured (at right) will 
be seen by millions in a full-page ad in Popular 
Mechanics...and soon in the POST. 


Get the details now on why 


you're way abead... with Sun! [> 


ELECTRIC CORPORATION 


6327 Ne. Avondale Avenue ® Chicago 31, illinois 





This colortul poster... and national consumer 
advertising sells you and your services to the 
motoring public... tells them you're the man to 
see for “Expert Engine Service” with “Satisfac- 
tion Guaranteed.” 

And new Sun magazine, “Sunrays,” helps you 
build your business with profit-making tips. 


Tate. THIS COUPON R-896 
| Yes sir, I'd like to learn more about Sun’‘s 
| new “Satisfaction Guaranteed” program, and 
| how it can benefit me. Send me the details. 

(please write name and address in margin below) 








| 
; 
; 
' 
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and Transtar Featured... 





Studebaker Trucks 


SOUTH BEND. — Studebaker 
trucks offer engineering improve- 
ments and styling refinements for 
1961. The Studebaker line includes 
the new Champ pickups, introduced 
last February, and the Transtar 
series of medium and heavy-duty 
vehicles. 

The Champ features a new 170- 
cubic-inch, six-cylinder overhead- 
valve engine which develops 110 
horsepower at 4,500 revolutions 
per minute, with a torque rating 
of 156 pounds-feet at 2,000 RPM. 
Compression ratio is 8 to 1. 


Two V-8 engines also are avail- 


- able. One is a 259-cubic-inch, 180- 


horsepower unit, and the other 
displaces 289 cubic inches and de- 
velops 210 horsepower, 

The Champ for ’61 displays a 
lower silhouet. Modifications of the 
suspension system have lowered 
the body approximately two inches 
at the front and three inches at 
the rear, thus lowering the cab 
height 2% inches. 

Styling refinements include new 
air-vent grilles that emphasize the 
horizontal bars, raised rub-rail 
moldings along the sides and a pro- 
tective metal strip behind the ob- 
long opening below the radiator 
grille. The Champ deluxe cab has 
a two-section sliding rear window. 

Available in % and %-ton 
models, the Champ is offered in 
5,000, 5,200 and 7,000-pound gross- 


T & R Truck Service 


To Put Up New Building 


CORVALLIS, Ore.—Construction 
of a mammoth truck-service center 
is planned by T & R Truck Service, 
according to Bob Oldright, propri- 
etor. The building will rise on a 
22-acre site on Pacific Freeway. 

The building will have 8,000 
square feet for the shop and tire 
area, 8,000 for the recap shop, and 
6,400 under canopy for service 
areas, and 4,800 for a cafe. It also 
will have six islands, 15 pumps and 
storage space for some 8,000 gal- 
lons. 


Restyled, Improved 


vehicle-weight ratings. A choice 
of 112 and 122-inch wheelbases is 
offered in the 5,000 and 5,200- 
pound models, The 122-inch 
wheelbase is standard on the 
7,000-pound models. 

All models are offered as a chas- 
sis-cab, 

The %-ton with 112-inch wheel- 
base is offered with a 6%-foot pick- 
up box, and the 122-inch wheelbase 
model may be obtained with either 
an eight-foot pickup box or eight- 
foot platform or stake body. 

The %-ton model with its 122- 
inch wheelbase is also available 
with an eight-foot pickup box or 
platform or stake body. 

Transtar models include one-ton 
and 1%-2-ton medium-duty and 
two-ton heavy-duty units. 

One-ton models have a 9,000- 
10,000-pound GVW rating, a 131- 
inch wheelbase and stake body 
length of nine feet, They are pow- 
ered by the 259-cubic-inch V-8 en- 
gine, with the 289-cubic-inch V-8 
optional. 

The 1%-2-ton models have 
15,000-18,000 GVW ratings, with 
the 259-cubic-inch power plant 
standard and the 289-cubic-inch 
engine optional. Wheelbases are 

131 inches for nine-foot bodies, 

155 inches for 12-foot bodies and 

171 inches for 14-foot bodies. 

These models have four-speed 
transmissions as standard equip- 
ment, with five-speed, direct or 
overdrive, transmissions available 
optionally. 

Two-ton heavy-duty models have 
19,500-23,000-p ound GVW ratings. 
Wheelbases range from 131 to 195 
inches, and body lengths from nine 
to 14 feet. The 195-inch chassis will 
accommodate an 18-foot body. 

The heavy-duty models are pow- 
ered by Torque Star 289-cubic-inch 
V-8 engines that develop 210 horse- 
power. Heavy-duty four-speed 


transmissions are standard, with 
five speed transmissions optional. 

All Studebaker Transtar models 
are supplied as a chassis-cab or 
chassis-cab with platform or stake 
bodies. 





Transtar for '61— 


Medium-duty one-ton and 1'-ton Stu- 
debaker Transtar trucks have gross vehicle 
weights of 9,000 to 18,000 pounds, and 
the heavy-duty two-ton models range from 
19,500 to 23,000 pounds. The trucks are 
available with a chassis-cab or with plat- 
form or stake bodies. 






CULVER CITY, Calif.—Bob Con- 
lon, Culver City police lieutenant 
for 18 years, no longer carries a 
big stick, but he continues to walk 
softly in an unusual job for an auto 
dealership. His job: To collect bills 
without losing the customer. 

As manager of the customer re- 
lations department at Bill Mur- 
phy Buick, Conlon said he works 
in the spirit of a social worker 
rather than a bill collector. 

“Generally,” said Conlon, “we 
find that those owing a bill have 
not paid for one of three reasons— 
temporary unemployment, sickness 
or a misunderstanding about 
charges. 

“By thoroughly investigating 
these cases on an individual basis 


BBB Reveals Findings 


On Credit-Life 


NEW YORK.—<According to a 
study conducted by the National 
Better Business Bureau, more than 
half of those buying automobiles on 
the installment contract plan buy 
credit life insurance without know- 
ing it at the time of purchase. 

This is brought about, accord- 
ing to Kenneth B. Willson, pres- 
ident of the bureau, because 
many time-payment contracts do 
not itemize the various cost ele- 
ments, including the cost of in- 
surance and the coverage pro- 
vided. 

Sponsored by the Committee on 
Installment Contracts of the Assn. 
of Better Business Bureaus, the 
study report recognized the social 
and economic value of credit life 
insurance when properly sold. 

It noted that in 1959, the families 
of deceased debtors were paid $118 
million in credit life insurance, and 
that many finance factors sell 
credit life insurance at approximate 
cost with full and separate disclo- 
sure of credit life insurance premi- 
ums charged. 

Complaints concerning the non- 








BORGWARD 


GROUP PRODUCTS 


The virtue of dependability is priceless. Borgward’s un- 
alterable devotion to quality provides West German pre- 


cision engineering at its best. 


Customer satisfaction is assured; your customers become 
your best salesmen. That’s why Borgward products sell 
well, why Borgward dealers are doing well in today’s 


competitive market. 


DISCOVER WHAT BORGWARD CAN DO FOR YOU 


BORGWARD MOTORS CORPORATION 


1160 Park Square Building, 31 St. James Avenue, Boston 16, Mass., Liberty 2-3840 





Probe 


disclosure of the sale of credit life 
insurance led to a nationwide study 
to determine its prevalence. The 
study brought out that the time- 
payment automobile buyer was not 
only sold credit life insurance with- 
out knowing it, but was often 
charged an excessive rate. 

Although the Better Business Bu- 
reaus do not venture to say what 
the price of insurance or anything 
else should be, the report noted 
that the National Assn. of Insur- 
ance Commissioners—state officials 
charged with protecting the public 
in its insurance purchasing—had 
recommended that premium rates 
for credit life coverage, which do 
not result in at least a 50 percent 
loss ratio, should be regarded as 
excessive and halted by state stat- 

ute. 

Thus, the report concluded, 
“the abuse of failing to disclose, 
at the time of sale, that credit 
life insurance was being sold, was 
compounded, in some instances, 
by premiums deemed excessive 
by regulatory officials responsible 
for protecting the public in its 
purchase of insurance. 

“These twin abuses in the sale 
of credit life insurance emphasize 
the need for disclosing, through 
separate itemizations and specific 
charges, that credit life insurance 
is included in a time purchase con- 
tract, when such is the case.” 


Ullman 


(Continued from Page 17) 


Budget held FTC to its present 
level. 
* ok o* 


Driver Study Planned 
HE National Institute of Mental 
Health has given George Wash- 
ington University here a $270,000 
grant to study the attitudes of mo- 
torists in Washington whose driv- 
ing permits are revoked or sus- 
pended. The study will be aimed at 
finding out what’s wrong with traf- 
fic violation repeaters. 
+ o* * 


Chalking on the Run 


A DEVICE to permit a moving 
police motorcycle to mark the 
tires of parked cars without stop- 
ping is one of a score of automotive 
inventions featured in the October 
Products List Circular, available 
free from any Small Business Ad- 
ministration office. 

All inventions listed are avail- 
able for use under a variety of 
agreements. 

Other gadgets listed this month 
include: A motor-vehicle speed in- 
dicator that makes noise when the 
driver exceeds the speed limit, an 
ignition switch that shuts off auto- 
matically when a car turns over, a 
protective covering for loaded ve- 
hicles and an automotive vehicle 
power plant, chassis and running 
gear. 


Rontell Expands Facilities 

FRESNO, Calif.— Completion of 
an office building and a display 
area has been announced by Ed 
Rontell, owner of Rontell’s Finer 
Automobiles, 2600 Divizadero St. 





Dealer Hires Former Police Officers .. . 
Collecting Bills with Tact 














in a spirit of cooperation, the deal- 
ership, instead of losing a customer, 
gains a friend as well as collecting 
the bill.” 


Last month, for example, he call- 
ed on a man who owed $42. The 
man had bought several cars from 
Murphy in the past and it was 
known his credit was good. 

“There had to be a reason for his 
refusal to pay,” Conlon continued. 

He said he found the customer 
was miffed about a charge for a 
polishing job he had not re- 
quested. 

From the customer’s home, Con- 
lon called the service department 
and learned that it had made an 
honest mistake. 

The charge was dropped immedi- 
ately, he said, and the remainder 
of the bill was paid. 

“Two weeks later the same cus- 
tomer bought a new car from Mur- 
phy,” Conlon added. 

In cases where unemployment or 
illness are involved, Murphy makes 
arrangements to delay or reduce 
payments, Conlon said. 

Most delinquent bills are for serv- 
ice and range from $10 to $15. In 
the three-month period from April 
through June, Conlon said he has 
collected over $3,000 in back bills. 

“If a collection agency were 
handling these cases,” said Mur- 
phy, “we’d probably have collect- 
ed the money—and lost the cus- 
tomers forever.” 

Conlon said he finds his new job 
more rewarding than police work 
in some ways. 

“T’d say about 99 percent of the 
people are honest and one percent 
deadbeats,” he said. “It’s nice to be 
working for a company that will 
take the time to find out who’s 
who.” 


Valley Ford Moves 


FRESNO, Calif—Valley Ford 
Sales has opened in its new loca- 
tion at 2425 N. Blackstone Ave. 
Melvin C. Drummond is owner. 


aN 
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Siggan Sjunneson 
Detroit’s International Hostess 
invites you to enjoy the won- 


derful food and friendly hos-* 
pitality at 


The STOCKHOLM 


e Lavish Smorgasbord 
e Lunches ¢ Dinners 
COCKTAIL LOUNGE 


Private Dining Rooms and Bar 
for Meetings and Parties 


WO 2-1042 Private Parking 
1014 E. Jefferson 
6 Blocks East of Cobo Hall 
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Hundreds of factory matching colors. 
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Leatherette $15.00 
ALEXANDER AUTO DLINING CO. 
5440 Monte Vista St., Los Angeles 42, Calif. 
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November Debut Scheduled .. . 





All-New T-Bird Has 300 Horses 


What's New: 


New body . . . windshield dog- 
leg eliminated . . . curved side 
windows . . . 390-cubic-inch, 300- 
horsepower engine , . . automatic 
transmission, power steering and 
power brakes standard equipment 
... “swing-aside” steering wheel 
... aluminized exhaust system. 

* * * 


N ALL-NEW Thunderbird with 

a 300-horsepower engine will 
move into Ford dealer showrooms 
next month, It’s the third edition of 
a sporty line that has been a favor- 
ite of American motorists ever 
since it appeared six years ago. 

Thunderbird was introduced as 
a two-passenger model in the fall 
of 1954. Ford Division hoped to 
sell about 10,000 a year, but the 
car was received so enthusiastic- 
ally that 53,166 units were assem- 
bled during its three-year life. 

In 1958, T-Bird became a four- 
passenger car, The price went up 

and so did its popularity. Sales hit 
45,000 in 1958 and topped 70,000 in 
1959, This year, deliveries are 
streaming along at an annual rate 
of about 80,000. 
+ + cd 

AMES O. WRIGHT, Ford Divi- 

sion general manager, says the 
’61 model is “unmistakably new, yet 
unmistakably Thunderbird.” 

Wheelbase remains at 113 inches, 
and other exterior dimensions are 
about the same as last year. The) 
car is 205 inches long, 75.9 inches 
wide and 52.5 inches high. 

The model lineup is unchanged. 
There is a two-door hardtop and 
a convertible which has a soft 
top that retracts into the trunk 

compartment. 

Although the body is new for ’61, 
the hardtop retains the familiar | 

“greenhouse” roofline. The front} 
end is more Massive than last 
year’s, and the car has modified 
fins and single, circular taillights. 

Side windows are curved, and 
Ford Division claims that this pro-| 
vides an additional two inches of| 
shoulder room, The doors are 2% 
inches wider, and the windshield 
dogleg has been eliminated. 

* oe * 
vue new Thunderbird engine is 
a 390-cubic-inch V-8 with a 








Movable Wheel— 


An optional feature of the ‘61 Thunder- 
bird is a steering column and wheel that 
moves 10 inches to the right to make it 
easier for the driver to get in and out. 
The steering column can be moved only 
when the transmission is in “park,” and 
the car cannot be moved unless the column 
is in normal position. 





Cheyenne Branch 


Is Opened by IH 


CHEYENNE, Wyo.—Internation- 
al truck sales and service facilities 
here have been expanded with the 
establishment of a company-owned 
branch operation, according to 
L. W. Pierson, truck sales manager 
for International Harvester Co. 

The new branch is at 701 E. First 
St., and includes a 4,900-square- 
foot shop area with working space 
for 10 mechanics, a 50-by-70-foot 
parts department and office, and a 
used-truck display area adjoining 
the building. 

“This new branch is being estab- 
lished to better serve the growing 
demand for Internationa] trucks, 
parts and service in Southeastern 
Wyoming, as well as the adjoining 
areas of Colorado and Nebraska,” 
Pierson said. 





four-barrel carburetor. Bore is 4.05 
inches; stroke is 3.78 inches, and 
compression ratio is 9.6 to 1. Horse- 
power is 300 at 4,600 revolutions per 
minute, and torque igs 427 pounds- 
feet at 2,800 RPM, 

Automatic transmission (Cruise- 
O-Matic), power steering and self- 
adjusting power brakes are stand- 
ard equipment for the first time. 
Other standard items include back- 
up lights, padded instrument panel 
and visors, electric windshield wip- 
ers and parking-brake warning 
light. 

An interesting optional feature 
is a “swing-aside” steering col- 
umn and wheel that moves 10 
inches to the right to make it 
easier for the driver to get in and 
out. 

The steering column can be 
moved only when the transmission 
selector lever is in “park” posi- 
tion, and the selector level cannot 
be moved until the wheel is back in 
normal driving position. 


The driver then can shift the 





transmission to any selection, and 
this automatically locks the wheel 
in position. 

* +* * 

OR '61, Thunderbird has a new 

dual exhaust system with alu- 

minized mufflers and tailpipes. 
Mufflers are double-wrapped. The 
inner shell is aluminized on both 
sides, and the outer shell is gal- 
vanized on both sides. 

Between the shells is a layer of 
asbestos to slow heat loss and im- 
prove evaporation of corrosive 
exhaust products. 

Structural underbody members 
are “zinc-clad” for greater protect- 
tion against rust and corrosion. 
More than a dozen underbody parts 
are made of galvanized. steel. 

There are 19 exterior colors and 
six basic interior shades, Seat cush- 
ions and bolsters are offered in six 
all-vinyl combinations, five vinyl 
and bedford cord fabrics and five 
all-leather choices. 





Thunderbird Greenhouse Is Longer— 


The familiar Thunderbird greenhouse has been lengthened 10 inches for ‘61, and 
the car has modified fins and single circular taillights. Automatic transmission, power 
steering and power brakes are standard equipment. 





Case Expects Sales Rise 
In Medium-Sized Units 


RACINE, Wis.—The Utility Divi- 
sion of J. I. Case Co., created two 
years ago to offer a line of medi- 
um-sized tractors and equipment 
for the small contractor and build- 
er, expects its domestic retail sales 
this year to set new records for 


growth in the industry according 
to William J, Grede, president. 

Sales figures for 1960 are expect- 
ed to increase 54 percent over last 
year’s domestic sales of this type 
of equipment, Grede said, Last 
year’s sales figures, in turn, repre- 
sented an increase of 110 percent 
over the previous year. A further 
increase of approximately 50 per- 
cent in total sales is expected by 
1963, Grede said. 





NEW PROFITABLE PROMOTION FOR TEXACO DEALERS! 


Remember Texaco’s toy tank truck offer last year? It was the most 
successful promotion of its kind ever conducted! Now Texaco 
Dealers have another giant promotion... 
Toy Texaco Service Station. It’s a big-value traffic builder... 
advertised in national magazines such as LOOK, LIFE, SATUR- 
DAY EVENING POST, READER’S DIGEST, AMERICAN 
LEGION, SUNSET. Also on the Texaco Huntley-Brinkley 
Report, TV’s most popular news program ... and on children’s 
TV shows, plus compelling station-display material. All this 
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Dodge 'Marriage’'— 

Representing the los Angeles area 
Dodge dealers, Daniele Aubry, Miss 
Dodge, illustrates what the dealers hope 
will be a successful “marriage” between 
the Lancer and Dart lines. The picture was 
taken at the Hollywood Palladium, where 
1,000 Dodge dealers and salesmen cele- 
brated with a “Dart success party." 


Churchill Says 
Buyer Is Tired 
Of Annual Change 


SAN FRANCISCO.—The Ameri- 
can motorist wants an automotive 
investment “steered away from the 
area-of complete ee with the 

arrival of each 
new model year,” 
Studebaker-Pack- 
ard President 
Harold E. Church- 
ill told dealers 
and newsmen 
here. 

He declared 
that the public is 
tired of “the im- 
position of high 

oo automotive depre- 
H. E. Churchill ciation” and as- 
serted that “the day of putting on 
the dog with automobiles is finish- 
ed.” 

A. J. Porta, general manager of 
8S-P’s automotive division, said Stu- 
debaker is dedicated to the idea 
that Americans will continue to de- 
mand low-cost, low-depreciation 
and compact auto transportation 
during the next decade. 

“I understand,” he said, “that 
there is some thinking in the indus- 
try that the present compact-car 
movement is destined to be up- 
graded in size, horsepower and 
price. 

“At Studebaker, we don’t think 
so. We think the prestige item is 
more or less a dead issue and that 
people wish to buy dependable, 
comfortable, economical transpor- 
tation. Our plans are all forged 
along those lines.” 


Calendar 


(Continued from Page 14) 


General 

Oct. 19-22— Automotive Wholesalers of 
Texas, Rice Hotel Convention and Booth 
Conference Rice Hotel, Houston, 

Oct. 16-2i—American Trucking Assn. an- 
nual convention, Waldorf-Astoria Hotel, 
New York City. 

Oct. 2426—Truck and Body Equipment 

% Oct. 26-28 — American Socety of Body 
Engineers, Detroit. 

Nov. 3—General Motors Motorama, Wal- 
dorf-Astoria Hotel, New York. 

%Nov. 16—Rally Day for Profits, Automo- 
od Dealers Jan, of Alabama, Birming- 
am. 
Convention and Exhibit, Sherman Hotel, 
Chicago. 

Dec. 2-$-Automotive Electric Assn., Meet- 
ing and Manufacturers- Distributors Con- 
ference, Edgewater Beach Hotel, Chi- 


cago, 

*Dec, 9I1—Auto Trim Show Convention, 
Hotel Sherman, Chicago. 

% Jan. 7-15—General Motors Motorama, 
Civic Auditorium, San Francisco. 

* Jan. 9-13—SAE International Exposition, 
Cobo Hall, Detroit. 

% Van. 28-Feb. 5—General Motors Motor- 
—, Pan Pacific Auditorium, Los An- 
eles 

dab, 30-Feb. 2— Automotive Accessories 
Manufacturers of America, New York 
Coliseum, New York, 


Doenges-Long Builds 
DEN VER.—Construction of a 
modernistic 20,000-square-foot deal- 
ership for Doenges-Long, Inc. 
(Ford), ig under way. 
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362. (Hydra-Matic, power steering, power 
brakes standard on Series 98.) 
° PLYMOUTH — Valiant — V-100 — 4-dr. 
sed., $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat 
r e n 4 4 Cc e Ss Oo n e e a r S stat. wag., $2,327. V-200—4-dr. sed., $2,- 
110; 2-dr. hardtop, $2,137; 4-dr. 2-seat 
stat. wag., $2,423. 
(The following prices are for six-cylinder 
models, For V-8s, add $119.) Savoy—4-dr. 
4-dr. sed., $2,315; 2-dr. sed., $2,261. Fair-| seq., $2,310; 2-dr. sod., $2,200. aaiveiene~s 
lane 500—4-dr, sed., $2,430; 2-dr. sed., $2,-| 4-ar. sed., $2,439; 2-dr. sed., $2,389; 2-dr. 
376. Galaxie—4-dr. sed., $2,590; 2-dr. sed., | hardtop, $2,461. Fury—4-dr. sed., $2,575; 
$2,536; 4-dr, hardtop, $2,662; 2-dr, hard-|4-ar, hardtop, $2,656; 2-dr. hardtop, $2,- 
top, $2,597; starliner 2-dr, hardtop, $2,-/ 599. Station Wagons—2-dr. 2-seat Deluxe, 
597; conv., $2,847, Station Wagons—2-dr. $2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr. 
2-seat Ranch Wagon, $2,586; 4-dr. 2-seat| 9.seat Custom, $2,761. Plymouth V-8— 
Ranch Wagon, $2,656; 4-dr, 2-seat Country/ (On the following models, a V-8 engine 
Sedan, $2,752; 4-dr, 2-seat Country Sedan, | jig standard and a six-cylinder engine is 
$2,856; 4-dr. 2-seat Country Squire, $2,-| not available). Fury V-8—Conv., $2,967. 
941; 4-dr, 3-seat Country Squire, $3,011. | Station Wagon V-8—4-dr. 3-seat Custom, 
IMPERIAL—Custom—4-dr. hardtop, *.° $2,990; 4-dr, 2-seat Sport, $3,024; 4-dr. 
109; 2-dr. gear’ $4,922.50. Crown—4-dr, | 3-seat Sport, $3,134. 
hardtop, 47; 2-dr. hardtop, $5,403;| PONTIAC—Tempest—4-dr. sed., $2,167; 
conv., $5,773.50. LeBaron—4-dr. hardtop, | 4-ar, 2-seat stat. wan « $2,438. $ : 
$6,426. (TorqueFlite, power » Power! Catalina—4-dr. sed., $2,702; 2-dr. sed., 
brakes standard on ali models.) $2,631; 4-dr. hardtop, $2,842; 2-dr. hard- 
MEROURY—(Meteor 600 and Meteor 800| top, $2,766; conv., $3,078; 4-dr. 2-seat 
prices are for six-cylinder models, For| stat. wag., $3,099; 4-dr. 3-seat stat. wag., 
V-8s, add $116.) Meteor 600—4-dr, sed.,| $3,207. Ventura—4-dr. hardtop, $3,047; 2- 
$2,471; 2-dr. sed., $2,417. Meteor 800 —/ dr. hardtop, $2,971. Star Chief—4-dr. sed., 
4-dr. sed., $2,649; 2-dr, sed., $2,595; 4-dr.| $3,003; 4-dr. hardtop, $3,136. Bonneville— 
hardtop, $2,721; 2-dr, hardtop, $2,656.|4-dr. hardtop, $3,331; 2-dr. hardtop, $3,- 
Monterey V-8 —4-dr. sed., $2,869; 4-dr.| 255; conv., $3,476; 4-dr. 2-seat stat. wag., 
hardtop, $2,941; 2-dr, hardtop, $2,876; | $3,530. 
conv., = an Wagons—Commuter Oe, Ve 
Six 4-dr, 2-seat, ,806; Commuter V-8 
= 2-seat, $2,922; Colony Park V-8, $3,- eek an eae’ elm. $3,017; 
118. = 
4-dr. hardtop, 167; 2-dr. hardt . 9 
OLDSMOBILE — F-85 — Standard 4-dr. | 102, nape tee dr. sed., $3, 579, = 
sed., $2,384; deluxe 4-dr. sed., $2,519;/ hardtop, $3,727; 2-dr. hardtop, $3,663. 
standard 4-dr. 2-seat stat. wag., $2,654;| (TorqueFliite standard on Adventurer.) 


747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 
$2,992 

CHRYSLER—Newport—4-dr. sed., $2,- 
964; 4-dr. hardtop, $3,104; 2-dr, hardtop, 
$3,025; conv., $3,442; 4-dr, 2-seat stat. 
ae ‘$3,541; 4-dr, 3-seat stat. wag., $3,- 
622 "Windsor — 4-dr. sed., $3,218; 4-dr. 
hardtop, $3,367; 2-dr. hardtop, $3,303. New 
Yorker—4-dr, sed., $4,123; 4-dr. hardtop, 
$4,261; 2-dr, hardtop, $4,175; conv., $4,- 
592; 4-dr. 2-seat stat. wag., $4,764; 4-dr. 
3-seat stat. wag., $4,871. 300-G—2-dr. 
hardtop, $5,411; conv., $5,841. (Torque- 
Flite, power steering, power brakes stand- 
ard on New Yorker and 300-G.) 


COMET—4-dr. sed., $2,053; 2-dr. sed., 
$1,998; 2-dr. 2-seat stat. wag., $2,310; 4- 
dr, 2-seat stat. wag., $2,353. 

DODGE—Lancer—Series 170—4-dr. sed., 
$2,069; 2-dr. sed., $2,007; 4-dr. 2-seat stat. 
wag., $2,382. Series 770—4-dr. sed., $2,- 
154; 2-dr. hardtop, $2,181; 4-dr. 2-seat 
stat. wag., $2,466 


Dart—(Prices are for six-cylinder mod- 
els. For V-8s, add $119.) Seneca—4-dr. 
sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 
stat. wag., $2,695. Pioneer—4-dr. sed., 
$2,459; 2-dr. sed., $2,410; 2-dr. hardtop, 
$2,488; 4-dr. 2-seat stat. wag., $2,787; 
4-dr. 3-seat stat. wag., $2,892. Phoenix— 
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1961 MODELS 
BUIOK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
4-dr. 2-neat stat. wag., $2,654; deluxe 4-dr. 
2-seat stat. wag., $2,789. 

LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 


top, $3,447; conv., $3,620. 

4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 225—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 
Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 
OADILLAC — Series 62 — 4-dr. hardtop 
(short deck), $5,080; 4-dr. hardtop (flat 
roof or sloping roof), $5,080; 2-dr. hard- 
top, $4,892; conv., $5,455; Sedan de Ville 









* 4-dr. sed., $2,595; 4-dr. hardtop, $2,677; 
$5,408; Couns ag ag 4 Suen 2-dr. hardtop, $2,618; conv. (V-8 std.),| deluxe 4-dr. 2-seat stat. wag., $2,789. FORD—Thunderbird (V-8  std.),—2-dr. 
252: iidorado Biarrits conv $6 477 60 $2,988 Dynamic 88—4-dr. sed., $2,900; 2-dr.| hardtop, $3,755; conv., $4,222. 

z -dr. hardtop, $6,233. Series 15— Polara V-8 —4-dr. sed $2,966; 4-dr sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. LINCOLN—Lincoin—4-dr. sed., $5,441; 
8-pass sed.. $9,533; imoustne $9,748. | hardtop, $3,110; 2-dr hardtop ’33 032: hardtop, $2,956; conv., $3,284; 4-dr. 2-seat | 4-dr. hardtop, _ 2-dr, hardtop, $5.- 
(Hy dra-Matic ‘ower steering, power|conv., $3,252; 4-dr, 2-seat stat. wag.,| St#t. W9S.,.$3,363; 4-dr. 3-seat stat. wag.,/ 253. Premiere—4-dr. sed., $5,945; 4-dr. 
brakes sta: da: P 1). models , $3,294; 4-Gr. S-seat stat. Wa $3,409 *'| $3,471. Super 88—4-dr. sed., $3,176; 4-dr.| hardtop, $5,945; 2-ar. hardtop, $5,698. 

ndard on all models.) a ; any Saree hardtop, $3,402; 2-dr. hardtop, $3,325;| Continmental—4-dr. sed., $6,845.30; 4-dr. 

CHEVROLET—Corvair—Series 500—4-dr. FORD—Faleon—4-dr. sed., $1,974; 2-dr.| conv., $3,592; 4-dr. 2-seat stat. wag., $3,-| hardtop, $6,845.36; 2-dr. hardtop, $6,- 

sed., $1,974; coupe, $1,920; 4-dr. 2-seat|sed., $1,912; 2-dr. 2-seat stat. wag., $2,-| 665; 4-dr. 3-seat stat. wag., $3,773. Series | 598.30; conv., $7,056.20; town car, $9,208; 
225; 4-dr. 2-seat stat, wag., $2,268 98—4-dr. sed., $3,887; 4-dr. hardtop (slop-| limousine, $10,230. (Automatic 


stat. wag., $2,266. Series 700—4-dr. sed., 
$2,039; coupe, $1,985; 4-dr. 2-seat stat. 
wag., $2,331. Monza 900 — Sport coupe, 
$2,201. Greenbrier—Sport Wagon, $2,651. 
(The following prices are for six-cylin- 
der models, For V-8s, add $107.) Biscayne 
—4-dr. sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-dr. sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 
$2,554; 2-dr. hardtop, $2,489. Impala—4- 
dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. 
hardtop, $2,662; 2-dr. hardtop, $2,597; 
conv., $2,847. Station Wagons—4-dr. 2-seat 
Brookwood, $2,653; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, §2,- 


Penitent Thief? 


sion, power steering, power brakes, radio, 


ing roof), $4,021; 4-dr. hardtop (flat roof), 
heater standard on all models.) 


(The following prices are for six-cylinder 
$4,159; 2-dr. hardtop, $4,083; conv., $4,- 


models. For V-8s, add $116.) 


New Commercial-Car Registrations, 
All States for August, 1960-1959 


Truck istrations tates 
2 bere Galle “as cameiien 








released 
ee Polk representatives in 
state capitals. 
































35 States Previously Reported "60 “| 14488| 176| 2159 13468) 4601 ssea 672/333 6971872) 2093 45053 
Stolen Parts of Sports Car | Fe Ate ee ea Be 
Left in Cathedral 3 
i 0 45 i 

PEORIA, Ill.—Pangs of consci-|A‘z0ne a | % | sel se] sl oll so] ol sal 
ence—or the relative scarcity of his | Coijomia 60 | 3a) a) all Sonat gaa) 27) 71 Soy 197) 782] 7208 
type of car—got the better of a 59 3489 633) 3186) 593) 676 2I 59} ii}. 235] 592] 9601 
thief who stripped an Austin-| Georgia a | 418 7 nt 519| 139) ~«<I2N | | 3 16 51) 1389 
Healey Sprite sports car here. - ‘59 790) | _ 828) —207|_—s287 27 10 I 73 = 
ial later adie ot Wan eed oe ae a ae ee 
" ’ 639 13 82; 549) 162) 278 23 30 4 34) +110) ~—*1961 
were missing when LeCour-Smith| '"%'°"* 59 $31 15} 123 Ber 321| 395 ri | 73} 37 a 2 2859 
Motors opened for the day. Kentucky a | ae Hl = Se al tat | ; a 2 1 2 

Less than an hour later, how- ses thd Masentiaea lalate ations asian 
ever, Partner Jim Smith received | Lovisiene $91 | Fo H = ms a ye 3 ‘ , S| aor ry 
a phone cal] telling him he would Maine ‘ $0 i 102 9 x —— yh 4 2 3 1B 3 pats 
find the parts in the lobby of St. ‘59 ea| | 7 i 119 | | 4| 5 Soe ae 
Mary’s Cathedral. That’s where he} jjj<<jssippi 4 | aa 37, 408) ~~«62)~=C*N a 7 7 i 10) 25) 1143 
found them, neatly wrapped in the 59 438 | 43| 483 116 165 9 3 13 27| 1306 
n. ; Missouri 0 1013 9|172| 796|  317| ~—~«-374 35 2840 
eT ae ts ‘59 | "Sal 5|__ taal Jesl_ ten) aoe) rola] sn] tos aa7 
It. was either a great big guilty | (oa, ‘0 =. a -_— 2. 2 1 a oe 
feeling,” Smith commented, “or the $9] | Fal | 31 62 | 28| | | | 15 43| 304 
guy realized it wouldn’t take long| Key York 0 2| j0e8; 19) 198) 1363) 463 Se] Tha) 0 tas 2a 331! 4927 
to check out all the Sprite owners ‘SI ii 949 15] -237|__—«*1095|_— 368] 667] —s120 13; «4169 193| 294) 4161 
in the area.” Oregon a | wal | ae mt 154 127 i 31,6 33 77 1155 
i ia heiteaieasibatp 59 353 17 ii] 178|_——st7]_— 25} 18} 80] ~——50}_—*1320 
Saunders Sole Owner south Dakota K- | ;| “ | 89 a 4 = aS if a 2 Se 
OXFORD, N. C—Grover OC. | Texas g| 2 2743 E | 1951| 422) 539) +16) 37 4% 103 135) 6189 
Saunders jr. has become sole 59 3623 12 8 2864] 539] + +=810) 71 41} 152} 127] ~—«30|—s«8718 
All States Reported 60 26736 24539| _7745| 9419|  936|  600| 1095| 2377 3987) 81440 
cunts et Reensers Motor Os. | fist ‘3 3008 a z72| tore] 9901] 961] Sat 12601 3860] 30901 88387 
(Buick-Studebaker), by purchas- 530088 ai sguneees 
ing the other half-interest in the Year ; #| auel | 37303] 19a 56411| 77063 788! 3616| 10563) 19131 | P7006! | 652563 
dons b ess Olen Si ae 18% 37363| 191220| 48889] 69763) 9306) 4336] 10265| 17782| 27606| 647749 
owned by his ther, - |~Compiled from official state records. Data property of R. L. Polk & Co. Mey not be copied, sold or reprinted without Polk permission. 


non N. Saunders, Corvair included in Chevrolet totals, Falcon in Fe Ford and Valiant in Plymouth 


New Passenger-Car Registrations, All States for August, 1960-1959 


ar registra- 
tions as com- 





piled by R. L. 

























































































Polk & Co. 

38 States "60! 620} 1088] 19170 47015| 73511 | 937 gn 12008) 93218| 12436!  4719| 93032) 16658! 20359] 149204) 5579| 26109 
For August '59| mee io28 S * 8422 Fas 38952 wi 2139; 1189) 8998 98742| 12314] 6567| 90519] 19335] 22992] 151727| _6922| 32541 Sion 
———_ 8 a 3200, 4) | 199| 266] 533] | | | , 823 84/102) +~=«986|~=S«IS7| ~—«-230| ~—=«sN'S59| 92| 343) +~—«3670 
59] 214 27 an 187 321| H 27 19 941| _-107|_—s 83|__—«s845|_—sTSO/ ~—«-253| —«*1438 53|412|_—«3379 
California 60} 3592 +458) ~—~SC a6 a5 3671; 6998 Lea | 129) 966| 1534) 12584) 1142) 1515! 10727) 1917! 2365! 17666) 898! 6297! 48035 
'59| 3607 392 150} 290 in a 4970| 10991 203} 195) 1072] | 12461} 1233|__-(1353}_-11777|__ 2162} —_-2855| 19380) 1042] 10077|_51537 
i "60! «331 43 6 24| (277 | 794) ~—«1734 26| 103 216| + 2079| ~—-178| 98| 2249| 296| 487| 3308) 72 677| 7261 
— om Bot | BL eel desl 1004 266 i: | 383) 265] 172| 3196) —_—-467|_—=«795|~—«4895| ~—«158| 1119) 10476 
Kentucky , | 3 39 12 16 241| «397 mt 5 116 151| 1504 232| 9 1549 28! 329| 2482 56 369/ 5524 
59] 418 47 6 28 156] 382] ~—s619 47 HW 132} ss ||_—‘1990/_~—235|_—S 74]_—«st808| = 391) 464] =~ 2972 87| 394) +6480 
Louisiane —~—S—S 14 14) 259) +~=—«-286| = 637 WI 14 153 239| 2119] 253) + +«134/ 2518)  436/ 560) 3901 7) 521! 7613 
pene ene a: a $e 9 38 150| 364 616 31 24 155 | 2460) 255 158| 2829 513} 552) 4307 109| 965] 8728 
i "60! sI71 1 ete a 80; «129 231 448 | 1 38 50/ -537| 48 30| 502 64) 97 741 46 236| 1962 
mene - UI 3 4 ot cae 145| 214) —_—-407/| 13 8 40, 468} 50] 8} 392 64] —«90}_—S 624 62 283| 1822 
a | | ae | | 
Missouri ‘oo; Tiseyizey 46; 1110! 901! 2202/3393, | 27) 223} 369] 4012) 513] 304) 4922780! 1007| 7526/52) 800/ S85 
'59| 765| 108 20! 7\| 340) ~—«-737)—=—«*4276| 3241] ~—s 3] Ss 0]_— sto} ~—s|_~_—«3534] 394] 220) 3941] 654] 78 —«5987|__—239|—«1031| ‘12832 
Nv a wf Mm {¢ y ese Uh Cla oe 10/ 36|«43|—=«s«296| S322 35 «199 50 91! 407! 16-173! «1134 
'59 40 4| 2 6| 19| 48 79| 246] SS] sd a ca 45 34 198 62} 88]_— 427|_—Ss 24] ——s513] «1397 
New York ~~ *60|” 4477|—«844|—=—«*'33|~=S=«*dS MA] S356] = 3964! += 8261! += 10423 162! 630! 2130) 13545) 1653! 1386! 12640!  2604| 2668) 2115! 99%6| 5308| 53738 
'59| 2995 607 107| 332] ~—«-983/_—«3178| $207] _—«90t iot{| —-149|_— 1032], ~—Ss|_—:10353)_—*1243|_—«*:'136|_—«9323|_—«-2559| 2831} 17092| ~—«941|_~—«4796) 41384 
Oregon “ol “wal: wf ola mi” | om hue, TC 68 106; 740|—S«14 54) 889 118 192) 1367; + +95| +412) ~=—«3488 
'59| 634 34] 3 | _ 14} 300] -490|__—*1298 37| 24] 106|_—Sss|_ 465] ~—st'75| ~~ 7t]__—*433/__—s299) 364] 2342) 194) ~—959| 6084 
Sou Datos wl Sl) el |) Si 
T "0! 1371! ~—=«WN97 53/52) +979) +1394! 2675) 5568). #+| + #«+S3| 381/ 608! 6610) 934/  590| 8688! 1704) “1749| 13665 281| 1663| 26265 
os '59] 1300} 257] 68 150] 637|_—«1566} +2678] «-8157|_—sti4] = 97|__—s5:23]_ 8891| 1169/59) 10055] 2149) 2142) 16174) —« 504) 3426) 32973 
All States "60! 37482) i 28547| 34496! 71270) 110522) | 1396! 9822! 17708! 139448| 17837/ 11135! 140595! 25359! 30654| 225580/  8426| 43194) 525400 
_For August —'59/-33237| 5192} «1194 3665) 12486) 34407| 56944| 128665) 2933|_—«:1794/_—«1269| | 146083} 17702} 10603] 138200; 29078| 34494] 230077| 10416] 56879| 533636 
Year "60! 296005! 52791| 10463| 18248| 256857| 312367! 650726! 944556! 14573| 102574] 87169|1148872| 172509! 98382/1175554| 229827! 27151511947787| 76276| 363438/ 4483104 
'59| 246839| 43210] 11660] 31137| 99281] 267899) 453187] 1000438 _30716| 18784) 103263] | 1153201] 173274] 98282| 1034910} 256367| 272190|1835023| 91462] 408187| 4187899 











To Date 
Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. Corvair included in Chevrolet totals, Falcon in 


Ford and Valiant in Plymouth. 








ee 


mae al 


™ 


sti newman. Arhteliniitaatoe 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Los Angeles 


New-car registrations in Los An- 
geles County dipped to 19,624 in 
August, of which the six compacts 
garnered 34 percent and 48 imports 
took 14 percent, July sales totalled 
21,567, according to data compiled 
by Reuben H. Donnelly Corp. and 
R. L. Polk & Co. 

: The August breakdown by makes 
follows: 

Chevrolet, 4,830, including 1,776 
Corvairs and 85 Corvettes; Ford, 
4,113, including 1,740 Falcons and 
617 Thunderbirds; Rambler, 1,313, 
including 418 Americans; Dodge, 
1,081; Valiant, 883. 

Pontiac, 787; Volkswagen, 765; 
Oldsmobile, 690; Cadillac, 687; 
Comet, 627; Plymouth, 455; Buick, 
404; Studebaker, 368; Renault, 326; 
Mercury, 307; Chrysler, 200; Austin- 
Healey, 182; Fiat, 139; Triumph, 
135; Volvo, 121; Simca, 107; MG, 
98; Hillman, 74; Metropolitan, 66; 
: Morris, 66; Sunbeam, 63. 

; Peugeot, 59; Opel, 59; Imperial, 
‘ 54; Lincoln, 54; Mercedes, 50; Eng- 
1 lish Ford, 45; Jaguar, 41; Singer, 
j 39; DeSoto, 38; Borgward, 28; NSU, 
: 25; Panhard, 25; Porsche, 21; Aus- 
: tin, 19; Citroen, 17; Taunus, 17. 

Lloyd, 16; Moretti, 15; Vauxhall, 
7 
5 


2 tls a italy ANB. 


15; DKW, 14; Alfa Romeo, 13; 
BMW, 10, and miscellaneous, 63. 
—WILLIAM CARROLL 
+ + * 


Sioux City, Ia. 


New-car sales tailed off in Sep- 
tember from the August pace in 
Woodbury County, Ia., but still 
managed to surpass the figure for 
September, 1959. A total of 282 reg- 
istrations last month compared 
with 306 in August and 269 in the 
comparable month of 1959. 

September’s breakdown by makes 
was as follows: Chevrolet, 80; Ford, 
55; Pontiac, 23; Oldsmobile, 20; 
Plymouth and Valiant, 15 each; 
Rambler, 14; Mercury, 13; Buick, 

i 9; Volkswagen, 7; Cadillac, 6; 

i Dodge, 5; Comet, Studebaker and 
Triumph, 4 each; Chrysler, 3; Re- 
nault, Willys, Peugeot, Opel and 
International, 1 each. 

Thirty-five new trucks were sold 
last month, including 13 Fords, 10 
Chevrolets, 4 GMCs, 4 Interna- 
tionals and single models of Dodge, 
Reo, Volkswagen and Willys. 
Thirty-eight new trucks were re- 
tailed in August and 31 in Septem- 
ber, 1959. * * 


Hartford 


New-car sales in Hartford totalled 
2,236 in August, compared with 2,054 
a year earlier. 

By makes, registrations were: 
Chevrolet, 433; Ford, 314; Rambler, 
225; Falcon, 143; Dodge, 126; Val- 
iant, 117; Comet, 102; Pontiac, 99; 
Oldsmobile, 93; Plymouth, 83; Cor- 
vair, 78; Mercury, 62; Buick, 54; 
Cadillac, 35; Studebaker, 29; Chrys- 
ler, 22; Lincoln, 6; DeSoto, 5; Im- 
perial, 1, and miscellaneous, 209. 

—Tuomas L. Forses 
+ * + 


Baltimore 


New-car sales in Baltimore total- 
led 2,241 in August, compared with 
2,161 the previous month. 

By makes, registrations were: 
Chevrolet, 660; Ford, 480; Plym- 
outh, 180; Dodge, 167; Rambler, 
165; Pontiac, 82; Oldsmobile, 76; 
Buick, 68; Cadillac, 51; Comet, 51; 
Studebaker, 47; Volkswagen, 35; 
Chrysler, 32; Mercury, 21; English 
Ford, 18; Opel, 11; Renault, 11; Tri- 
umph, 10; Volvo, 10; Austin, 7; Hill- 

’ man, 7; Lincoln, 7; DeSoto, 6; Fiat, 
6; Mercedes-Benz, 6; Peugeot, 5; 
MG, 4; Sunbeam, 4; Imperial, 3; 
Vauxhall, 3; Porsche, 2; Simca, 2, 
and miscellaneous, 4. 

New-truck sales totalled 225, com- 


Panzer Tractor Features 


Shiftless Transmission 


WAYNESBORO, Va. — Panzer 
Products, Inc., has introduced its 
new Panzer-T70 “Compactor,” a 
compact garden tractor, with shift- 
less and clutchless transmission, 

Weighing 540 pounds, the Panzer- 
T70 features a 5% horsepower 
Briggs and Stratton engine, vibra- 
tion-free motor mounting, an auto- 
mobile differential and independ- 
ent rear wheel brakes. 




































































A total of 1,251 new cars were 
registered in Providence in August, 
compared with 1,513 the previous 
month. 

New-truck registrations also de-| GMC, 3; Divco, 2; Dodge, 2; 


pared with 194 a month earlier. By| clined, dropping to 95 from 122 the 
makes, they were: Ford, 65; Chev- 
rolet, 57; International, 31; White, 
27; GMC, 17; Dodge, 8; Brockway, 
2; Mack, 2; Willys, 2; Autocar, 1, 
and miscellaneous, 13. 


previous month. 

By makes, new-car registra- 
tions were: Chevrolet, 298; Ford, 
295; Rambler, 139; Plymouth, 119; 
Dodge, 47; Pontiac, 42; Oldsmo- 
bile, 36; Comet, 35; Buick, 29; 
Cadillac, 26; Chrysler, 22; Re- 
nault, 22; Volkswagen, 20; Stude- 


—Kats Savage 
* + * 


Providence 


Truck registrations were: Ford, 
45; Chevrolet, 15; International, 15; 
Mack, 


2; Reo, 2; Willys, 2; Volkswagen, 1; 

White, 1, and lilaneous, 5. 
—Tuomas L, Forses 
* + * 


Milwaukee 

Milwaukee-area new-car registra- 
tions numbered 3,493 in August, 
compared with 3,806 a month ear- 
lier, a decline of 8 percent. 

By makes, the month’s registra- 
tions were: Chevrolet, 776; Ford, 
476; Rambler, 377; Pontiac, 257; 
Dodge, 232; Falcon, 215; Oldsmo- 
bile, 213; Buick, 139; Comet, 130; 
Cadillac, 96; Valiant, 82; Mercury, 
68; Plymouth, 66; Chrysler, 49; 
Studebaker, 42; Corvair, 41; Lin- 
coln, 12; DeSoto, 11; Imperial, 9; 
Willys, 7, and miscellaneous, 195. 


—BgENN OLLMAN 
+ w * 
Dayton 


47 


Assn, reported that September 
new-car sales decreased to 1,518 
from the August volume of 1,875. 
Imports accounted for 91 retails, up 
two from the preceding month, 
Domestic breakdown by makes 
follows: Chevrolet, 417; Ford, 190; 
Pontiac, 134; Falcon, 103; Corvair, 
101; Dodge, 91; Oldsmobile, 83; 
Rambler, 64; Buick, 54; Comet, 42; 
Mercury, 39; Cadillac, 32; Plym- 
outh, 27; Valiant, 24; Chrysler, 14; 
Studebaker, 5; Lincoln, 3; , 
3; Imperial, 3, and Willys, 2. 
Volkswagen led the imports with 
26 sales, followed by: Renault, 14; 
English Ford, 6; Opel, 6; Triumph, 
5; Mercedes, 3; Austin, 3; Fiat, 2; 
Borgward, Metropolitan, MG, Saab, 
Vauxhall and Peugeot, one each. 


Don’t miss the Auto Dealer Changes col- 
umns, They'll keep you abreast of what 


The Dayton Area Auto Dealers |is happening in the field. 





HOLMES DISTRIBUTORS SERVING EVERY COMMUNITY 


The Ernest Holmes Company is the only Wrecker Manufacturer 
which provides a Nation-wide field organization devoted exclusively to 
the Sale and Service of Wrecker Equipment. The HOLMES Field 


Organization consists of 15 direct Factory Representatives and 
more than 500 authorized Holmes Dealers. This 
specialized group of men work closely with local 
Wrecker Users, give on-the-spot operating instructions, 
demonstrate new equipment and new techniques 
of handling wrecked or disabled vehicles. 
HOLMES offers a wide choice of power- 
operated Wrecker Models all varying in 
price and ranging in size from 3 to 40 Ton 
Capacity. Send Today for details including 

the name of your local Distributor. 


ERNEST HOLMES COMPANY 
Chattanooga 7, Tennessee 
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Friction Institute Elects are Richard A. Riley, World Bestos 
Corp., New Castle, Ind., vice-presi- 


George 8, Lamson, of L. J. Miley! dent; Harold Hodson, Marshall- 
Co., Chicago, has been elected pres-| Eclipse Division of Bendix Corp., 
ident of the Friction Materials| Troy, N. Y., treasurer, and Harriet 

Duschek, secretary. 


Standards Institute, Other officers} G. 





REPUBLIC PARTS BINS 


and Planned Storage...get service 
customers in and out FAST! 


Republic Parts Bins and Planned Storage speed parts service 
and keep profits growing. Because, you control stock turnover 
and keep service men busy, customers happy. Let Republic 
solve your parts inventory problems. 


CALL YOUR REPUBLIC REPRESENTATIVE 
LOS ANGELES 22, CALIF. MINNEAPOLIS 1, MINN. PORTLAND 9, OREGON 


Petley, Inc. Modern Bin Equipment Co. D. R. Munro, Jr. 
5424 E. Slauson Avenue 734 North Fourth Street 1801 N.W. Northrup St. 
, 1, — arate ‘a Co PITTSEOREN 12, PA. 
po , > 601 Sugar Creek Road : a Srieston Place 
ATLANTA 8, GEORGIA MERCHANTVILLE, N. J. MEMPHIS 4, TENN. 


Gardner Equipment & 
Service Co. 
Route #38 & Church Rd. 


Claude A. Ward 


Geo. E. Kinney Bin Co. 
212 Towers Building 


333% Peachtree St. N.E. 


CHICAGO, ILLINOIS LONG ISLAND CITY 1,N.Y, HOUSTON 17, TEXAS 
. W. Lemon e Zachary Vompany 
5050 $. Austin Avenue pir n saben mate 6403 Winfree Street 
INDIANAPOLIS, IND. OKLAHOMA CITY, OKLA. SALT LAKE CITY, UTAH 


L. B. Clark 


Cc. B. Compan 
McMillan Company 2790 East 3000 South 


Modern Equipment Co. 
1745 West Grand Street 


1140 North College 


WEYMOUTH 90, MASS. BRUNSWICK, OHIO ALEXANDRIA, VIRGINIA 
Sheperd & La Plante Accurate Inventory Service A. T. Watson 
72 Pond St. Grafton Road, East 219 Lioyd Lane 


REPUBLIC STEEL 
BERGER DIVISION 
1078 BELDEN AVENUE — CANTON 5, OHIO 


enya 


PRODUGION: 
GREYMIRONSGASTINGS 
Nesta NAO 
LARGEST-AND MOST MODERN 
PRODUCTION SFOUNDRIES 


TT Tae Py a he 
FOUNDRY DIVISIONS 


FFICE AND MANUFACTURING PLANTS 


CHATTANOOGA’ 2, TENNESSEE 





Auto Personnel 





J, P. Moore has been appointed 
sales representative in the San 
Francisco district, covering the 
Pacific Northwest area, for Wol- 
verine Tube. 

* a * 


Chrysler Promotes McDonald 


W. C. McDonald has been named 
chief engineer of Chrysler Corp.’s 
Marine and Industrial Engine Divi- 
sion. He succeeds H, D. Peacock, 
who resigned. 

* * * 
Jenkins Ups Gunderson 

Glen R, Gunderson has been 
named manager of the San Fran- 
cisco branch of J. T, Jenkins Co., 
Kenworth truck distributor organi- 
zation. He had been a sales engi- 
neer for Jenkins. .- 

+ & * 


Cummins Engine Names 


Two Sales Executives 

Cummins Engine Co., Inc., Col- 
umbus, Ind., has appointed C. R. 
f executive vice-president—mar- 





Cc. R. Boll R. W. Franck 
keting, and R. W. Franck, sales 
vice-president. 

During Boll’s 14 years with Cum- 
mins, he served as sales engineer, 


assistant regional manager, engine| © 


sales manager, general sales man- 
ager, and, most recently, as sales 
vice-president. 

Franck, with the company since 
1948, has been field sales director 


since 1959. 
* * *¢ 


Permatex Co. Realigns 
Field Sales Managers 


Permatex Co., Inc., Huntington 
Station, N. Y., has realigned its field 
sales force into three marketing 





4d. Del Greco 


D. J. Kaiser 


areas to keep pace with the com- 
pany’s expansion program. 

Joe Del Greco, former North Cen- 
tral regional sales manager, was 
named to the newly created posi- 
tion of Central sales manager, and 
David J. Kaiser, former Mountain 
States regional sales manager, was 
appointed Western sales manager. 
The Eastern sales manager will be 


named in the near future. 
* - ” 


Firestone Reassigns Hynds, 
Mitchell and Fuhro 


J. E. Hynds was named manager 
of treading and repair materials 
sales for Firestone Tire & Rubber 
Co. 
R. A. Mitchell was appointed 
manager of tread rubber sales and 
J. A. Fuhro manager of the retread 
sales department. 


GMAC ‘Appoints 
Branch Managers 


General Motors Acceptance Corp. 
has announced the appointment of 
five branch office managers. They 
are: 

Harvard W. Sanders, to branch 
manager of the Detroit (North 
Side office), succeeding Franklin A. 
Black who has been transferred to 
the Detroit branch; Victor J. 
Stachler, former assistant manager 
of the Detroit office, to Dearborn 
branch manager, succeeding Sand- 
ers. 

Also, Bobbie H. Bassett, former 
credit manager in Jackson, Miss., 
to Meridian (Miss.) branch man- 
ager, succeeding Charles L. Heb- 
erer who has been moved to New 


Orleans, and Conrad B. Mahaffy, 
former Jacksonville (Fla.) regional 
sales manager, to manager of the 
Jacksonville branch. 

* * * 


2 Field Sales Managers 
Appointed by Wells 
Wells Mfg. Corp., Fond du Lac, 
Wis., has announced the appoint- 
ment of John McKee and John S. 
Frazer as field sales managers. 
McKee, a former district man- 









J. 8. Frazer 


John McKee 


ager for Carter Corp., will have 
headquarters at the home office. 
Frazer will also make his head- 
quarters in Fond du Lac. His pre- 
vious work with Carter as mer- 
chandising manager was preceded 
by many years with A.E.A. Central 
Distributors, 
* 


* . 
Hach Named to Sales Post 


By Central Foundry 


George A. Hach has been pro- 
moted to sales manager of non- 
ferrous metals for Central Foun- 
dry Division, 
General Motors 
Corp., Saginaw, 
Mich. 

In his new po- 
sition, Hach will 
be headquartered 
at the division’s 
central offices, lo- 
cated in Saginaw. 
The division op- 
erates plants in 

‘ Bedford, Ind.; 

G. A. Hach Danville, Ill.; De- 

fiance, O.; Malvern, Ark., and Sag- 

inaw, and produces both ferrous 

metal and nonftrrous metal cast- 
ings for industry. 
” * 


Pashkow President 


Of Ward La France 


Appointment of William B. Pash- 
kow as president of Ward La 
France Truck Corp., Elmira, N. Y., 
is announced by Harris J. Klein, 
chairman of the board. 

For the past five years Pashkow 
has been associated with Mack 
Trucks, Inc. From 1955 to 1957, he 
was special equipment engineer. In 
1957 he was appointed director of 











Ski Promotion— 


Sylvia DeVan, “Miss Anti-Freeze of 
1960," reminds skiers and motorists that 
duPont Co., Wilmington, Del., will again 
cooperate with the National Ski Patrol 
System this winter in a gesture of goodwill. 
Beginning this month the patrol will place 
slotted-top duPont ‘‘Telar'’ antifreeze cans 
at collection points on and near 50 major 
ski slopes for voluntary contributions from 
skiers. duPont will kick off the fund drive 
by presenting a check to each of the 50 
participating ski patrols. Last year, the 
program was tested successfully in 10 ski 
centers. The funds will support an educa- 
tional campaign planned to warn the skiing 
public of the dangers of snowslides. Money 
collected also will be used to provide 
volunteer members of the patrol with ad- 
ditional rescue equipment. 





engineering of Mack’s Sydney (O.) 
plant. Early in 1959, he was ap- 
pointed manager of government 
product development with head- 
quarters in Dayton, oO. 

+ 


* 
Ford Credit Appoints 
Louisville Branch Chief 


William H. Smith has been ap- 
pointed branch manager of Ford 
Motor Credit Co”’s Louisville 
branch office. The 
office was under 
the interim man- 
agement of 
James M. Roun- 
tree, office man- 
ager, prior to 
Smith’s appoint- 
ment. 

Smith is well 
known in this 
area since he is 
a native of Louis- 
ville and attend- ¥. oC 
ed the University of Louisville. Be- 
fore joining Ford Motor Credit he 
was with Universal CIT Credit 
Corp. for 10 years. 

ad * 





Starich Wins Promotion 


At General Drop Forge 


Dana Corp. has appointed Joseph 
E. Starich as general manager of 
the company’s wholly owned subsi- 
diary, General Drop Forge Corp., 
Buffalo. 

Starich assumes the post of gen- 
eral manager after having for some 
time served General Drop Forge as 
general superintendent. 

* oe * 


Larson Heads OE Sales 


For Thompson Piston Ring 


Norman Larson has been ap- 
pointed manager of original-equip- 
ment sales for the Thompson 
Products Piston 
Ring Division, 
Thompson Ramo 
Wooldridge, Inc. 

Larson moves 
up from district 
manager of the 
division’s Mil- 
waukee office. A 
member of the 
Society of Auto- 
motive Engineers, 
he has spent 10 
years in produc- 
tion and sales in the piston-ring 
area of the automotive industry. 

” ca * 


McCombs Retires 


From Chicago Rawhide 


Chicago Rawhide Mfg. Co. has 
announced retirement of Stuart C. 
McCombs, administrative vice-pres- 
ident, after 40 years of service 
with the company. 

McCombs came to Detroit for 
Chicago Rawhide in 1921 and start- 
ed the company’s activities in the 
Detroit area with a small sales 
office. 





Norman Larson 


* * 


* 
Pontiac Appoints Dorais 


Labor Relations Director 


The appointment of Thomas C. 
Dorais as Pontiac labor relations 
director has been announced by 
T. B. Bloom, Pontiac personnel 
director. 

Dorais, who has 
been personnel 
director of Chev- 
rolet’s Willow 
Run (Mic h.) 
truck plant since 
1955, joined Gen- 
eral Motors Corp. 
in 1948 as a labor 
relations repre- 
sentative for 
Chevrolet’s De- - 
troit forge opera- T. C. Dorais 
tion. He was named supervisor- 
labor relations in 1953, and held 
positions of responsibility at Chev- 
rolet central office and the Livonia 
(Mich.) plant before his transfer 
to Willow Run. 

* 





x * 
Bendix Appoints Dubuc 
Robert J. Dubuc has been ap- 
pointed general quality manager of 
automotive components at Bendix 
Products Division of Bendix Corp. 
* * * 
Robinson in New Post 
Howard E, Robinson has been 
appointed to the newly created posi- 
tion of assistant to the president of 
Jones & Laughlin Steel Corp, 
* x + 


Piech Named Bear Secretary 

Richard J. Piech has been elected 
secretary and controller of Bear 
Mfg. Co., succeeding Clarence R. 
Nelson who has retired. 
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cord with sturdy 


for illumination 
WHERE YOU WANT IT 
























DIVISION OF THE McNEIL MACHINE & ENGINEERING CO., 


Lincoln’s famous Golden Standard Ceiling 
Lubreels now offer another practical feature 
—a handy source of light that’s convenient, 
space-saving, quick and easy to use. Finger- 
tip control locks and releases the cord at 
any length you need for eye-saving illumi- 
nation of the work area. Other features 
include: 


e Shatter-proof phenolic pistol-grip 
handle with power outlet 

¢ Heavy duty steel reflector 

e One-piece hanger hook 

e Swing-open guard for instant bulb 
changing 

e Heavy-duty spring motor, dustproof 
and lifetime-lubricated 

e UL approval—one-year guarantee 


The new Electric Drop Cord Reel is 
optional equipment on all Lincoln Golden 
Standard Ceiling Lubreels, and can be 
added to existing Golden Standard reel 
bank assemblies by replacing present end 
panels with the new drop cord ‘reel end 
panel assembly. 


For Complete Information about This Unique 
New Lighting Device, Write for New Bulletin 542. 


“eo LINCOLN 


ENGINEERING COMPAN Y 1152 


4010 GOODFELLOW BLVD., ST. LOUIS 20, MO. 
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‘ New Home for Ashcom 


Largest Stock in the U.S.A. 


De ele 





Rambler— 








/ This is the new headquarters for Gil Ashcom Rambler at 2400 Shattuck Ave., Berkel ; 

i ey,|mamed Morris distributor for the 
Calif. The dealership recently moved into the larger building on Berkeley's Auto Row.| British Columbia mainland and 
nese es oun eters eee 











Across the Nation ... 


Auto Dealer Changes 


Horwood Bros. Motors, Ltd., Vic- 
toria, B. C., has been appointed dis- 
tributor for Vancouver Island, 
Fred Deeley, Ltd., Vancouver, 
formerly had distributed Morris for 
all of Vancouver. There ig no 
change in Austin distribution in 
British Columbia. 
* * 





GREENSBORO, N. C—Brady 
Motors (Lincoln-Mercury-Comet- 
English Ford), 335 N, Greene St., 
has been succeeded by Phillips 
Motor Sales, Inc. 


Hatch Is Reorganized 


SHELBY, Mont.—Hatch Chevro- 
let Co., Inc., here has been reorgan- 
ized and renamed New Hatch 
Chevrolet Co., Inc., according to 
Dean Fender, general manager. 


* * * 


Morris Distribution Split 


In British Columbia 


TORONTO. — Plimley Motors, 
Ltd., Vancouver, B. C., has been 













* 


Dimmette Buys Davies Deal 
SANTA MONICA, Calif—cC. H. 
veteran Los Angeles auto 
dealer, has purchased Tom Davies 
Motors (Chrysler-Imperial-Plym- 
outh-Valiant), 900 Santa Monica 
Blvd. 


* * * 


Faro Pontiac Makes Debut 
ELYRIA, O.—Ray Faro, former 
LeRoy (N. Y.) Pontiac-Cadillac 
dealer, has opened Faro Pontiac, 
Inc., 416 Middle Ave. Faro also was 
a former Buffalo district sales man- 
ager for Pontiac. a ae 
* 


Burgunder Dodge Bows 
BRIDGEVILLE, Pa.—William E. 
Burgunder is president of this com- 
munity’s new Dodge outlet, Bur- 
gunder Motors, Inc., Routes 25 and 
28. 


Dodge Signs Belcher 


DARBY, Pa—Jim Belcher Mo- 
tors, Inc., has been appointed a 
e car and truck dealership. 
James T. Belcher is president. 
* = fe 


Joy Opens Rambler Outlet 


DECATUR, Ga. — Cornelius Joy 
has opened Joy Rambler at 333 E. 
College Ave. He formerly was 
Southeastern sales manager and 
public relations manager for Gen- 
eral Finance Corp. in Atlanta, 


Dallas Deals Add Triumph 

DALLAS.—Dave Karlen Auto 
Co., 5432 Mockingbird, and Ted 
Treadaway Motors, 3310 Live Oak, 
have added Triumph. Karlen also 
has announced the expansion of its 
service facilities. 

* * 


Phillips Rings Up Curtain 
GREENSBORO, N. C.— Phillips 
Motor Sales, Inc., formerly Brady 
Motors (Lincoln-Mercury-Comet- 
English Ford), held its grand open- 
ing at 335 N. Greene St. 
7” * 


Ashmore Buys Dixie Ford 














































amie Ave., Chicago; Bob Merman 
Motors, 131 Water St., Danvers, 
Mass.; Valley British Cars, Inc., 
2120 Vallejo Rd., Napa, Calif.; In- 
ternational Sports Cars, Ltd., 1841 
El Camino Ave., Sacramento, Calif., 
and Foreign Car Center, Inc., 521 E. 
Legion Way, Olympia, Wash. 


West Virginia Dealer 


Merges Import Firms 

HUNTINGTON, W. Va—A 
$60,000 transaction has made .the 
newly formed Sports Car Center, 
Inc., one of the largest operations 
of its kind in West Virginia, 

George H. Conrad, Sports Car 
Center president, acquired Arro- 
wood Used Cars and franchises 
of Tri-State Import Motors, both 
of Huntington. They were com- 
bined with Foreign oe Inc., 
and the name changed to Sports 
Car Center, Inc. Eleven makes of 
cars are handled. 

* 


a” + 
10 More Dealers 
Signed by S-P 

SOUTH BEN D.—Studebaker- 
Packard Corp. has announced that 
it has signed 10 more dealerships. 
They are: 

Monarch Auto Sales, Inc., Indian- 
apolis; Claryville Motors, Frost- 
burg, Md.; Brown Motor Sales of 
Brunswick, Inc., Brunswick, Ga.; 
San Luis Motor Co. San Luis 
Obispo, Calif.; Jake’s Service Sta- 
tion, Westernport, Md. 

R. S. Smith Motor Co., Sandy, 
Ore.; Federal Valley Motors, West- 
minster, Colo.; Consolidated Motor 
Co., Barstow, Calif.; Flint’s Garage, 
Cherry Valley, N. Y.; Carter Equip- 
ment Co., Bethel, Me.; Beach 116th 
St. Servicenter, Inc. Rockaway 
Park, N. Y. 


* * * 


Swafford Takes Over 
PORTALES, N. M.—Roy Swaf- 
ford, a partner with Paul Ridings 
in Ridings Motor Co. (Dodge) here, 
has assumed active management of 
the firm. 


* * ” 


Strickland in New Hands 
CORDELE, Ga.—One of South 
Georgia’s oldest Ford dealerships 
has changed hands with Pat Dob- 
bins and N. A. Pittman, Atlanta, 
taking over Strickland Motor Co. 
* . * 


A & R in New Home 
RAPID CITY, S. D—A & R Im- 
port Motors has moved into new 


quarters here. 
* + * 


Glader Gets 2 Lines 
MOBRIDGE, S. D.—Glader Mo- 






































GERMAN CAR PARTS FRENCH CAR PARTS 


KOLBENSCHMIDT—Pistons MONOPOLE-POISSY—Pistons, Rings, Valves 
ATE—Lockheed Brake Parts CURTY & Cie.—Gaskets, Oil Seals 


BRITISH CAR PARTS 


HEPOLITE—Pistons & Rings 
WELLWORTHY—Pistons & Rings 


GREENVILLE, S. C.—Charles R. 
Ashmore, El Paso, Tex., has pur- 
chased Dixie Ford, 225 Buncomber 


tors has been awarded franchises 
for Lincoln and Comet. 
* + * 


JAMES—Valves & Guides ATE—Valves, Ring Sets ALLINQUANT—Shock Absorbers : ° 
TERRY—Valve Springs F & $—Clutches COUSSINETS MINCES— Engine Bearings Sasiteas weber te to operate the| Elkins Adds Chrysler Line 
PAYEN—Gaskets & Oil Seals REINZ—Gaskets SOCIETE FERODO—Brake Linings, Clutches, Ferlec  . 18 DURHAM, N. C.—Elkins Motor 
BORG & BECK—Clutches SIMRIT—Oil Seals DES FREINS LOCKHEED—Brake Parts 6 Additional Dealers Co. (Plymouth-DeSoto-Valiant), 
LOCKHEED & GIRLING—Brake Parts SWF—Windshield Wipers & Motors SOCIETE S.E.V.—Ignition, Fuel Pumps, Wipers — a has added the Chrysler-Imperial 
FERODO—Brake Linings, Fan Belts FRESE—Bumpers & Mirrors MARCHAL—Lamps, Light Units, Spark Plugs Signed by Jaguar line. J. P. Elkins is president. 
LUCAS—Ignition, Lamps, etc. GLYCO—Engine Bearings PARIS—RHONE—Generators, Starters, Regulators NEW YORK.—Six more dealer- i 
GLACIER—Engine Bearings WELLA—Lamps, Hi $.N.R.—Ball and Roller Bearings ships have been franchised to han- Auto Mart Adds Saab 


JAEGER—S.N.A. —Speedometers, Instruments 
PECASEAUX—Lamps, Plastic Parts 
@ other top lines 


INDIANAPOLIS.—Auto Mart, 
1133 N. Meridian St., has added 
Saab to its Volvo line. 


, Horns 
VANDERVELL—Engine Bearings BOSCH—Spark Plugs & Ignition 
RANSOME & Il & Roller Bearings TEXTAR —Brake and Clutch Linings 
WHITELEY—Water Pumps, Tie Rods, Universals VARTA—Batteries 
@ other top lines @ other top lines 


ITALIAN CAR PARTS 
MARELLI—ignition, Spark Plugs SPESSO—Gaskets AKRON—Dil Seals, Rad. Hose R.LV.—Ball and Roller Bearings @ other top lines 


dle Jaguar, They are: 

Newell Motors, Inc., 520 8S. Dixie 
Highway, Melbourne, Fla.; Lloyd 
W. Stephens Co., 1516 12th Ave., 
Longview, Wash.; Nick Pastor Im- 
ported Cars, 3451 E. Firestone Blvd., 
South Gate, Calif.; C. Standlee 
Martin, 1227 Long Beach Blvd., 
Long Beach, Calif.; Sports Cars, 
Inc., Fairborn, O., and Coppus 
Motor Sales, 145 Madison Ave., Tif- 
fin, O. 

o 


* - 
Lindahl Olds Moves 
MINNEAPOLIS. — Lindahl Olds- 
mobile has moved to 1900 W. 87th 
St. in suburban Bloomington. The 
firm formerly was located at 2823 
E. Franklin Ave. 
* a 


Quick Service Available In All Parts of the U.S.A., Hawaii 
end Puerto Rico Through Authorized Beck Distributors. 


BECK DISTRIBUTING CORP. 
70 East. 131st Street, New York 37, N. Y. 


WHOLESALE ONLY — Only Dealers may apply for catalog to nearest regional distributor listed below. 


Beck Regional Distributors 


























Southeastern Imports European Auto Parts Foreign Auto Parts Di 
Ce., Inc. 1314 'N. W. 14th St. i Avenl st ”oorlaae Circle 7036 NE Union Ave. Harry Ward Expands 
Seon mo Washington, D. C. prenrec Mass. Highland, N. Y. Portland, Oregon FORT WORTH.—Harry Ward, 
» Ala, im M _ Mic ne Supp! ; 
Brigham $t. John, Inc. ZEW. SHIN St 3099 Coolidge Highway” Allied Foreign Car ia rion ste ae oy Sounk $5 “pari 
1101 So. Hope St. Miami, Fla. Berkley, Michigan a heron ann oe a ah 
Los Angeles 15, Calif. Imported Aute Parts 73-14 Northern Blvd. utier, Pa, Hayes Imported Cars and will 
feieaiattnts Wijpete teats Aute 508) Gensasin fae. Jackson Heights, N. Y. Foreign Car Parts move to 2733 W. Seventh, Ward 
4418 E. 14th St. Pinellas intl. Airport Minneapolis, Minn. AB G Supply ae ane St. will handle Hillman, Singer, 
Oakland, Calif. St. Petersburg, Fla, European Car Parts 747 10th Ave. hiledelphia, Pa. Humber, Sunbeam and Triumph. peg 
E an Aute P Dec Whites Imported 1015 McCausland Ave. New York, N. Y. Pepin Moter Parts ss - @ 
oes Cnerokee huts Parts ot. Laws o7, Me, P.O. Box 10396 : Valiant Fleet— 
Denver, Colorado 1246 Kapiolani Bivd. imported Aute Parts Imported fares, fee. Caparra Heights St., Five More Dealers Get alian 
Honolulu, Hawaii 2 Lackawanna Plaza een or Puerto Rico : The fi A hase in 10 
Imported Car Parts of : Morristown, N. J. Raleigh, N.C. ; Jaguar Franchises oe ee ee ee 
jartford HN B Foreign Aute Hettrich Electric Service Loujs Auto Parts by the Los Angeles terminal of Navajo 
= oe #. outa en: ies 1032 Ellicott St. Ww os aus Parts _ a se NEW YORK.—Five more dealers | Freight Lines, Inc., resulted in delivery 
evterp Chicago 40. "iilinols Buffalo 9, WN. Y. Dayton, Ohio oy Sone have been signed by Jaguar Cars, | o+ eight Valiant sedans for Navajo sales- 
Hiatt Foreign Car a en ne Hiatt Foreign Car ‘ laa Southwest ingerted ee — — Len of | men. Curtis G. Bennett, left, terminal man- 
5 W. State St. 4505 S.€. lath St. 235 Main St. 1495 Warrensville Ctr, Rd. 1814 Texas Ave. intl ther ater nS | ager, displays the new Navajo fleet to 
Westport, Conn, Des Moines, lowa Hempstead, N. Y. $o. Euclid, Ohio Houston, Texas nd, 2ney are: H. “Irv” Lathrop, special accounts execu- 
Midwest Auto Imports, 44 N. Lar-/ tive for the Denver-based common carrier. 
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Nine-Month Total Up 14 Percent... 


Seven Makes Hike Output Shares 


By Martin L. Whitmyer 
Staff Writer 

GEVEN makers gained and 13 

lost percentage ground as car 
output during the first nine months 
of this year rose 14 percent above 
the first three quarters of a year 
ago. 

The 4,962,590 cars turned out 
during the January-September 
period of this year compared with 
the 4,339,682 units rolled from 
United States assembly lines dur- 
ing the similar period of 1959, and 
represented the highest level 
nine-month output has reached 
since 1955, when the alltime high 
of 5,922,659 cars were produced. 

Establishing a new high for out- 
put by price groups were the com- 
pacts, which hiked numerical out- 
put 214.1 percent from 434,955 cars 
in 1959 to 1,366,219 units built dur- 
ing the first three quarters of this 
year. 

On a percentage-point basis, com- 
pact car output increased its share 
of total industry output from 10.02 
percent a year ago to 27.53 percent 
this year—a gain of 17.51 points. 

+. o + 

SS makes showing per- 

cent-of-industry gains over the 
first nine months were Falcon, up 
7.58 points; Dart-Polara, 3.37; Cor- 
vair, 3.01; Rambler, 0.58; Thunder- 
bird, 0.11; Chrysler, 0.10, and Check- 
er, 0.05, 

On a divisional basis, Dodge 
made the best showing, climb- 
ing 3.90. percentage points with 
its Dart-Polara and newly intro- 
duced Lancer series. 


Makes losing ground from the 
first nine months of a year ago 
were the standard Ford, off 11.05 
percentage points; Plymouth, 3.49; 
standard Chevrolet, 2.38; Oldsmo- 
bile, 1.27; Lark, 1.00; Pontiac, 0.88; 
Edsel, 0.64; DeSoto, 0.46; Mercury, 
0.30; Cadillac, 0.27; Lincoln, 0.19; 
Buick, 0.11, and Imperial, 0.11, 

The Studebaker Hawk remained 
on par, matching the 0.10 percent 
of total industry output it took in 
1959. 

* a * 

AKING over the lead in com- 

pact-car output at the end of 
the first three quarters was Falcon, 
which captured 7.78 percent of total 
industry output on 386,049 assem- 
blies. A year earlier the car had 
0.20 percent on 8,808 units, 

Rambler, which previously had 
been the top compact car produc- 
er, finished second with 7.21 per- 
cent of total industry output on 
357,858 assemblies. During the 
first three quarters a year ago 
Rambler accounted for 6.63 per- 


* * * 


How Each Maker Fared... 


cent of total industry output on 

287,794 assemblies. 

Corvair turned out 181,838 cars 
for 3.66 percent of total industry 
output, compared with 0.65 percent 
gained on 28,370 assemblies during 
the third quarter a year ago. 

Valiant actually finished ahead of 
Corvair for the first nine months of 
this year, but was not in produc- 
tion at the end of September last 
year. Valiant’s 197,351 assemblies 
during the first nine months of this 
year represented 3.98 percent of 
total industry production. 

Comet, another make not in pro- 





For Nine Months... 


Output Breakdown 
By Price Group 


(Compacts) 
1960 1959 
Pos. Make Pos. 
1— 386,049 Falcon 
2— 357,858 Rambler 287,794—1 
38— 197,351 Valiant ........ 
4— 181,838 Corvair 28,370—3 
5— 140,522 Comet _.......... 
6— 76,457 Lark 109,983—2 
j— 26,144 Lancer_......... 
1,366,219 Total 434,955 
* * 
(Standards) 
1960 1959 
Pos. Make Pos. 
1—1,209,797 Chev. 1,161,289—1 
2— 659,010 Ford 1,055,672—2 
3— 195,289 Plymouth 321,943—3 
4— 5,504 Checker 2,910—5 
5— 4,757 Hawk 4,650—4 
2,074,357 Total 2,546,464 
* * ” 
(Mediums) 
1960 1959 
Pos. Make Pos. 
1— 327,692 Pontiac 324,547—1 
2— 308,183 Dodge 123,202—4 
3— 280,495 Olds. 300,512—2 
4— 199,156 Buick 178,772—3 
5— 114,245 Mercury  112,859—5 
6— 68,909 T-bird 55,364—6 
7— 65,297 Chrysler 52,694—7 
8— 17,513 DeSoto 35,060—8 
ee Edsel 27,720—9 
1,381,490 Total 1,210,730 
* * + 
(Highest-Priced) 
1960 1959 
Pos. Make Pos. 
1— 115,194 Cadillac 112,719—1 
2— 13,194 Lincoln 19,799—2 
3— 11,568 Imperial 14,965—3 
140,524 Total 147,483 
Grand 
4,962,590 Total 4,339,632 








Nine Months Car Output—'60 vs. '59 


9 Months Pet. of 
Output, 
1960 


AMERICAN MOTORS 


CHRYSLER CORP. 
Chrysler Division 


Ford Division 
Falcon 
Ford (Std.) 
Thunderbird 

L-M Division 


Cadillac 

Chevrolet Division 
Corvair 
Chevrolet (Std.) 


9 Months 
Output, 
1959 


Pct, of 
Total 
Output 


Gain 
or 


Total 
Loss 


Output 


71.21 
0.11 
16.55 
1.55 


287,794 
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Chrysler-DeSoto Prices—'6! vs. ‘60 


(Including federal tax and suggested dealer-preparation charges.) 

















duction at this time a year ago, 
accounted for 2.83 percent of total 
industry output on 140,522 assem- 
blies during the first nine months 
of this year, while Lancer, which 
didn’t get into production until the 
middle of the third quarter, ac- 
counted for 0.53 percent of total 
industry production on 26,144 as- 
semblies. 

Only compact make to show a 
decline from a year ago was Lark, 
which dwindled from 2.54 percent 
on 109,983 assemblies a year ago to 


1.54 percent gained on 76,457 cars 
built during the first three quarters 
of this year, 
* * * 

_— standard group saw its per- 

cent-of-industry share decline 
16.88 percentage points as the com- 
pacts dug into the Chevrolet-Ford- 
Plymouth field. 

The group, which includes the 
standard Chevrolet, standard 
Ford, Plymouth, Studebaker 
Hawk and Checker, turned out 
2,074,357 cars for 41.80 percent of 
total industry assemblies during 
the first nine months of this year, 
compared with 58.68 percent gain- 
ed on 2,546,464 cars produced dur- 
ing the like period of 1959, 

The standard Ford was the big- 
gest loser as it declined from 24.33 
percent on 1,055,672 assemblies dur- 
ing the first three quarters of ’59 
to 13.28 percent on 659,010 assem- 
blies during the January-September 
period of this year. 

Plymouth picked up 3.93 percent 
of total industry output on 195,289 
assemblies during the first three 
quarters of this month, compared 
with 7.42 percent on 321,943 assem- 
blies during the like period of ’59. 

* + * 


To medium group raised its 
numerical output 14.1 percent 
from 1,210,730 assemblies a year 
ago to 1,381,490 assemblies this 
year, Its percent-of-industry share, 
however, was off from 27.90 to 27.84 
percent. 

Biggest gainer in the medium 
field was Dodge, which on the 
strength of its Dart series, climb- 
ed from 2.84 percent on 123,202 
assemblies during the first three 
quarters of 1959 to 6.74 percent 
on 334,327 cars built during the 
similar period of this year. 

Other gainers were Thunderbird, 
up from 1.28 percent on 55,364 as- 
semblies last year to 1.39 percent 
on 68,909 cars built this year, and 
Chrysler, up from 1.22 percent on 
52,694 assemblies last year to 1.32 
percent on 65,297 assemblies this 
year. 

* * * 

Akane showing gains in nu- 

merical output over ’59 were 
Falcon, Rambler and Corvair in 
the compact group; Chevrolet, 
Checker and Studebaker Hawk in 
the standard group; Chrysler, 
Dodge, Thunderbird, Mercury, 
Buick and Pontiac in the medium 
class, and Cadillac in the highest- 
price group. 

Makers showing declines in nu- 
merical output were Lark in the 
compact group; Ford and Plym- 
outh in the standard group; De- 
Soto, Edsel and Oldsmobile in the 
medium group, and Imperial] and 
Lincoln in the highest-price field. 


’6ls Showing Up 
On Wholesale 
Auction Lists 


DETROIT.—A sprinkling of ’61 
models has begun spicing wholesale 
auctions across the country. 
Auctions last week reported the 
following sales: 

Buick Special, $2,255; Cadillac 62 
four-door, $5,075; Chevrolet Impala 
four-door, $2,200; Dart Phoenix 
two-door, $2,690 and $2,700; Dart 
Pioneer two-door, $2,220; Dart Sen- 
eca two-door, $1,950; Dart Seneca 
four-door, $2,185; Lancer four-door, 
$2,090 and $2,190; Falcon two-door, 
$1,960 and $2,060; Falcon four-door, 
$1,790 and $2,125, and Falcon four- 
door station wagon, $2,160. 

Ford Fairlane 500 two-door, $2,020 
and $2,110; Ford Galaxie four-door, 
$2,275; Ford Galaxie convertible, 
$2,925; Ford Starliner, $2,650; Val- 
iant four-door, $1,890 and $1,950, 
and Valiant four-door station 


wagon, $2,060. 


300-G 
Convertible 


(The ’61 DeSotos are priced the same as the ’60 Fireflite models.) 
61 and’60 


2-dr. Hardtop 


*—New model; not offered in ’60. 


$3,167 
3,102 


**—’60 price adjusted because of equipment changes. 
(Automatic transmission, power steering and power brakes are standard equip- 


ment on New Yorker and 300-G models.) 





AAA President Attacks 
Campaign Against Autos 


CLEVELAND. — The anti-auto 
campaign that is under way across 
the nation was attacked here by 
President Frederick T. McGuire jr., 
president of the American Auto- 
mobile Assn., at the association’s 
annual meeting here. 

In another highlight of activity 
at the meeting, an AAA official 
called for a study of the problems 
of the older driver. 

Charles L. Wilson, prominent De- 
troit businessman and pioneer sup- 
porter of good roads, was elected 
president of the seven-million-mem- 
ber AAA, 

For the last two years, Wilson 
has served as AAA senior vice-pres- 
ident and member of the AAA ex- 
ecutive committee. He has been a 
member of the Automobile Club of 
Michigan since 1926, and served as 
its president during 1956-57. 

One of Detroit's best-known 
businessmen, Wilson is president 
of Ira Wilson & Sons, the largest 
independent dairy in Michigan. 
He has been a member of the 
Wayne County Road Commission 
since 1938 and is presently serv- 
ing as its chairman. 

Efforts to throttle automobile 
transportation in cities, to curb 
urban expressway building, to co- 
erce motorists into using public 
transportation, and to subsidize 
public rapid transit from highway 
revenues drew a strong blast of 
criticism from McGuire. 

McGuire, rounding out his second 
and final term ag AAA president, 
lashed out against “antiautomobile, 
antifreeway propaganda.” 

He told the 1,000 motor club dele- 
gates that the campaign was being 
carried on by “some masg public 
transit interests, some planners, 
some theorists including sociolo- 
gists and economists, some dissi- 
dent groups displeased with one 
phase or another of a highway 
project, at least one large indus- 
trial concern, and some public of- 
ficials who would rather see the 


urban highway program wrecked|P 


or indefinitely delayed than have 
one penny come from a source 
other than the pockets of highway 
users.” 

McGuire singled out for partic- 
ular censure a proposal advanced 
by the Department of Commerce 
for repeal of the historic antitoll 
provision of Federal-aid legisla- 
tion to allow cities to erect toll- 
gates on major arterial routes for 
the dual purpose of diverting 
traffic from private to public 
transportation and subsidizing the 
latter. He branded this suggestion 
as “incredible,” “iniquitous” and 
“unconscionable coercion against 
the passenger-car owner.” 

He pointed out that the proposal 
got nowhere in Congress but added: 
“The idea — and the propaganda 
drive behind it—igs far from dead. 
It’s the newest version of the soak- 


the-motorist idea, this time turning 
the proceeds over to subsidize pub- 
lic transportation.” 

The AAA executive stressed that 
the organization is not opposed to 
development of public transporta- 
tion, favoring a balanced program, 
but urged vigorous opposition to 
subsidize such facilities from motor 
vehicle revenues. 

“This whole antiautomobile, anti- 
freeway campaign,” he said, “is one 
of the severest challenges that has 
faced our organization in many a 
long year. There is a definite fight 
ahead if we are to win in our ef- 
forts to achieve freedom of move- 
ment and freedom of choice to 
America’s 80-million car owners 
and drivers.” 

Problems relating to the na- 
tion’s elder drivers are joining 
those of the teen-ager as a major 
source of concern for traffic and 
safety experts, it was declared by 
Burton W. Marsh, director of the 
association’s traffic engineering 
and safety department. 

He called for a national study to 
deal with the problems of aging 
drivers. He said the United States 
will have 25 million persons 65 
years and older by 1980. 

“The subject of the elder driver 
can be ignored or minimized only 
at the risk of serious consequen- 
ces,” Marsh said. 

“Expansion of driver education 
programs has helped considerably 
in the effort to curb teen-age acci- 
dents. While we certainly must not 
neglect the teen-age driver, it is 
high time we devoted more thought 
and energy on the senior driver.” 


Ohio Assn. Seeks 
Changes in Laws 


Viewed as Biased 


CANTON, O.—The Stark County 
Automobile Dealers Assn. hag pro- 
osed three changes in Ohio laws 
that it claims discriminates against 
dealers. 

Harold Spooner, association pres- 
ident, made the suggestions to Re- 
publican and Democratic candidates 
for election to the next session of 
the Ohio General Assembly. 

The changes are: 

1. Restoration of the 2 percent 
dealer discount on collection of 
state sales taxes. Other retailers 
still receive the discount, Spooner 
said. 

2. Authority for dealers to write 
collision insurance and collect 
agents’ commissions. 

3. Revision of the auto-title law 
“to be consistent with the law of 
contracts.” Spooner said the law 
now holds the dealer liable for ac- 
cident damage if the title has not 
been processed to the point of show- 
ing the purchaser ag owner. 
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gram for mechanics, the results 
are quite different. Fully 82 per- 
cent of the dealers surveyed said 
they had no incentive program 
for their mechanics while 18 per- 
cent do. 

It might be noted that dealers 
who employ unionized mechanics 
sometimes have labor contracts 
which rule out incentive programs 
for mechanics. 

The incentives offered service and 
parts managers fall into three 
broad classes. Incentives may be 
based on volume, profit or the gen- 


eral success of the dealership. 
* * + 


N INCENTIVE program based 

on volume pays off for boosting 
sales. Sales in a department or the 
dealership are easily understood, so 
there is likely to be little bickering 
over the program. On the other 
hand, volume incentives pay off for 
increased volume whether it is 
profitable or not, 

Incentives based on profits have 
the advantage of being tied to the 
most important figure in the deal- 
ership—the profit total. The more 
an employe contributes to profits, 
the more he is rewarded. 

Drawbacks in profit incentives 
fall generally in two classes. They 
are somewhat complex programs 
and may result in bickering. The 
dealer who bases his incentives on 
profits has to bare his soul and 
show his employes just what he 
is making. 

The third class of incentives, 
those tied to the general success of 
the dealership, are simple and do 
no require the dealer to tell his em- 
ployes many of the company’s 
secrets. A bonus based on nothing 
specific sometimes tends to have 
little direct effect on individual ef- 
fort. 





Adjusting shelves to solve new 
inventory problems is easy. 
Simply lift, pull, and reposi- 
tion, Republic Flexi-Bilt Parts 
Bins are a lifetime investment. 


REPUBLIC PARTS BINS 


and planned storage speed service 


Republic Parts Bins and Planned Storage speed parts 
service, get customers in, and out in a hurry. By utiliz- 
ing available storage space to maximum efficiency, 
you control stock turnover and keep capital circulat- 
ing and growing. 

Republic Flexi-Bilt Parts Bins are designed and 
installed so that you can tell at a glance when to 
order, what to order. Call your Republic representa- 
tive, or write direct. 


REPUBLIC STEEL 


* * * 


BERGER DIVISION -_ 7" THE dealerships surveyed 
which have incentive programs 
1078 BELDEN AVENUE — CANTON 5, OHIO 


for service managers, 29 percent 
offer a plan tied to profits. About 
half of these have simple profit 
sharing. The service manager gets 
a slice of the dealership’s total 
profit. 

In the other half of the dealer- 
ships in this class, the service man- 
ager is given a share of the profit 
of his department. The most fre- 
quently mentioned program offers 
the manager 15 percent of the net 
profit earned in his department. 

Among the incentive-offering 
dealers, 54 percent offer their 
service managers an_ incentive 
tied to volume, The big question 
here is: Will the service manager 
be paid a percentage.on customer 
labor sales or a percentage on 
combined parts and labor sales in 
the shop? 

Dealers who offer plans in this 
class split almost evenly on the 
question. The dealers who pay a 
percentage on total sales in the 
shop generally pay one to 1% per- 
cent. Those who pay on labor sales 
only pay 2 to 3 percent. 

The final 17 percent of the deal- 
ers who have incentive plans for 








3 Reasons Why 
AMALIE 


Pennsylvania Motor Oil 
Lubricates Better: 


1 Amalie is refined from the 
finest Pennsylvania Crude 
Oils. And, as you know, Penn- 
sylvania Crudes are acclaimed 
by engineers as the best lubri- 


cating of any crude known. form of bonus tied loosely to the 


overall success of the company. 
” * + 

MONG the dealers who offer in- 

centives to their parts man- 
agers, this is the breakdown: About 
42 percent offer a program tied to 
profits, 37 percent offer a program 
tied to volume and 21 percent have 
a general bonus program. 

The profits plans include shar- 
ing the dealership’s total profit, 
paying a percentage of the gross 
profit of the parts department 
and paying a percentage of the 
net profit of the department. 

Volume programs are usually tied 
to the total sales of the parts de- 
partments. Some dealers pay only 
on wholesale parts sales. 

Many of the incentive programs 
in all classes listed can have a 
quota system added. For instance, 
the parts manager may get 2 per- 
cent on all sales over $5,000 a 


2 Amalie refines this pre- 
cious crude through a slow, 
gentle, low temperature proc- 
ess. Each stage of refining is 
controlled closely to protect 
the natural lubricant from 
high heat or high pressure 
damage. 


3 Because of this careful re- 
fining method, Amalie Oil lasts 
longer, costs less per mile. 


mrntyivorag 


STOR 


Ask your Amalie Distributor about 
the Amalie 30,000 mile new 


car guarantee. It will help you 
“‘close’’ more prospects, and it 
will build your service business. 





Member Pennsylvania Grade Crude 


Oil Association Permit No. 12. month. 
* * * 
AMALIE DIVISION yo incentive programs for me- 
E-10 Sonneborn Chemical and Refining Corporation, Franklin, Pa. chanics are so few that general- 


their service managers offer some| ; 


Sept. Service Business 
Off a Bit from August 


(Continued from Page 2) 





izations about the programs are 
risky. The most frequently men- 
tioned is giving the mechanic a 
percentage on all sales made after 
the original repair order is written. 
This is considered a method to spur 
mechanics to look for and sell addi- 
tional needed services. 

In addition to the incentive 
programs already considered, 
there is a wide range of other 
programs which might be consid- 
ered incentives and which are of- 
fered by anywhere from one deal- 
er to hundreds. 

Many dealers have programs for 
recognizing the service force. Typi- 
cal example: A Wisconsin dealer 
takes the whole shop crew out to 
dinner every six months. This is a 
popular program. 

+ ok 


* 

MISSISSIPPI dealer has devel- 

oped this program: 

He sends “chits,” little slips of 
paper, to a number of “preferred 
select” car buyers. The buyer is 
asked to keep the chit through 
three visits to the dealer’s service 
department and then give it to 
the employe who has done the 
best job of rendering courteous, 
willing service. 

The employe turns in the chit for 
$5. The customer who finds no one 


Chevy Launches 
Truck, Equipment 
Exhibit Tours 


DETROIT.—The first truck and 
special equipment show of the 
young model season, a million-dol- 
lar exhibit for dealership personnel 
and truck users, is touring Chevro- 
let’s Mid-East region. 

Following a premiere at Charles- 
ton, W. Va., the exhibit went to the 
Fairgrounds Exhibit Hall, Louis- 
ville, Oct, 17-18; Carthage Fair- 
grounds, Cincinnati, Oct, 20-21; In- 
dianapolis Fairgrounds, Indiana- 
polis, Oct. 24-25, and the St. Joseph 
Fairgrounds, South Bend, Oct. 
27-28. 

In addition to ’61 Chevrolet 
trucks equipped with special pur- 
pose bodies and equipment cover- 
ing virtually all basic types of truck 
use, the exhibit highlights the Cor- 
vair 95 line, including the Corvan 





panel delivery, the Rampside and 
Loadside pickups and the Green- 
brier sports wagon. 

Also shown is a complete exhibit 
of Chevrolet truck accessories, an 
animated truck power train exhibit, 
the ’61 Chevrolet Featurama exhibit 
of car and truck engineering fea- 
tures and displays of representative 
’61 Chevrolet cars and trucks, 

Special equipment displayed on 
’61 Chevrolet chassis ranges from 
the latest in fire truck and 15-ton 
payload tandem dump equipment to 
a mobile dairy bar truck and a 
school bus. 





who has given him outstanding 

service can turn in the chit him- 

self and get the $5. 
* od * 

= dealers surveyed were asked 

“ if incentives had increased their 
parts and service sales. Of those 
who answered, 77 percent said they 
had boosted sales and 23 percent 
said they had not. 

There were a number of dealers 
who did not answer the question. 
Several said this was because they 
weren't sure what effect incentives 
had had on sales, 

Among those who did report a 
sales boost due to incentives, a 
10-percent hike was most often 
mentioned. Many of the other re- 
plies were close to the 10-percent 
mark but one dealer said incen- 
tives hiked his sales by 30 to 60 
percent. 

Among the dealers who have 
found incentives of little or no use, 
the comments of one Minnesota 
dealer was typical. He said he dis- 
continued incentives four years ago 
because they did not help sales. 
Since then volume has increased 
nicely. 

“I would like to know the an- 
swer,” the dealer said. 

While incentives are usually con- 
sidered a way to obtain better per- 
formance from personnel and im- 
prove the company’s showing, a 
Colorado dealer sees another ad- 
vantage in such programs. 

Incentives make it possible for 
employes to earn better incomes, 
he said. 

* * * 

As ANOTHER gauge on what 

dealers think about incentives, 
the group surveyed was asked if 
incentives had created any prob- 
lems. Fully 70 percent of those sur- 
veyed said they had had no prob- 
lems while the other 30 percent had 
some difficulties. 

Typical of the comments on the 
problems with incentive programs 
were these remarks: 

Montana dealer: The big prob- 
lem is in introducing an incentive 
program. His advice: “Put it in 
and let them work under it for a 
trial period. They will forget pre- 
vious objections.” 

Kansas dealer: The problem is 
“trying to find a workable incentive 
plan that is fair to service and 
parts department managers.” 

* * 


EW JERSEY dealer: Incentives 

based on volume alone often 
lead to forgetting profit, “All in- 
centives should be tied to profit 
with a sincere effort made to try to 
instill ‘pride of workmanship’ in 
employes whereby the whole or- 
ganization works as a team.” 

South Carolina dealer: “In their 
eagerness to do more, customer is 
sometimes slighted.” Advice: “Rigid 
controls on service manager and 
he, in turn, controls mechanics.” 

Mississippi dealer: Problem: 
Employes get to consider incen- 
tive income as a part of regular 
income. Advice: “Don’t run any- 
thing too long and have a period 
in which there is no incentive 
offer. They will appreciate what 
is done much better.” 

California dealer: Problem: Too 
much arguing among those com- 
peting for incentive pay. Solution: 
“Is there any? Everyone is money 
hungry. There is no longer any 
loyalty.” 





Plugging ‘Auto U. S. A.'— 

Members of industry and traffic and highway safety authorities met in Detroit to 
premiere the motion picture, “Auto U. S. A.,” sponsored by the Perfect Circle Corp., 
Hagerstown, Ind. From left are Max Hoffman, president, Michigan Section of the In- 
stitute of Traffic Engineers; Louis Berg, chairman, Detroit Traffic Coordinating Commit- 
tee; Richard Satterfield, assistant to the Perfect Circle president, and L. B. Yost, high- 
way and traffic safety director, General Motors Corp. “Auto U. S. A." is a color motion 
picture dealing with the problems of traffic congestion and offering sound practical 
ideas for solving these problems. 
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Average Sticker Cut $510 in Two Years... 


96 Models in ‘Low-Price Field’ 


(Continued from Page 2) 


dor sedans dropped $50 and wagons 
dipped $40. 
x +. 

TS American and Classic stick- 

er hikes were the only increases 
in the compact field. Corvair, Val- 
iant and Lark cut prices across the 
board for ’61, and Falcon held the 
line on three models and reduced 
another. 

Comet sticker prices are the same 
as last year’s on three models, but 
some $28.50 worth of standard 
equipment has been stripped from 


the car and made part of an extra- 
cost trim package. 

Despite the increase, Rambler 
continues to offer the lowes t- 
priced U. S. car—the American 
Deluxe two-door sedan. The ’61 
tag is $1,845, compared with $1,795 
last year. 

The American price leader is $67 
less than the Falcon two-door 
($1,912) and $75 less than the Cor- 
vair 500 coupe ($1,920). Last year, 


‘American had a $117 edge on Fal- 


con and a $189 advantage over 
Corvair. 
Other compact two-door sedan 





Nashville Buyers Warned 
On Chain Sales Scheme 


NASHVILLE.—Citizens of Nash- 
ville, particularly ministers, have 
been warned by the Better Busi- 
ness Bureau of Memphis (Nash- 
ville has none) to beware of a St. 
Louis firm that promises a car 
“absolutely free.” 

An informed source here com- 
mented: “The warning came after 
a number of Nashvillians had 


Saab Features 


een 


~~ 








Safety Stressed— 


Heavily padded visors and instrument 
panel and a locking device on the front 
seat, designed to minimize danger in sud- 
den stops, are safety features of the ‘61 
Saab five-passenger sports sedan. (See 
story on page 6.) 

* 


More Power— 


Horsepower of the ‘61 Saab sports sedan 
and station wagon has been boosted from 
38 to 42, improving acceleration and hill- 
climbing without cutting gasoline economy, 
according to the firm, The three-cylinder 
engine is water-cooled. 

es 





Air-intake Vents— 


An improved heating and ventilating 
system is a feature of the new Saab sports 
sedan. Vents on the rear pillar posts afford 
draft-free ventilation, according to the 
firm, and the enlarged air-intake ducts 
provide a continuous fresh-cir flow that 
can be switched to the heat exchanger. 


»|Executives of 


participated in what George V. 
Morse jr.. BBB manager, termed 
‘a new outbreak of a previously 
discredited referral selling 
scheme.’ 

“Instead of getting something for 
nothing, the victims find themselves 
committed by contract to pay for a 
new car at top list price, when the 
same cars are being sold in this 
area for hundreds of dollars less,” 
Morse declared. 

Although Morse did not report it, 
other informed sources here were 
quoted as saying that “at least one 
Nashvillian drove to St. Louis for 
an interview after being ‘referred’ 
by a Nashvillian, and when he 
questioned the price, the firm’s rep- 
resentative dropped him quickly, 
quipping: 

“Let’s just say this plan is not 
for you.” 

Following a checkup, the Nash- 
ville Tennessean quoted Morse as 
saying a number of ministers have 
complained about the scheme, and 
that hundreds of letters have been 
mailed into this area, some from 


strangers in other states who must | 


have got local names from religious 
and denominational directories. 


Skillman Forecast... 


Challenge 


CHICAGO.—Professional, person- 
alized and creative selling will be 
required for business success dur- 
ing the Sixties, says S. A. Skillman, 
Studebaker-Packard sales vice- 
president, 

Skillman was 
guest speaker at 
a meeting of the 
Sales - Marketing 


Chicago. 

“The coming 
decade will prob- 
ably be a highly 
competitive, chal- 
lenging period as 
indicated by cur- RE 
rent economic S. A. Skillman 
trends,” he explained, “Its predicted 





Price Ladder, '59-'61 


No. of Models in Price Rarge 








Price Range* "61 "60 "59 
Under $1,800 ........ 0 1 0 
$1,801-$2,000 .......... 12 8 4 
$2,001-$2,200 .......... 19 15 7 
$2,201-$2,400 .......... 30 23 15 
$2,401-$2,600 .......... 35 25 23 
$2,601-$2,800 .......... 30 28 28 
$2,801-$3,000 .......... 27 25 32 
$3,001-$3,200 .......... 21 23 21 
$3,201-$3,400 .......... 13 16 24 
$3,401-$3,600 .......... 10 11 10 
$3,601-$3,800 .......... 6 10 8 
$3,801-$4,000 .......... 5 12 13 
$4,001-$4,200 .......... 6 5 7 
$4,201-$4,500 .......... 3 6 9 
$4,501-$5,000 5 4 7 
$5,001-$5,500 10 15 14 
$5,501-$6,000 3 7 6 
$6,001-$7,500 3 9 9 
Over $7,500 ............ 2 5 5 

TOGO: sscccssicsrcrcies 240** 248 242 


*—Price range is based on manufactur- 
ers’ suggested retail prices including fed- 
eral tax and dealer preparation charges. 

**'61 totals do not include two Thun- 
derbirds and two Lincoln Continentals, 
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prices are: Lark, $1,935; Valiant, 
$1,953, and Lancer, $2,007. 


* * * 


HE new American Custom con- 

vertible, which will be available 
in December, is $2,369. It is the 
lowest-priced domestic softtop 
model, The only other convertible 
in the compact ranks is Studebak- 
er’s Lark Regal Six at $2,554. 


In the Rambler Classic series, 
Deluxe Six and Super Six four- 
door sedans are priced the same 
as last year, and station wagons 
are up $10, Custom Six sedans 
rose $30, and wagons climbed $40. 

AMC’s aluminum-block six-cylin- 
der engine is standard on Custom 
models and optional at $30 on De- 
luxe and Custom units, 

Classic V-8 sedans and wagons 
increased $10 and $20, respectively. 


* * * 


Gouna reduced the price 
of every Lark model] for ’61, 
with the cuts ranging from $41 to 
$76. The price leader is the Deluxe 


Six two-door sedan at $1,935. It was | 


$1,976 last year. 

Studebaker also cut its suggested 
dealer-prep fees for ’61, The new 
schedule is $24 on sixes and $30 on 
V-8s. Last year’s charges were $26 


and $36 on V-8s. 

The new Lark Cruiser V-8 four- 
door sedan carries a $2,458 stick- 
er, and the Hawk sport coupe is 
$2,650, unchanged from ’60. 

DeSoto’s two ’61 models are a 


Model Changes 
Cut Tire Output 


NEW YORK. — Manufacturers’ 
shipments of car tires during Aug- 
| ust amounted to 7,824,458 units, a 
decrease of 12.24 percent below the 
8,915,365 tires shipped during July, 
| according to the Rubber Manufac- 
turers Assn. The drop in shipments 
was attributed to auto manufactur- 
ers “model changes.” 








to Selling 


prosperity will have to be created 
by salesmen who succeed in ex- 
panding the consumer market as 
technology increases production. 
They will have to assume much of 
the responsibility of maintaining 
America’s high standards of living.” 

The speaker said it is obvious 
that “a large and growing popu- 
lation does not mean prosperity 
unless it is accompanied by a 
sound and expanding economy. 
However, economic studies of the 
future present a bright outlook, 
particularly for the automobile 
industry.” 


A probable realignment of the 
automobile market in favor of com- 
pact cars was foreseen by Skillman 
for the more immediate future. 

“Introduction of luxury compacts, 
like the new Studebaker Lark 
Cruiser, may change the market,” 
Skillman said, “with the present 
compacts remaining in the low- 
priced field, and the larger luxury 
compacts occupying largely what 
has been the medium and standard- 
size car fields.” 

He pointed out that during the 
past year compacts accounted for 
almost 30 percent of new-car 
sales, while, for the first time in 
modern auto history, the stand- 
ard-size cars accounted for less 
than half of all new-car sales. 

“Whether this realignment hap- 
pens or not,” Skillman continued, 
“we can be certain that the market 
for the Lark-size car will grow 
because it meets the majority of 
driving requirements of today and 
in the foreseeable future.” 


Production of compact cars, he 
observed, ig reopening auto export 
business, which reached an alltime 
low of 2 percent in 1959. By making 
a car suitable for the world mar- 
ket, exports increased 22 percent 
during the first half of 1960 as 
compared with 1959, he said. 


on Deluxe sixes, $30 on Regal sixes! 





four-door hardtop at $3,167 and a 
two-door hardtop at $3,102. The 
prices are the same as those of last 
year’s Fireflite units. 

An analysis of 188 comparable ’61 
and ’60 models discloses that the 
industry’s new prices average 0.34 
percent less than last year’s. 

The decline compares with an in- 
crease of three-tenths of one per- 
cent last fall and year-to-year 
boosts of 2.65 percent on the ’59 
models, 3.35 percent on the ’58s and 
7.17 percent on the ’57s. 


"6ls vs. "60s... 


se 


Corvair Trucks 
Start at $2,079 


DETROIT.—Suggested retail 
prices of Corvair’s new commercial 
units are $2,079 for the Loadside 
pickup, $2,133 for the Rampside 
pickup and $2,289 for the Corvan 
panel delivery. The figures include 
federal tax and dealer prep. 

All three units are built on a 95- 
inch wheelbase. The Rampside 
pickup may be loaded from the side 
as well as from the rear. 


High, Low and Median 


Deluxe 2-dr, Sedan) 


$9,748 
(Cadillac 75 


Deluxe 2-dr. Sedan) 


$13,075 
(Cadillac 


Limousine) 


Average Price..................... 


$3,059 
$2,752 


(Ford 6-passenger 
Country Sedan) 
*—’'61 figures do not include two Thunderbirds and two Lincoln Continentals. 
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Studebaker Prices—'6! vs. '60 


(Including federal tax and suggested dealer-preparation charges.) 


Lark Deluxe Six 


4-dr. Wagon 


Lark Regal Six 
4-dr. Sedan 


Convertible 


4-dr. Wagon 
Lark Deluxe V-8 


Lark Regal V-8 
4-dr. Sedan 


Convertible 
Lark Cruiser V-8 

4-dr. Seda 
Hawk V-8 


*—New model; not offered in ’60. 


60 
$2,046 
1,976 
2,441 
2,366 


Difference 
—$41 
— 41 
71 
76 


2,196 
2,296 
2,621 
2,591 


2,181 
2,111 
2,576 
2,501 


2,331 
2,431 
2,756 





Rambler Prices—'60 vs. ‘61 


(Including federal tax and suggested dealer-preparation charges.) 


Deluxe 
4-dr. Sedan 
2-dr. Seda 
4-dr. 2-seat Wagon 
2-dr. 2-seat Wagon 
Super 
4-dr, 
2-dr, 
4-dr. 2-seat Wagon 
2-dr, 2-seat Wagon 
Custom 
4-dr, Sedan 
2-dr. Sedan 
4-dr, 2-seat Wagon 
2-dr, 2-seat Wagon 
Convertible 





Deluxe Six 

4-dr, Sedan 

4-dr, 2-seat Wagon 
Super Six 


4-dr. 2-seat Wagon 

5-dr. 3-seat Wagon 
Custom Six 

4-dr. Sedan 

4-dr. 2-seat Wagon 

5-dr, 3-seat Wagon 
Super V-8 

4-dr, Sedan 

4-dr. 2-seat Wagon 

5-dr. 3-seat Wagon 
Custom V-8 

4-dr. Sedan 

4-dr. 2-seat Wagon 

5-dr. 3-seat Wagon 


Super V-8 
4-dr, Sedan 
4-dr. 2-seat Wagon 


Custom V-8 

4-dr, Sedan 

4-dr. 2-seat Wagon 

5-dr, 3-seat Wagon 
*_New model; not offered in '60. 








"60 Difference 
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REPUBLIC METAL LUMBER 


provides custom-built racks 
for hard-to-store items... 


It is easy to design and build custom-tailored tire racks, 
display racks, storage racks, and hundreds of other framing 
assemblies, when you use Republic METAL LUMBER ®. 

Simply measure, cut, and assemble with Republic 
NYLOK® self-locking fasteners. Slotted angle pattern 
provides flexibility in design. Produced from cold rolled 
steel to assure uniformity of strength to gage ratio. Bond- 
erized for complete protection of all exposed surfaces. 

Available in two gages, two widths, in standard bundles 
of 10-foot and 12-foot lengths, fasteners included. Call 
your Republic representative, or write direct. 


REPUBLIC STEEL 


BERGER DIVISION 
1078 BELDEN AVENUE — CANTON 5, OHIO 


= Rustproof Aluminum 


END-CLIPS 


cannot spread °¢ positive grip * easy to attach 


DEALER PLATE HOLDERS 


@ Fits all bumpers. 
@H.D. tempered steel wire 









spemee 

@ Zinc plated. 

@ No wire ends to snap off. 
@ Adjustable aluminum hold- 


ers. 
IMMEDIATE —— oe oe oe ei 
DELIVERY SANDEE PRODUCTS CO. 


P.O. BOX 455 
DERBY, CONN. 
Please rush me 







PLATE HOLDERS 





ORDER NOW! 














CHECK/M.O. for $. enclosed. 
! Name 
Jobbers 
Agents Inquiries Adsirocs 
invited. City Zone State 
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Teamsters Cite 3 Dealer Line Groups... 


NLRB Probes Detroit Union Tiff 





By Frank Gawronski 
Staff Writer 


bees National Labor Relations 
Board is investigating charges 
of unfair labor practices filed by 
Teamsters Local 376 against three 
Detroit line associations, 
Local 376, one of two unions try- 
ing to organize some 
3,000 new-car sales- 
men in the Detroit 
area, has charged 
that the various 
“minimum stand- 
ards” the associations have offered 
their salesmen are efforts to defeat 
the union’s organizing drive. 

Targets of the Teamsters’ 
charges are the Metropolitan Ford 
Dealers, the Chevrolet Dealers 
Assn. of Detroit and the Greater 
| Detroit Chrysler Dealers Assn. 
| Edward Petroff, Local 376 busi- 

ness agent, said other dealer as- 
sociations also had resisted or- 
| ganization efforts, 
| Petroff said the charges against 
| the dealer associations included the 
| Claim that the dealers had cut their 
| salesmen’s hours, and added mini- 
| mum wage stipulations and various 
fringe benefits, such as paid vaca- 
tions, group insurance and demon- 
'strators to combat the union’s or- 
ganizational efforts. 

Thomas Roumell, regional NLRB 
director, said his office would de- 
‘cide if there was merit in the 
|union’s accusations. 

Harry Tennyson, president of the 
| Chevrolet association, said most of 
the provisions in the Chevrolet pro- 
gram have been in effect at most 
dealerships “for more than two 
years.” 

“The provision covering closing 
| hours,” Tennyson said, “went into 
| effect almost two months prior to 
|the date named in the Teamsters’ 
charge.” 

cg * * 

LTHOUGH the Buick Dealers 

Assn. has not been charged 
with unfair labor practices, Tom 
| Taylor, association president, said 
|his group put a “minimum stand- 
|} ards” program into operation for 
its salesmen and “we intend to live 
by it.” 

“As far as I am concerned,” 
Taylor said, “the program is 100 
percent effective.” 

Harry Newman, president of the 
Metropolitan Lincoln-Mercury 
Dealers Assn., said he didn’t think 
his group’s program for salesmen 
constituted an unfair labor prac- 
tice. 

“We have been trying to set up 
a program for salesmen for years,” 
Newman said. “We didn’t do it with 
intention of keeping the union out.” 

The MLMDA’s program, which 
went into effect Oct. 1, is consider- 
ed the most liberal program an- 
nounced by the various line associ- 
ations. 

In addition to paid vacations, a 
shorter work week, monthly draws, 
demonstrators and group insur- 
ance, the program also regulates 
house deals. 

+ + * 

EANWHILE, Rene Delorme, 

representative for the Sales- 
men’s Guild of America, the second 
union trying to organize Detroit- 
area salesmen, said the Teamsters’ 
decision to file unfair labor prac- 
tices charges was “ill advised.” 

“Salesmen have informed us 


Two Reelected 
NADA Directors 


WASHINGTON.—George F. Zeis- 
mer (Ford), Mankato, Minn. and 
Walter M. Duncan (Dodge-Plym- 
outh), Beckley, W. Va., have been 
reelected to represent their states 
on the board of directors of the 
National Automobile Dealers Assn. 

A past president of NADA, 
Ziesmer currently is a member of 
the advertising ethics and invest- 
ment committees and a regional 
vice-president. He also is a member 
of the executive group life insur- 
ance — administrative committee 
and the NADA retirement plan— 
board of trustees. 

Duncan has been president, treas- 
urer and director of his state dealer 
association and has served as presi- 
dent of the Raleigh County Auto- 
mobile Dealers Assn. He igs on 
NADA’s guide committee. 








that many dealers have refused 

to go along with the ‘minimum 

standards’ program and others 
have withdrawn it because of the 
Teamsters’ action,” Delorme said. 

“I don’t think it was a good 
idea,” Delorme added. “The proper 
thing would have been to go along 
with it for a while and give the 
salesmen a chance to make a few 
bucks for a change.” 

The guild’s campaign to organize 
Detroit-area salesmen suffered a 
setback when salesmen voted 
against representation by the guild 
in three of four elections conducted 
by the NLRB. 

The guild’s lone victory came 
when salesmen at Haskins Chevro- 
let, Inc., Clarkston, Mich., voted 3- 
to-1 for the union. 

* * * 
SS voted against the 
guild at Jack W. Haupt Pontiac 
Sales & Service, Clarkston, 2-to-0; 
Bodo Motor Sales, Inc. (Rambler), 
Detroit, 2-to-1, and John J. Smith 
Dodge, Inc., Pontiac, 4-to-1. 

In Denver, shop personnel at 
Italian Motor Co. (Fiat) voted 
against joint representation by 
Teamsters Local 775 and Machin- 
ists District 86. 

In Erie, Pa., mechanics and other 
garage employes at Dailey’s Chev- 
rolet, Inc., voted 45-to-17 against 


representation by Machinists Dis- 
trict 116 in another NLRB election. 

In Ottumwa, Ia., service and 
maintenance employes at Vaughn 
Chevrolet voted 11-to-9 in favor of 
representation by Teamsters Local 


147, 
ee 76 


$80 Million Paid 


Under GM Pensions 

DETROIT.—The General Motors 
Corp. pension fund has paid $80 
million in benefits to nearly 33,000 
hourly rated workers who have re- 
tired since the pension program was 
established in 1950, a GM report 
showed last week. 

The fund is financed entirely by 
company contributions. GM said 
more than 350,000 hourly rated em- 
ployes are currently building re- 
tirement benefits. 

Of the 33,000 workers who retired 
since 1950, 25,000 are still living and 
receiving benefits. 

Amount of the pension depends 
on an employe’s term of service. An 
employe retiring this year after 30 
years’ service would receive about 
$72 a month. Including Social Se- 
curity benefits, at the age of 65 he 
would receive a monthly income of 
$191. 

GM’s 120,000 salaried employes 
also are covered by a pension plan, 
which dates back to 1940. 


Obituaries 


John R. Butler 
LOUISVILLE.—John R. Butler, 81, for- 
mer Ford dealer in Shelbyville and Paris, 
Tenn., and in Indiana, died Sept. 21. 
* * * 


Frank Law Webb 
HOUSTON.—Frank Law Webb, 69, own- 
er of Frank L. Webb Co., an auto finance 
company, died Sept, 21, He formerly op- 
erated Frank L. Webb Oldsmobile Co. 
= * * 


Virgil W. Fordyce 
CAMBRIDGE, O. — Virgil W. Fordyce, 
73, a former Nash dealer here, died of a 
heart attack Sept, 28. 
* * * 


Herbert E. Fudge 
NASHVILLE, Tenn.—Herbert E. Fudge, 
47, a used-car dealer for the past four 
years, died Sept. 28 in General Hospital 
here after a cerebral hemorrhage. 
- * * 


John Wesley Anderson 

ROCK HILL, 8. C.—John Wesley Ander- 
son, 72, widely known in automotive cir- 
cles, died Oct. 1 in York County Hospital. 
Mr, Anderson and his father established 
Anderson Motor Co., which manufactured 
automobiles in Rock Hill for more than a 
quarter of a century. It was the only firm 
that made automobiles in the South for 
any length of time. 

* * * 


R, E. Guilmette 
LEWISTON, Me.— Raymond E. Guil- 
mette, 56, proprietor of Guilmette’s Motors, 
died at St. Mary’s General Hospital, 
Sept, 27. 
* + * 


Edmund Thompson Sr. 
BALTIMORE.—Edmund Thompson sr., 
partner with his two sons in Thompson 
Motors (Mercury-C omet-English Ford), 
died here Sept. 23 of pneumonia. 
* * * 


J. A. Ragsdale 
EAST POINT, Ga.—J. A. Ragsdale, 65, 
who was engaged in the automobile busi- 
ness here for many years, died Sept. 22 at 
a private hospital, He operated the Rags- 
dale Motor Co. here from 1923 to 1950, and 
for the past several years had been active 
in the auto financing and insurance busi- 
ness. He was a former East Point mayor, 
a eo a 
Clarence J. Born 


MILWAUKEE, — Funeral services. for 
Clarence J. Born, 53, former auto dealer 


here and in Sheboygan and Sheboygan 
Falls, Wis., were held here Sept, 26, He 
purchased a Hudson dealership here in 


1952 and later served as a salesman at 
Tom Zweifel, Inc, (Ford). 
* * * 


Ralph Briggs 
ATHENS, Tex.—Ralph Briggs, 72, died 
at his home here Sept. 23 after a long ill- 
ness. He was the first distributor for GMC 
trucks in Texas and was later interested in 
the oil, cattle and real estate businesses. 


*” * * 


Howard W. Miller 
DURHAM, N, C.—Howard W. Miller, 60, 
president of Miller Truck Sales & Service 
(GMC), died Sept, 26. 
* * * 


Cc, T. Dolan 
JONESBORO, Ark.—C. T,. Dolan, 64, 
owner of the Buick dealership here, died 
Oct. 5 at his home, He formerly operated 
a dealership in Okmulgee, Okla., but re- 
turned to Jonesboro in 1952. 
* * * 


R. E. Winegarden Sr. 
BUFFALO.—Robert E, Winegarden sr., 
65, special representative and sales man- 
ager for Nielson Oldsmobile, Inc, before 
his retirement this fall, died Oct, 7, He 


worked for the old Pierce Arrow Motor Car 
Co. before joining H, 8S. Nielson Chevrolet 
Sales in 1925. 

‘ * 


* * 

Arthur J. Weber 
MATHEWS, N. C.—Arthur J. Weber, 54, 
district sales manager of the Weaver Mfg. 
Division, Dura Corp., died Sept. 20. He 
covered North and South Carolina and 
parts of Virginia. 

* * * 

Anton H. Kostuck 
MILWAUKEE.—Anton H, Kostuck, 62, 
a Nash and Rambler salesman here for 
about 40 years, died of a heart attack 


Sept. 26 while at work at Hartung Motor 
Co., Inc. 
* + * 
Robert J. Dill Sr. 


JACKSONVILLE, Fla.—Robert J, Dill, 
53, a former Jacksonville auto dealer, died 
Sept. 26. 

7 . +. 
Louis C, Krieser 

JACKSON, Mich.—Louis C, Krieser, 64, 
vice-president special products of the Kent- 
Moore Organization, Inc., died here Oct, 4. 
Mr. Krieser joined Kent-Moore in 1949 and 
served in various factory capacities, includ- 
ing vice-president of manufacturing, 

* * * 


Pat Natalie 
MIAMI.—Pat Natalie, 64, used-car deal- 
er here, died Oct, 2, 
+ * * 


Michael J. Bilgere 
ST. LOUIS. — Michael J, Bilgere, 45, 
president of Bilgere Motor Co. (Chevrolet), 
which went out of business last September, 
died Oct. 5. He became president of the 
Chevrolet dealership in 1955 after the death 
of his father, who established the business. 
* * + 


Andrew Guy Wootton 
AMELIA, Va.—Andrew Guy Wootton, 
70, former president of Wootton Chevrolet 
Sales here, died Oct, 7, 
* co * 


Lawrence Irwin Tucker 

HUMBOLDT, Tenn.—Lawrence Irwin 
Tucker, 62, a former Buick dealer here 
and Buick field man in Memphis for 26 
years, died Oct, 8. He came here 13 years 
ago and was a Buick dealer until four 
years ago, when he went into the business 
of raising fishing worms. 

* * * 


C. T, Doan 
JONESBORO, Ark.—C, T. Doan, 64, who 
operated C. T, Doan Buick Co, here, died 
Oct, 6, 
* * * 
Arnold G. Schilberg 
MILWAUKEE.—Arnold G. Schilberg, 54, 
automotive design consultant for A, QO. 
Smith Corp., died of a heart attack Oct. 5. 





Inflates to 20-30 feet. Use vacuum cleaner 
or gas — fun at football rallies, all ath- 
letic events, parties. Visible for miles as 
adv. for car dealers, gas stations, new 
store openings, Cost U.S. Gov. $20, Gen- 
uine neoprene. While they last $2. plus 
50¢ post. and handling. 5 for $10. post- 
paid. Send check or M.O. to: 


PRESTON’S, 102 Main St., Greenport, N.Y. 
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Nearly 150,000 Cars Roll... 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 

















Week Week Jan. 1 Jan. 1 
Same Ended Output, To To 
Oct..15, Week,  Oct.8, October, Oct.17, Oct. 15, 
1960 1969* 1960 ToDate 1959* 1960 
AMERICAN MOTORS 
Rambler .................:..0... 10,415 7,957 10,721 20,684 307,858 378,542 
CHECKER MOTORS .. 150 181 152 305 3,317 5,809 
CHRYSLER CORP. .... 18,600 16,918 16,509 35,107 574,817 856,449 
Chrysler Division ...... 2,300 2,630 1,911 4,211 72,009 81,076 
0 EA 2,047 1,426 3,126 §=- 55,532 68,423 
Imperial ..................... 583 485 1,085 16,477 12,653 
Dodge Division 5,930 7,368 15,766 133,270 350,093 
Dart-Polara 5,930 4,718 10,116 133,270 318,299 
BMG avi cssiscisiesccscticncs BROD  cvcccsssn 2,650 65,650 .......... 31,794 
P-D-V Division 8,358 7,230 15,130 369,538 
SED cde lelinciactceditisinse 680 190 36,204 17,903 
Plymouth. .................. 6,762 4,539 9,539 332,306 204,828 
SUID 5 ieernsch Ratiorwesecs 916 2,501 5,201 1,028 202,549 
FORD MOTOR** .......... 48,170 41,173 48,696 101,937 1,372,459 1,483,866 
Ford Division. .............. 36,443 36,686 76,458 1,200,322 1,190,426 
BE tipllecsscpovcdisinectens 10,180 3,959 10,455 21,993 20,730 408,042 
Ford (Std.) .............. 24,985 31,111 25,772 53,251 1,120,795 712,261 
Thunderbird. ............ 155 1,373 459 1,214 58,797 70,123 
L-M Division .............. 12,250 4,382 12,010 25,479 142,872 293,440 
RR! ilidivstividbcveessensts ae Tee Fee = ol iicwtan 155,793 
EE. phivensinvciatevdsonss 200 685 131 331 21,500 13,525 
NOE veccihscesescsstesss 4,800 3,697 4,694 9,877 121,372 124,122 
GENERAL MOTORS .. 69,382 64,128 62,354 132,895 2,252,587 2,447,635 
Buick Division ............ 9,012 6,309 7,574 17,240 194,424 216,396 
Buick (Std.) ............ 6,772 6,309 5,358 14,400 194,424 204,644 
TEE, Sevencde cieedesptiees Se” scrnahass 2,216 ees 11,752 
CATE icalasitGticsdaant 3 3,381 3,077 6,577 120,600 122,339 
Chevrolet Division .... 36,200 37,026 32,625 69,046 1,273,336 1,460,681 
SOUR. | cicenstaiaAicibins 5,400 4,840 5,056 10,162 39,876 192,000 
Chevrolet (Std.) .... 30,800 32,186 27,569 58,884 1,233,460 1,268,681 
Oldsmobile Div. .......... 10,520 8,543 10,300 21,118 320,856 301,613 
BP PUED . ccisaaddehcabsaeraparrees SET ~~» sdavexsies 2,587 | GRR Sco 12,733 
Oldsmobile (Std.) .. 7,970 8,543 7,713 15,981 320,856 288,880 
Pontiac Division ........ 10,150 8,869 8,778 18,914 343,371 346,606 
Pontiac (Std.) ........ 8,850 8,869 8,255 17,091 343,371 344,783 
TINE ca cicscerseseteinrsc Bee. -& astenees 523 Be <) “ccece 1,823 
S-P CORP. 
Studebaker .................. 2,605 3,254 2,552 5,157 122,520 86,372 
Total Cars, U. S.** ....149,322 133,611 140,984 296,085 4,633,558 5,258,673 
*Revised. 


**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U, 8. PRODUCTION ONLY) 




















Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Oct. 15, Week, Oct.8, October, Oct. 17, Oct. 15, 
1960 1959* 1960* ToDate 1959* 1960 
6,675 7,926 17,321 291,363 318,185 
92 15 30 4,698 2,219 
88 54 134 2,615 2,890 
1,729 1,296 2,696 62,687 58,050 
8,163 2,267 4,756 275,178 273,934 
1,221 1,578 3,168 68,389 86,654 
2,901 1,966 4,181 117,506 101,828 
359 17 352 14,123 =: 112,002 
108 147 307. s-:110,430 = 10,518 
IT 398 214 453 15,981 13,115 
WME isc, abciotaciazesicsinns 1,780 2,141 2,088 3,868 93,709 104,238 
MISCELLANEOUS ....... 90 90 90 180 3,620 3,711 
Total Trucks, U. S....... 19,146 23,965 17,718 37,446 960,299 987,344 
Total Cars, 
Trucks, U. S. ............ 168,468 157,576 158,702 333,531 5,593,857 6,246,017 
Total Cars, Trucks, 
I i ariottccuies 5,995 5,320 6,246 12,241 308,784 311,862 





Grand Total, 
Cars and Trucks, 


U. S. and Canada....174,463 162,896 164,948 345,772 5,902,641 6,557,879 


*Revised. 


$1.4 Billion Destruction... 


°'59 Fire Loss Sets Record 





BOSTON.—Fire left a $1.4 billion 
trail of destruction across the na- 
tion last year, the National Fire 
Protection Assn. reports. 

With the 11,300 deaths by fire 
reported earlier by the interna- 
tional fire safety organization, the 
overall 1959 fire record added up 
to the worst in history, the NFPA 
said, 

Compared with the previous year, 





D. C. Dealers Alerted 


To Parts-Theft Racket 


WASHINGTON.—The Automo- 
tive Trade Assn. National Capital 
Area has warned its members to 
be on the alert against a parts- 
theft racket reported by one 
dealer. 

Two men, one a helper, came to 
the dealer’s parts counter and 
placed an order. The “helper” car- 
ried the parts to a car parked 
outside. When the bill was pre- 
sented to the other man, he said 
he wanted to check the car to 
see that all the parts were there. 
He left and did not return. 





the value of property destroyed in- 
creased by $160 million. 

While approximately $106.5 mil- 
lion of this increase was due to a 
United States Forest Service change 
in the method of calculating forest 
fire losses, the cost of all other de- 
struction—in buildings, aircraft and 
motor vehicles—reached a new high. 

The number of fires jumped by 
more than 120,000 to a total of 
almost 2,115,000. This figure has 
been exceeded only in 1950, when 
approximately 2,400,000 fires were 
reported in the NFPA’s annual esti- 
mates of fires and fire losses. 

The 1959 dollar loss in buildings 
of all types—from churches and 
schools to industrial plants and 
commercial buildings—reached a 
total of more than $1,083 million 
in 883,300 fires. This was an in- 
crease of about 16,000 in number 
and nearly $27 million in cost. 

Fire cost industry close to $184 
million last year, up about $1.3 mil- 
lion from 1958. Losses in stores and 
other mercantile buildings rose 
about $6 million to a total of more 
than $101 million. 





Another New Peak 
For Compact Output 


(Continued from Page 1) 


A week earlier Corvair turned out 
5,056 units. 
* * * 


A BREAKDOWN of output by the 
Buick-Oldsmobile-Pontiac group 
showed Buick Special with 2,240 as- 
semblies last week, compared with 
2,216 units turned out a week ear- 
lier; Oldsmobile F-85 off slightly 
from 2,587 to 2,550 units, and Pon- 
tiac Tempest up from 523 to 1,300. 

Chrysler Corp.'s Lancer and 

Valiant accounted for 5,700 as- 
semblies last week—Lancer turn- 

ing out 3,000 cars and Valiant 
producing 2,700 units. A week 
earlier Lancer built 2,650 and 

Valiant, 2,501. 

Studebaker’s Lark output 
amounted to 2,605 units last week, 
compared with 2,552 assemblies a 
week earlier. 

Compact-car output through last 
Saturday totalled 1,274,379 units, 
compared with 485,305 units produc- 
ed through Oct. 17 a year ago. 

* * ed 

MONG the standard makes, 

Chevrolet increased its output 
from 27,569 assemblies a week ear- 
lier to an estimated 30,800 units, 
marking the highest Chevrolet 
standard-car production has risen 
since the week ended Aug. 6. 

Standard Ford declined from 
25,772 to 24,985 assemblies despite 
the fact that it worked eight 
plants Saturday. 

Third largest producers last week 
was the standard Pontiac, which 
upped its output from 8,255 to 8,850 
assemblies. The standard Oldsmo- 
bile was close behind with 7,970 as- 
semblies last week, compared with 
7,713 units built the previous week. 

Among the other makes, standard 


Smaller Hillman 
Two Years Away 
From U. S. Market 


(Continued from Page 6) 


market for Rootes products and au- 
tomotive products in general is on 
the increase. 

“While the market in the U. S. 
was suffering a decline this year,” 
he explained, “our exports to 
other parts of the world were up 
13 percent.” 

As an indication of the growth 
of the European market alone, 
Rootes noted that sales to the 
continent increased about 60 per- 
cent in the past year. 

“Although the so-called Outer 
Seven in Europe is a bigger mar- 
ket for us right now, there is no 
doubt that the Common Market 
potential is even bigger as an auto- 
motive market,” Rootes stated. 

To this end, he said he felt that 
the American entry into the com- 
pact field was well timed. As the 
standard of living in these areas 
increases, the demand for American 
vehicles is bound to rise along with 
the rest of the market, he said. 


Rootes stated emphatically, how- 
ever, that imports are here to stay. 

“Beyond the fact that there are 
certain groups of people who like 
our cars and will continue to buy 
them,” he said, “it is important 
that we maintain our markets in 
the U. S., in order to help main- 
tain the correct balance of trade 
between our two countries. 

“In the first eight months of 1960, 
for instance, we purchased about 
$300 million more in the U. S. than 
we sold here. Last year, our pur- 
chases and sales were about even. 

“Of this total, automotive pur- 
chases are the highest contributor. 
So you can see it is important to us, 
and to the U. S., that we maintain 
our ability to sell automobiles in 
this market.” 

Rootes made two predictions 
about the near-term future: The 
compact and smaller car will con- 
tinue to take an increasingly large 
share of the total automotive mar- 
ket in this country, and although 
1961 will start as a slow year, as 
the year moveg on there will be a 
definite improvement in business. 





































Buick was up from 5,358 to 6,772 
assemblies; Dart-Polara rose from 
4,718 to 5,400 units; Plymouth 
climbed from 4,439 to 5,000 cars; 
Mercury rose from 4,694 to 4,800; 
Cadillac was up from 3,077 to 3,500; 
Chrysler rose from 1,426 to 1,700 
units; Thunderbird rose from 459 to 
755; Imperial from 485 to 600; Lin- 
coln from 131 to 200; DeSoto from 
190 to 200, and Checker was off 
from 153 to 150 units. 


* * * 


HEVROLET also was the lead- 
ing truck producer last week, 
turning out 9,100 units for nearly 
half of the entire output by the 
commercial-car makers, A week 
earlier Chevrolet turned out 7,926. 
The 19,146 trucks turned out 
last week, compared with the 
17,718 commercial vehicles pro- 
duced a week earlier, but was 
well under the 23,965 units rolled 
from U. S. assembly lines during 
the week ended Oct. 17 last year. 
Output in Canada last week to- 
talled 5,995 cars and trucks, com- 
pared with 6,246 cars and trucks 
produced a week earlier. It also 
compared with the 5,320 vehicles 


turned out during the week ended 
Oct. 17 last year. 

A breakdown of Canadian opera- 
tions showed the makers turning 
out 5,230 cars and 765 trucks last 
week, compared with 5,183 cars and 
1,063 trucks a week earlier. Ford’s 
truck lines were down for change- 


overs last week. 
e o e 


Production Notes 


A 54,000-square-foot addition to 
Ford Motor Co.’s Oakville (Ont.) 
assembly plant is being completed 
as part of the program for the as- 
sembly of the compact Comet in 
Canada. Increased space also has 
been provided improved facilities 
for inspection and quality control, 
according to J. K. Ronson, assem- 
bly plant manager . . . Ford is pro- 
ducing major parts for the Comet 
at its Windsor (Ont.) plant ... The 
General Service Administration is 
being authorized to sell the govern- 
ment-owned plant at Tonawanda, 
N. Y., to Chevrolet. Chevrolet plans 
to use the building for manufac- 
turing small parts ... Plant addi- 
tions totalling almost one-third of 
existing floor space has been an- 
nounced for Chevrolet’s frame and 
stamping plant in Flint, The one- 
story addition will be used for ad- 
ditional stamping operations for 
chassis parts . . . The Chevrolet 
plant at St. Louis has been remod- 
eled over a three-year period to 
take care of expanded production, 
including Corvair trucks and sports 
wagons. The new construction has 
increased the plant’s size by one- 
third, officials said. 


Volvo Chief Reaffirms 
Faith in Distributorships 


By William Carroll 
West Coast Editor 

LOS ANGELES.—Gunnar Engel- 
lau, managing director of Aktie- 
bolaget Volvo, commenting last 
week on Renault and Standard- 
Triumph purchases of large distri- 
butors, told AuTomotive News dur- 
ing an exclusive interview, “We 
have a distributor operation of our 
own and know what it takes (for 
factory distribution). Volvo believes 
that imported cars are best sold in 
the United States by Americans.” 

Eugene Klein, president of Auto 
Imports (Volvo’s largest distribu- 
tor), said during the same inter- 
view, “A good factory will spend its 
time building a good product and 
leave selling to specialist merchan- 
disers of the nation in which the 
product is sold.” 

Engellau also said that because 

Volvo is a small company, as 

compared to U, 8S, auto makers, 

Volvo prefers to concentrate on 
development and production. 

Klein and Engellau expressed 
satisfaction with their manufactur- 
er-distributor relationship. Klein's 
contract with Volvo does not ex- 
pire until December, 1961, 

However, a new five-year con- 
tract is to be prepared within the 
next three months for Volvo and 
Klein signatures. 

Klein distributes Volvo cars and 
station wagons in the 11 Western 
states, Hawaii and Alaska. In 1958 
Auto Imports delivered nearly half 
the Volvos sold in the U. S. By 
1960 this ratio was approximately 
one car of every three. 

“We plan making no changes in 
our U, S. distribution,” said Engel- 
lau. “Our factory branch (Volvo 
Distributing, Inc., New Jersey) had 
118 dealers in January. Now they 
service 185, The independent Hous- 
ton distributor (Swedish Motor Im- 
ports, Inc.) kept the 60 dealers 
serviced in January. Auto Imports 
(Klein) now has 154 dealers. We 
expect to increase this 399-point 
dealer group to 450 by spring of 
1961, 


“We have seen a certain set- 
back of all imports, from pres- 
sure of the compacts, But we 
don’t think its too bad. We now 
view the next year with greater 
optimism than just a few months 
ago.” 

Volvo ig expanding production 
with a $12 million engine factory 
now in production, A $35 million 
assembly plant is scheduled for op- 
eration in 1961-62, Production 
schedules are said to be aimed at 
150,000 units annually by late 1962. 
Production is now about 95,000 








































units a year, Volvo’s P1800 sports 
coupe is due in the U. S. by early 
1961. 

It is reported that Volvo has a 
new station wagon almost ready 
for announcement, and will have a 
complete new line of cars by the 
end of 1961. Nationally, Volvo sales 
are estimated to reach some 14,000 
units for 1960, which is under En- 
gellau’s April, 1960, target of 22,000 
units. 


Triumph Buys 
Distributorships 
In Calif., Dixie 


(Continued from Page 6) 


chased this distributorship be- 
cause the owner did not want to 
split his time between a retail 
and wholesale operation.” 

Southeast Triumph was owned by 
Wendell Jarrard, who retained two 
import car dealerships. About $1.5 
million was involved in the deal. 
The new factory distributorship, to 
be known as Standard Triumph 
Motor Co., Inc., Southeastern zone, 
will be headed by Robert Casey as 
zone manager. J. Head will be zone 
service manager. The distributor- 
ship services some 80 dealers in 
Alabama, Mississippi, Tennessee, 
Georgia and South Carolina, Head- 
quarters for the Southeastern zone 
will move to Jacksonville, Fla. 
within a few months, A consider- 
able increase in staff and facilities 
is planned. ; 

In concluding his interview with 
Automotive News, Bethell said, “We 
are not at this time considering the 
purchase of other distributors, We 
prefer to do business through inde- 
pendent distributors, In these two 
cases it was important to maintain 
a continuity of dealer relations, so 
we bought.” 


Kaufman Picked to Head 
Wisconsin Independents 


MILWAUKEE.—Paul J, Kauf- 
man, P. J. Kaufman Co., Inc., im- 
ported-car dealer and distributor, 
has been elected president of the 
Badger State (independent) Auto- 
mobile Dealers Assn. 

Other officers are Gilbert Hin- 
ners, Hinnerg Motor Sales, vice- 
president; Hyman Hirschman, 
Mitchell Street Motor Sales, secre- 
tary, and Chester Shevey, Shevey 
Motors, treasurer. 
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Heavy Intro Sales 
Noted by Makers 


Glowing Reports Made 
By Olds, Ford, Dodge 


DETROIT.—Heavy announce- 
ment-day sales have been reported 
by several auto makers, 

During the three-day Oldsmo- 
bile introduction, showroom 
crowds were almost double those 
of last year, according to Em- 
mett P. Feely, general sales man- 
ager. 

He said reports from 28 zone 
cities indicated that orders written 
by dealers on these three days ex- 
ceeded last year’s total by 54 per- 
cent. 

He said the new F-85 compact 
sedans and station wagons are 
proving very popular. 

“Early reports show that most 
F-85 buyers had previously driven 
low-price or compact cars,” Feely 
added. 

M. S, McLaughlin, Ford Division 
general sales manager, said dealers 
reported “unprecedented” introduc- 
tion sales and “amazing” response 
to Ford’s new 12-month-12,000-mile 
warranty and to the 30,000-mile lu- 
brication interval for ’61 models. 


James O. Wright, division gen- 
eral manager, said the Falcon 
completed its first full year on the 
market with total deliveries of 
425,000 units—a first-year sales 
record unparalleled by any other 
make in history. 

Dodge dealers sold nearly 3% 
times as many cars in the first 10 
days of October as they did in the 
same period a year ago, General 
Manager M. C. Patterson announc- 
ed. Patterson said 11,029 cars were 
sold from Oct. 1-10, compared with 
3,319 in the same period of 1959. 


Chevrolet car sales in September 
were 34 percent ahead of the same 
month in 1959, and the nine-month 
total was up 13.4 percent over the 
same period a year ago, said E. N. 
Cole, general manager. 

Dealers delivered oe = 
in September, compare 
84,465 last year, he said. The nine- 
month figure was 1,812,800, as 
against 1,157,484 last year, Cole 
added. 


S. A, Skillman, Studebaker-Pack- 
ard general sales manager, said re- 
tail sales in September were 13.9 
percent above September, 1959. 
Dealers delivered 7,422 this year 
and 6,517 a year ago, he added, 


Cooke Pleads 
Guilty, Faces 
4-Year Term 


LOUISVILLE. — Thurston Cooke, 
whose Louisville automotive empire 
collapsed in May, has agreed to a 
sentence of four years in prison 
after pleading guilty to five charges 
of fraud. 

Four of Cooke’s associates faced 
similar charges which grew out of 
the discovery of dozens of forged 
auto liens and leases, Three of them 
drew lesser sentences and the 
fourth, a woman clerk, wags put on 
probation. 

Under terms of Kentucky law, 
defendants are informed of their 
prospective sentences after they 
plead guilty but are not actually 
sentenced. Cooke and his associates 
will appear Dec, 1 for sentencing. 
At that time, they may ask for 
probation or lighter sentences. 

A host of Cooke companies, in- 
cluding Thurston Cooke Ford and 
Thurston Cooke Mercury, closed 
May 21 and were assigned for li- 
quidation, More than four months 
later, there was no report from 
auditors on what Cooke owes and 
how much he is worth. 

The wreckage of collapsed, inter- 
related companies is still being 
pulled apart with each report on 
the situation contradicting the pre- 
ceding report. The picture is not 
cleared up by the fact that the 
Cooke case has spawned countless 
civil suits against Cooke and Cooke 
companies and among competing 
creditors. 

The discovery of the forged liens 
and leases in the early part of the 
probe led to the arrest of Cooke 
and his associates. They, at first, 
pleaded innocent but changed their 
pleas. 





HELP WANTED 

SERVICE MANAGER—Suburban Chicago 
Chrysler Corporation dealer requires 
management skilled man to supervise 
busy service department, Salary plus 
bonus in five figures amount, Send full 
resumé to Box 1879, c/o Automotive 
News, Detroit 7. . 

RARE OPPORTUNITY—New dealer in 
major Southwest city is Opening dealer- 
ship handling a medium price car along 
with the best accepted of the compacts. 
Market potential of 900-1,000 new units 
annually, The _ following department 
heads are needed: New car sales man- 
ager, used car sales manager, business 
manager, service manager, parts man- 
ager. Please furnish complete resumé 
with photograph or snapshot, Box 1897, 
c/o Automotive News, Detrcit 7. 


TO CHEVROLET PARTS MANAGERS— 
If you are presently employed in a 
smaller dealership and would like to 
become associated with a top-flight or- 
ganization, write telling us about your- 
self. We are one of the largest Chevrolet 
dealerships in Chicago, We need experi- 
enced parts counter men who are capable 
of assuming responsibility and can take 
charge of counter sales. Our men receive 
top salary plus bonus on sales—along 
with the usual benefits, An excellent 
inventory is available at all times, This 
is a good opportunity for anyone who is 
sincerely interested in bettering himself. 
Write immediately, Box 1899, c/o Auto- 
motive News, Detroit 7. 


AMERICAN 
SALES MANAGER 
WANTED 


| want the best salesman—sales manager 
in America. Must be completely capable 
of helping our exclusive dealers set up 
and train a hard-hitting retail sales force 
to merchandise a specialty automotive 
product which is revolutionary in its field 
and has excellent acceptance in all areas. 
Must be strong in closing sales and able 
to prove it. Lots of travelling—home week 
ends—age no barrier. 


Salary $12,000 plus expenses, plus unusu- 
ally lucrative commission arrangement on 
all sales in the U. S. Please do not reply 
unless you are capable of and prepared 
to work to make $50,000 per year and 
up. Forward complete, concise resume with 
references, etc. to Box 1889, c/o Automo- 
tive News, Detroit 7. 











DO YOU QUALIFY FOR THIS $15,000 (OR 
ou 








General Sales Manager 
fer aggressive Ford dealership 
located in major East Coast city. 


sales through those departmental managers. 
This is an excellent opportunity for 
qualified man to become a part of the firm 
and make this dealership his career. Send 
complete resume of your experience and 
qualifications including a recent photograph 
to Box 1901, c/o Automotive News, Detroit 7. 








AUTO SALESMAN 


For one of America's largest Chevrolet 
dealers, to call on fleet and truck accounts. 
Must be aggressive and have knowledge 
of truck selling. Salary plus commission. 
Wonderful opportunity for good earnings 
and advancement. Submit resume to: Mr. 
Joe Kopper, Advertising Trade Service, 
Inc., 303 5th Avenue, New York City. Ap- 
plicant must reside within New York City 
commuting area. 








SALES MANAGER 


Midwest GM Dealer 


Send name and address and we will furnish 
details. Box 1904, c/o Automotive News, 
Detroit 7. 






















HELP WANTED 
NRA SERN TRE 
SERVICE MANAGER 


Excellent opportunity with established metro- 
politan multiple outlet operation in California 
for ambitious, top-flight service manager. The 
man we need is not just a "nuts and boltser," 
but a qualified administrator who under- 
stands the business end of service, and who 
has the ability to make a profit while main- 
taining customer good will. 





If you have a background of proven accom- 
plishment and are between thirty-five and 
forty-five years of age, send complete resume 
to Box 1905, c/o Automotive News, Detroit 7. 
All replies will be held in strict confidence. 





GENERAL MANAGER, fully qualified to 
manage large dealership on a profit shar- 
ing basis. Will also consider operating 
on a buy-in basis. Box 1868, c/o Auto- 
motive News, Detroit 7. 


QUALIFIED GENERAL MANAGER—sales 
manager, 15 years’ successful manage- 
ment experience with major lines, Prefer 
Western states, Box 1869, c/o Automo- 
tive News, Detroit 7. 


GENERAL MANAGER or sales manager— 
Successful operator with proven record. 
‘“‘Big Three’’ experience, Best references. 
Desire permanent connection, Box 1870, 
c/o Automotive News, Detroit 7. 


SERVICE MANAGER, 16 years’ experience 
Cadillac—Olds—Ford. Available for good 
dealer on mutual approval. Box 1890, 
c/o Automotive News, Detroit 7. 


EXPERIENCED SERVICE MANAGER de- 
sires position with reliable dealer. E. C. 
Woodford, 44 Bidwell Parkway, Buffalo 
22, N. ¥ 

SERVICE MANAGER: Unlimited experi- 
ence, master mechanical background. 
Florida East Coast GM now, handle any 
franchise, Years’ volume executive man- 
agement, top owner, personnel, factory 
relations, institutional, service meetings 
and training, Volume, potential volume 
and aggressive—can develop profitable, 
satisfactory service, Location open, Sal- 
ary, percentage. I.Q in this phase of au- 
tomotive far above average. Box 1891, 
c/o Automotive News, Detroit 7. 


GENERAL MANAGER — SALES MAN- 
AGER—Both GM and Ford experience, 
trained in chain operations, Would like 
complete charge of small operation. Box 
1902, c/o Automotive News, Detroit 7. 


NEED RESPONSIBILITY RELIEF? Man- 
agement trained by thirteen years’ expe- 
rience in accounting, sales and parts. 
Qualified to look after your business, 31 
years old, married, desiring advancement 
and relocation, Worth checking—just the 
man you're looking for! Reply Box 1903, 
c/o Automotive News, Detroit 7. 





AUTOMOBILE AGENCY 
MANAGER 
Honest, dynamic, hard-hitting, aggressive, 
conscientious. 32, married, 12 years’ experi- 
ence. Top VU. S. Lincoln-Mercury salesman. 
Willing to relocate. 


Box 1896, c/o Automotive News, Detroit 7. 





DEALERSHIPS AVAILABLE 


ESTABLISHED AGENCY handling Mer- 
cedes-Benz and Studebaker in Rocky 
Mountain area. Completely equipped 
shop, body shop and service station, lo- 
cated on main highway, Excellent build- 
ing and used car lot for lease if wanted. 
Reasonably priced, Box 1874, c/o Auto- 
motive News, Detroit 7. 


DEALERSHIP HANDLING DODGE-DART 
in Northwestern Ohio, same dealership 
for 46 years, Buy parts and equipment, 
buy or lease building, Box 1882, c/o Au- 
tomotive News, Detroit 7. 

DEALERSHIP AVAILABLE, Central Flor- 
ida county seat city, handling one of 
the ‘‘Big Three.’’ Will keep used cars 
and accounts receivable. Write Box 1892, 
c/o Automotive News, Detroit 7. 

HIGHLY PROFITABLE DUAL HAN- 
DLING GM, Pontiac and Oldsmobile, 
central Florida, Excellent service depart- 
ment. Sold 180 new, 370 used in 1959. 
Units and profit ahead of '59. Will lease 
building, sell parts, fixtures, equipment. 
No used cars. Excellent trade area year 
round, Box 1893, c/o Automotive News, 
Detroit 7. 

DUAL HANDLING PONTIAC-B UTCK, 
ideally located in Michigan industrial 
city of 13,000. One of the finest GM 
duals in this area, Modern building, low 
rent, excellent service facilities and used 
car display. Will sacrifice, buy only 
parts, equipment and fixtures, Write Box 
1894, c/o Automotive News, Detroit 7. 



































































DEALERSHIPS AVAILABLE 


HANDLING OLDSMOBILE—100 car deal- 
ership available New York state. Selling 
31% medium price class, Box 1873, c/o 
Automotive News, Detroit 7. 


PHOENIX, ARIZONA—Foreign car deal- 
ership, established top lines, Excellent 
service absorption, good lease, centrally 
located, Approximately $10,000 will han- 
die, Box 1875, c/o Automotive News, 
Detroit 7. 


DEALERSHIP HANDLING Lincoln-M e r- 
cury-Comet in East, Good growing loca- 
tion. Right price. Factory approval need- 
ed. "ee 1859, c/o Automotive News, De- 
troit 7. 


AGENCY HANDLING VOLKSWAGEN lo- 
cated in Southern city of 40,000 and up 
population, doing good volume of busi- 
ness, owner desires to sell in order to 
acquire a larger location. This business 
averages 200 cars per year. If interested 
please reply to Box 1888, c/o Automotive 
News, Detroit 7. 


HANDLING CHEVROLET, Indiana, 30 
years in business, 131 new, 264 used 
1959. Small, close operation. $26,500, 
will pay out in less than two years. Box 
1887, c/o Automotive News, Detroit 7. 


AUTOMOBILE DEALERSHIP LOCATED 
in small Southern city, state of Louisi- 
ana. Desire to retire from business, will 
sell assets. Now merchandising one of 
top line of cars and trucks, Interested 
parties write: Frank Haynes, Clinton 
Motor Company, Clinton, Louisiana. 


SALE—DEALERSHIP—One of the ‘Big 
Three,’’ handling 150 new and used, 25 
miles from Pittsburgh, Pa, Trading area 
50,000, 40 minutes from downtown Pitts- 
burgh, 6,500 sq, ft. of building space— 
also used car lot, three car showroom, 
17 car stall, Building assets and business 
$50,000. Willing to negotiate Box 1900, 
c/o Automotive News, Detroit 7. 


WANT TO GO IN BUSINESS in the 
Golden Isles? We have location—4,500 
sq. ft. in modern building, 18,000 sq. ft. 
in lot with sheds and storage. Completely 
equipped for automotive sales and serv- 


ice. Will rent, lease or sell, Ocean 
Motors, 1215 Newcastle, Brunswick, 
Georgia. 






An Important Message for 
“CAPTIVE” DEALERS 


If you are now selling a ‘‘captive" import 
pA find that you are no longer getting 
the service the factory should give you, 
or the selection of models for most profit- 
able business, now is the time to add 


BORGWARD 


to your line. Fergus Imported Cars, Inc., 
gives Borgward dealers real service. Every 
requirement, every request is attended to 
quickly, efficiently. Moreover, we do not 
overload you with cars; you run your 
own business without factory or distributor 
pressure. Most important of all, when 
you sell a Borgward you're selling a good, 
salable, profitable car . . . and you have 
happy customers who become your best 
salesmen! 















Phone, write, wire 
Peter F. Dube, President 


Fergus Imported Cars, Inc. 


1717 Broadway (54th St.) New York 19 
Telephone: COlumbus 5-6494 























Agency Available 
HANDLING CHEVROLET 


Lovely New England town—i50 new cars. 
Parts, accessories and equipment $50,000. 
Lease available. Box 1853, c/o Automotive 
News, Detroit 7. 








DEALERSHIPS WANTED 





FLORIDA, Factory approved, Immediate 
cash, Confidential. Box 1898, c/o Auto- 
motive News, Detroit 7. 








$100.00 CASH REWARD for information 
resulting in recovery —1960 Chevrolet 
Bel Air 4-dr. hardtop, solid turquoise. 
Serial No. 016391152598, license No. CA 
8751 Utah, 1960. Driver known as Wilton 
B. (Bill) Roth. This man uses a Sin- 
clair Credit Card and has purchased gas 
and accessories in 31 states in past two 
months. PHONE COLLECT: R. N,. Pex- 
ton, DA 8-8501 or EL 5-1655, 637 East 
4th South, Salt Lake City, Utah. 


DEALER SERVICES 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 
Tools 


For /Sell Agreements, Annual Fiscal 
Geer, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 











MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 


Military Acceptance Corp. 
Dept. D, P. 0. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 











1961 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 196! 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide. Order your 
‘61 edition today for only $!0—three year 
subscription $18 (including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty. N, Y. ™ os 








Mister Dealer 
Need More Volume? 


WITH PROFIT. This is a complete selling 
program with prospecting, closing and fol- 
low-up of each customer sold. We do not 
show movies or play records; we get on 
the floor and train your people to sell. 
Box 1812, c/o Automotive News, Detroit 7. 








BUSINESS OPPORTUNITIES 


FOR SALE—Established garage and used 
car lot, Reasonable. Write Box 711, 
Hudson, New York. 


USED CAR LOT, Florida East Coast near 
Lauderdale, located Federal Highway 
No. 1. Lot 100’ by 150’ hardtop, front 
line cars under carport, lights and signs, 
office. Good lease at low rent. You are 
in business for only $7,500, Box 1895, 
c/o Automotive News, Detroit 7, 


~NEW LINES WANTED —_ 


WE DESIRE NEW PRODUCTS for our 
expanding distributorship calling on new 
car dealers, Sales force covers state of 
Michigan, 650 active accounts—growing 
steadily. Write to Box 1863, c/o Automo- 
tive News, Detroit 7. 


DISTRIBUTORS WANTED 





AUTOMOTIVE 
DISTRIBUTOR 
WANTED 


Nationally known manufacturer of funeral 
coaches and ambulances has excellent op- 
portunity for progressive, aggressive Distrib- 
utor with successful sales organization. Top 
uality vehicles are acknowledged leaders in 
their field. Market is permanent and profit- 
able for right sales team. Send complete de- 
tails of your organization to Box 1906, c/o 
Automotive News, Detroit 7. 





CARS FOR SALE 





IMPORTANT NOTICE 


pur any aut. jes 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 









VOLKSWAGENS 


We can deliver a continuous supply to 
quantity buyers at the lowest prices in the 
country. All excise taxes and duties paid. 
We will deliver to port of your designation. 


Write to: 
George J. Leiderman 
188 W. Randolph St. Chicago, Illinois 


ee re ee 





“= 








IP 
n- 





AUTOMOTIVE NEWS, OCTOBER 17, 1960 


CARS FOR SALE CARS FOR SALE 


VOLKSWAGENS 


All Models—All Types 
IMMEDIATE DELIVERY 
New York, Baltimore, Md. 


Write, phone, wire for our new low price 
list under continuous supply program. 


Buy with confidence from 
reliable, steady source. 


ALL COMMERCE & 
TRADING CORP. 





Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 












120 Wall St., New York 5, New York 
BOwling Green 9-0636 — TWX-NY 1-1211 MOST MAKES 
SFOS TS on RN TTR EE 
Ex-Taxis CURRY 
FORDS CHEVROLETS 
Custom 1 959 Biscaynes CHEVROLET 
issi 
eeaes aaa B'way & 133rd St., N. Y. C. 
Jack, Spare Tire Ed Hogan AD 4-6000 





Exceptionally Clean Cars 
Beautiful Motors 
WHOLESALE ONLY 
We arrange shipping anywhere. 
2,000 cars to choose from. 
UNIVERSAL AUTO 


WHOLESALERS, INC. 
America’s Largest Used Fleet Dealers 
885 Communipaw Avenue 
Jersey City, N. J. 


HE 5-8400—New York, BO 9-0216 







1961 








Volkswagens 


direct shipment to any port 
U. S. A. Our prices will be 
quoted you including cost, 
freight, insurance, customs 
duty and 


EXCISE TAXES PAID 


Equipped as Follows: 


Leatherette interior ... 

kits . . . mile speedometers 
. - « ASI windshields . . . heat- 
ers... turn signals .. . bump- 
er rails . . . outside mirrors 
. « » wired for sealed beams. 


PLUS NEW AND USED 1960S. 


Write, Phone or Wire 
MACK IMPORTS 


349 SOUTH RIDGEWOOD RD. 
SOUTH ORANGE, N. J. 
ESsex 2-9698 
So. Orange 3-0575 


SALE! 


1959 FORD 
TAXICABS 


A-| condition. Ready for the road. 
All good motors, transmissions, rear 







1961 
VOLKSWAGENS 


Ghias, Convertibles, Buses 
to all ports. 
1960s, 1959s, etc. 
. 


It pays to check with us first. 
& 


Call, Write or Wire 
LOWNI CORP. 
200 W. 72nd St., New York 4 


Ask for Zigi—TR 3-5727 
Jacksonville, Fia.—ELgin 6-7551 


ends. Clean bodies. 
North-East-South-West SALE § 
Automotive News' sity 2 375 ea. 


Call, Write or Wire 


EMKAY MOTOR SALES 
1046 Bedford Ave., Brooklyn 5, N. Y. 
Telephone Ulster 7-0651 


SALE! 


“Leading Used-Car Auction Direc- 
tory" gives directions to top U. S. 
Auto Auctions EVERY WEEK. 





CARS FOR SALE 


Got the customer? 


HERTZ 


has the used car! 


All are in fast-selling colors and fully equipped with 
power steering, R & H, automatic transmission, 
many with power brakes —the works! 

Chevys, Fords, Plymouths, Buicks, Cadillacs, Pon- 
tiacs. Sedans, hardtops, wagons and converts — you 
name it, we’ve got it! Low mileage, clean and sharp 
— real bell ringers! 


1959 and ’60 models are now available at Hertz offices 
across the country. 





CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


or 
write: Mr. I. E. Spatig, The Hertz Corporation, 
660 Madison Avenue, N. Y., Tel. PL 2-2000 






































OARS FOR SALE 


1961 
VOLKSWAGENS 


Sedans © Sunroofs © Ghias 


“World's Largest Importers According to 
the Wall Street Journal.” 
Shipping to: Jacksonville, Fla.; Houston, 
Tex.; Charleston, W. Va.; Mobile, Ala.; 
Baltimore, Md.; New Orleans, La., and 

all other ports, if desired. 


$1,625.00 


(Slightly Maher due to freight 
West Coast.) 


All Excise T Taxes and Duties PAID 


Fully Americanized-—with Leather 
2 Wire, Write: 
. C. “Buck” Malcuit 
"SNUFFY SMITH 
MOTORS, INC. 


s Main Office: 
2317 South Main, Houston, Texas 
CApital 2-0363 











1961 VOLKSWAGENS 


Now in Jacksonville 
for Immediate Delivery 


Excise Taxes and Duties Paid. 
Fully Americanized. 


Phone, write, wire for our prices 
SHAMROCK MOTOR 
SALES, INC. 


70 N. W. 36th St. 
Miami 37, Florida FRanklin 4-5197 


All 


Jacksonville, Florida Elgin 5-6182 








Wholesale 
MERCEDES - BENZ 
We Import and Distribute Direct 
ALL MODELS—1955-1960 


GLOBE AUTOMOTIVE 
IMPORTS, INC. 


On Rte. 17K, Mont, 1 NW. Y. 
Telephone: Newburgh JOhn 2-0847 
Cable: GLOIMP 
All duty and Federal Excise Tax paid 





CARS WANTED 


LIMOUSINES—8 passenger—new and used. 
Dennis Distributor, 4804 N, Saginaw St., 
Flint 5, Michigan. 


ACCESSORIES FOR SALE 





PORTABLE DUAL CONTROLS 


Recommended for Driver-Education Cars by 
the Auto-Industry Highway Safety Committee 
and by Chevrolet, Ford, Plymouth and Ram- 
bler for all their models, including compacts. 
Automatic transmission $25; standard 


Money back guarantee. PORTABLE DUAL 
ve ROLS, INC., 1701 Balmoral, Detroit 3, 
Mic 





SHOP EQUIPMENT FOR SALE 


BEAN FRONT END ALIGNMENT UNIT, 
Visualiner, cost 
lent care—Sacrifice $650, 
American Brake Centers, 4800 Crescent 
Bivd., Pennsauken, N, J, or phone: 
NO 5-1510. 

TRUCKS FOR SALE 

INTERNATIONAL WRECKER—front and 
rear winches, Telescopic boom, Boom 
winch operated, Ideal for tractor and car 
towing, Fully equipped, Phone: WIndsor 
2-2381, Cadiz, Ohio. 








Attention Distributors 
or Import Dealers 


Save Money on Freight 


1955 Chevrolet Tractor and two automotive 
transport trailers, fully equipped and ready 
to roll. All going for one sacrifice price 
of $2,500. 

Call: 


DELTA IMPORTS, INC. 


New Orleans, La. WH 3-5512 








BUSES FOR SALE 


1956 GMC BUSES (2), model No, TGH- 
3102, excellent condition, 50 passenger 
capacity, will seat 30 people. Front, rear 
and emergency exits, hydramatic drive. 
Don McCullagh, Inc., 15701 E, Harper, 
__ Detroit 24, TUxedo 4- 7330. 

AUCTION" ‘SO HOOLS 

BE AN AUCTIONEER — World’s largest 
school. Internationally recognized diplo- 
ma. Free catalog. Reisch Auction Col- 
lege, Mason City 77, Iowa. 

ANTIQUE, CLASSIC CARS FOR SALE 

1933 PACKARD V-12 convertible $4,000; 
1923 Buick touring; 1917 Chandler; 1922 
models: Studebaker, Dodge coupe, Ford 
touring, Ford truck; 1916 Reo $275. John 
Porter, 122 South Hillside, Wichita, Kan- 
sas, Phone: MU 2-6516, MU 4-6135. 


SEE PAGE 39 
for the nation's 
TOP AUTO AUCTIONS 




















ANTIQUE, CLASSIO CARS FOR SALE 
COLLECTORS ITEM—1929 Cadillac Tour- 
ing. Excellent condition, Jack Pae, Post 
Office Drawer 980, Leesburg, Florida, 
PARTS FOR SALE 

LLOYD PARTS for all models. Complete 
stock. Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida, JA 2-7491. 

SAVE MONEY: BULBS: 1034 price $14.00 
per c; 67 bulb $7.00 per c; 1154 bulb 
$15.00 per c; 1016 bulb $17.00 per c; 57 
bulb $5.50 per c. Prepaid. Acme Sales 
Co., Box 1244, Camden 5, New Jersey. 

LLOYD PARTS—SKODA PARTS—For all 
models, Immediate delivery, Amsko, 5069 
Broadway, New York 34, New York. 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

PRINZ AND SPORT PRINZ (NSU) 
PARTS AND ACCESSORIES — Contact 
your nearest distributor or Ludwig Motor 
a a 421 E. 9ist St., New York 
28, N. Y. TRafalgar 6-7010. 


e PARTS - 
HANSA 


Goliath ¢ Express 
HANSA CORPORATION 


Master Parts Depot 


Western Distributor 


1326 Marsten Rd. 
Burlingame, Calif. 
Di. 2-6358 





MISCELLANEOUS 









Buy and Save $$$ 


THE ONLY BAR WITH 
@ UNIVERSAL "WRIST ACTION" @ 


NEW ROADKING 


Standard Four = aw 395° 
BAR AND STEERING 


with R 
Wrist Ae ietton Oe Bor 
w $8950 
GUIDE CABLES 52 


Univer 
TRAIL KING * $9750 
BALL BAR ..... 37 


COMPLETE WITH ee 
ABLE LONG 36” 


. 


. $3750 


Compac-Tow Intra- 
State Tri-Bar 


* SPECIAL, 3 FOR $100.00 


Automatic Braking 





WITH THE UNIVERSAL ¢ 
“WRIST ACTION" 
Incldg. BRAKE HOOK-UP 


TowKinG 020, 


Hook-Up 
STEEL (Tow Bar) CARRYING 
CASE with’ Whose & Hondles Wt 
BROWNIE CARRY-ALL $11.11 
BAG Mounted ON with Bar 
Rubber-Tired WHEELS Purchase 
CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 
Universal License 2 Hairpin 10 
Plate Holders Cotter Keys * 
etets Covers (Tailor Made) . es 
ith Shoulder Strap ................ 
TY CHAINS, set of 2, only... S95 
We Carry a — Line of 
Custom Made Trailer Hitches 


QUANTITY USERS—GET OUR 
DIRECT FACTORY DEAL 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA |-8717 


Call Collect .“3 Pr” 


charges 
on $100.00 orders 
40 So. Clinton St., Chicago 6, Ill. 


sh] 
$4500 


57 
MISCELLANEOUS 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


* 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


J 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 


ad 
BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 
Dealers’ 25% Discount .......... 17.45 


es Net with 4 $52.35 


tu = Large 
‘caer Ghee Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.0.B. Factory ................ $59.80 
Dealers’ 25% Discount ..............0:c0000 14.95 
ee ’ Net with 4 

Seda pln tae $44.85 
Adapter Fed. Tax. Inc. 


“ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 
Dealers’ List F.0.B. Factory ................ $51.00 


Dealers’ 25% Discount ...............::0008 12.75 
Dealers’ Net with 2 

Standard plus Large $38.25 
Adapter Clamps Fed. Tax, Inc 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 
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Jobber [] Insurance [] 


Mie OF Giiic ccc concchadcceus awed 6s cesenecediocsscce Benes sddvccanven 


“4 
° 


Chie cee cxnae cause seses aes sian caste come cnetp een cuss estan csme cilia unis wien tases tes else eit haan eis estes tandems Giaes acacia 





New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 (] 


AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


CREE REE EERE EHEHHE HEH HEH! 


TRADE CONNECTION: 
Truck Dealer [] 
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Manufacturer [] 


Financial [1] Supplier [] 
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